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Decca Records, Pinckneyville, Illinois uses Shell 


Darina Grease 2 for the entire plant’s grease lubrication. 


When Decca Records opened its Pinckneyville 
plant late in 1957, it required a high-tempera- 
ture grease for the hot plasticizing mills. After 
testing many greases under actual plant condi- 
tions, Shell Darina Grease 2 was selected. In 
fact, Darina" proved so successful in its original 
application that Decca now uses it throughout 
the plant. 

Darina Grease 2 is a premium-quality, multi- 
purpose grease with exceptional stability in ex- 
tended high-temperature applications. It offers 


excellent resistance to corrosion and oxidation. 
It gives outstanding performance (compared 
with conventional soap-type greases) for long- 
time wet or dry applications at temperatures as 
high as 350° F. 

For complete data on Darina Grease, write 
Shell Oil Company, 50 West 50th Street, New 
York 20, New York, or 100 Bush Street, San 
Francisco 6, California. In Canada: Sheil Oil 
Company of Canada, Limited, 505 University 
Avenue, Toronto 2, Ontario. 


SHELL DARINA GREASE 


the multi-purpose, high-temperature grease 
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New Century Electric motor provides low-cost power for fans, blowers, pumps and compressors, 


New Century Electric part-winding 


motor gives extra smooth start 


This new motor . . . at either 1200 or 1800 rpm’s 

..- will give smooth, cushion acceleration. No cog- 
ging, jerking or jarring equipment. Just dependable 
starting power with the same reduction in starting 
current of all Century Electric part-winding motors. 
A special winding scheme makes this extra smooth 
start possible. 
Applications— Have an application where power 
company restrictions limit inrush current? The 
complete line of Century Electric part-winding 
start motors may be the answer. They provide the 
most economical and dependable way of starting 
equipment such as fans, blowers, centrifugal pumps 
and compressors, as well as reciprocating com- 
pressors with unloading valves. 


Reliable power—High quality construction fea- 


tures include . . . coils insulated with tough poly- 
vinyl acetal resin . . . windings dipped and baked 
with several coats of high temperature synthetic 
varnish which protect against oil fumes, mild acids, 
dust and grit...rotors dynamically balanced so 
motors run smoothly and quietly... rugged cast 
iron frame for long life and low noise level. Century 
part-winding start motors are available in 20 to 150 
hp sizes and in speeds of 1200 and 1800 rpm. 


Application aid—A Century Electric application 
engineer will be glad to discuss your part-winding 
start problems with you. Century Electric also 
makes a complete line of motors .. . all sizes and 
types from 1/20 to 400 hp. For a copy of the new 
Century Electric Motor Application Guide, please 
write for bulletin 270A. For more than a motor... 


CENTURY ELECTRIC COMPANY 


St. Louis 3, Missouri Offices and Stock Points in Principal Cities 








We baby these sheets to do a man’s job 


Here goes a coil of Bethlehem sheets, sinewed to 


stand up under rugged duty, as only steel can. To 
bring sheets to this superlative condition, Bethlehem 
pampers them like a newborn babe. 

From open hearth to shipping room, their progress 
is checked under the watchful eyes of man and 
X-ray. Slabs are expertly scarfed. Reheating is con- 
trolled by the latest scientific instruments. Rolling 


BETHLEHEM STEEL 


and coiling temperatures are carefully controlled. 
The finished sheet—whether hot-rolled or sent 
through the 10 additional steps of cold-rolling—is 
the result of meticulous care all along the way. You 
can always count on Bethlehem sheets to do a 
man’s job! Put them to the test in your plant. 
BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 


Export Distributor: 
Bethlehem Steel Export Corporation 


SOLLELELYLELLIL: 


BETHLEHEM 
STEEL 


worstttbbarrrreree 
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ITV'S ICE-SLICK 


Won't Stick at 30° Below 


Try C/R K-400 Cups for Smoother Power Cycles 


Any time you face the problem of reducing 
cylinder cup breakaway or sliding friction, chat- 
tering or freezing, come see us. We’re reason- 
ably certain that Chicago Rawhide’s Sirvis 
Leather K-400 cups can help you. Their specialty 
is easy sliding — particularly in vacuum cyl- 
inders at sub-zero temperatures and in pneu- 
matic cylinders at ambient temperatures and 
low pressures. Tests show a 50% reduction in 
breakaway and sliding friction over standard 


leather cups at ambient temperatures .. . and 
these K-400 cups are functioning beautifully in 
applications at -30° F. In another test, C/R 
Sirvis K-400 cups were run well over one mil- 
lion cycles at 20” of vacuum with negligible 
leakage and wear. 

So if you are trying to design a new, smooth- 
working, low-friction pneumatic cylinder — or 
take the bugs out of an old one— jot down 
C/R K-400 cups and call us. 


CHICAGO RAWHIDE MANUFACTURING COMPANY 


SIRVIS DIVISION, 1239 ELSTON AVENUE « CHICAGO 22, ILLINOIS 

Offices in 55 principal cities. See your telephone book 
In Canada: Chicago Rawhide Mfg. Co. of Canada, Ltd., Brantford, Ontario 

Export Sales: Geon International Corp., Great Neck, New York 
c/R propucts: C/R Shaft & End Face Seals « Sirvene (synthetic rubber) 
molded pliable parts « C/R Non-metallic gears 
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No doubt your problem is different from 


ventilation “hot spot” above. But if it 
1 be solved electrically, your Graybar 
in is interested ... qualified to help. 
nd hs as the right product to match the 


“With a catalog of 100,000 electrical 
1s, how can he miss? 

For an impartial recommendation, call 

ttaybar first. We'll work with you or your 

trical contractor. 4 





“The one you recommended 
handled the problem.” 


ELECTRIC COMPANY, INC. 


‘ 





PURCHASING 


NOVEMBER 9, 1959 B. P. Mast B. P. Mast, Jr. Ray RicHarps 
VOLUME 47, No. 10 Chairman of the Board President Publisher 


The Methods and News Magazine For Industrial Buyers 





Pulse of Business . 

The P.A.’s Outlook 

Price Trends 

Sales Inventories, New Orders . 
Washington Report 
Editorial: Materials Management—Now or Never? 
Linear Programming: New Tool for Purchasing Problems 
Practical Guide to Linear Programming Peerreret rere rrr Ti Spencer Smith 
There’s an Easier Way to Handle the Reject Problem 
Purchase Analysis Cuts Costs, Sharpens Buying Skills John Sincere 
How to Improve Buying Without Losing Friends . John Starr 
Forms Forum reer erry 
Blueprint for a Modern Purchasing Department 
Controls Keep Purchasing on Top of the Job . 
How to Get the Most Out of Standardization 
Wwe Pays for Overs andl Unders? 6 éoiccs ss cco casa a cab wssiswcess Marshall Coke 


Packaged Hydrogen Generating System 


REGULAR FEATURES 


Purchasing Follow-up 2 Office Equipment and Supplies 
Information for Your Catalog Files . . ‘ Association News 
Letters to the Editor : Industry 
Purchasing People 7 Book Reviews 
'.O.B. Employment Service . 
Index to Advertisers 





CONOVER-MAST PUBLICATIONS, INC. 
EDITORIAL -, ace 
205 East 42nd Street, New Yor a 
EDITORIAL STAFF New York 
© 1959 by C-M Business Publications, Inc. 
gga oe is an ge journal, get 
inri the official organ of any association. Es- 
Stuart F. Heinritz Paul V. Farrell tablished 1915 as “The Purchasing Agent.” 
: " . Consolidated with “The Executive Purchaser.’’ 
Senior Editor Editor Contents are indexed monthly and annually 
by the Engineering Index Service and Busi- 
PURCHASING. is published her-M 
ASIN is published every-other-Mon 
Dean S. Ammer ed a — a Bnav Inc., 
. : subsidiary o onover-Mast ublications, 
Executive Editor Inc., at 440 Post Road, Orange, Conn. Edi- 
torial and executive offices, 205 East 42nd 
Street, New York 17, New York. Volume 47, 
‘ : No. 10. Subscription rates: United States, 
Ned Kellogg Associate Managing Editor Harold C. Barnett. Assoc. Managing Editor U. S. Possessions and Canada: $4.00 per 
i i : year; single copies 75 cents: elsewhere, 
Leonard Sloane Associate Editor Mary T. Rogan .... Editorial Assistant $20.00 per year; single copies, $1.00. Sec 
‘ : . é ond-class postage paid at Orange, Conn. 
John F. Sincere Midwestern Editor A. N. Wecksler ........Washington Editor and at additional mailing offices. 


John Van de Water Technical Editor A. W. Gray ... .eeeeess.- Legal Editor 
Walter E. Willets ...... Consulting Editor T. C. DuMond Contributing Editor 


itori j sultz j ili SUBSCRIPTION CORRESPONDENCE AND 

L.J. De Rose Editorial Marketing Consultant Robert Gunning .. Readability Consultant CHANGE OF ADDRESS. Write to Circu- 
lation Department, PURCHASING Maga- 
zine, 205 East 42nd Street, New York 
ART STAFF 17, N. Y. Please give title and company 
affiliation in all correspondence. Notify 

PRODUCTION STAFF us promptly of any change of address. 

E. Carlt Arink Art Direct = ae to give old as well as new 
. 2 ees irector . address; include postal zone number, 
wrnay inane aii aes L. E. McMahon .... Production Manager die idnain onmy.ond Ga ie 
onn Urain ssociate Ar irector : ; close address label from a recent issue, 
Barbara Grant ..... . Production Supervisor if, possible. Since mailing labels ore 

For More Information about ad on facing addressed in advance, please allow 5 


. ‘ h ive. 
<page Write No. 157 on Inquiry Card—pg. 32 weeks for change to become effective 














NOVEMBER 9, 1959 





CARL S. HARVEY, Technical Director, Lamson & Sessions, tells why... 


You overspend 
when you 
overspecify... 
on fasteners 





Overspecifying can be costly in ordering 
fasteners . . . especially in view of the trend 
toward higher “physicals” and correspond- 
ingly higher component costs. 


Here’s a typical example: A customer 
specified AISI 1137 steel (a screw machine 
grade) for a nut. After a look at the 
“physicals” we recommended a cold forged 
nut of AISI 1030 steel (a straight carbon 
steel) and met all requirements at consider- 
ably lower cost to the customer. 


In many instances we’re recommending 
ordinary grades of carbon steel over the 
customer’s specs of low alloy content mate- 
rial. Our improved heat treatment practices 
make the savings possible. Elementary 
cases, perhaps, but they happen every day! 


Take Advantage of the specialized experi- 
ence and facilities available to you through 
L&S. Leave reference to “chemistry” open. 
Tell us what you want in end results. Give 
us the “physicals” and tolerances—then 
stop! This helps us save you money, in both 
purchasing costs and assembly costs. 


L & S Fastener Engineering 
helps you “tighten up” on... 


@ PURCHASING COSTS 
@ INSPECTION AND HANDLING COSTS 
@ ASSEMBLY COSTS 


LAMSON ©€ SESSIONS 


5000 TIEDEMAN ROAD + CLEVELAND 9, OHIO 


Plants in Cleveland and Kent, Ohio + Chicago and Birmingham 
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Steel Strike ee THE long steel strike made itself felt in all busi- iF 
Forces Correction ness areas, it may turn out to have had a partially positive effect on 
the economy. 

The strike—though painful to the steelworkers, the steel com- 
panies, industry in general, and the public—may actually have 
forced a business correction that would have to have been made at 
a later date anyway. It may well turn out that the enforced eco- 
nomic slowup caused by the strike actually took the place of what 
might have been a longer lasting recession in the latter part of 
1960. Now it seems certain that once the steel shortage problem is 
solved, the economy will start moving at a record pace. 


This is exactly what happened in 1956. Just when some of the H 
leading economic indicators started to turn down, the United Steel 
Workers began their 36-day strike. Following that strike there § 
was a sharp business rebound, 

The strike this year, of course, was even more severe. This means a 
that a long period of inventory building is on the horizon. And it 
also means that there’s unlikely to be any new recession for a 
considerable period of time. 








Getting Behind What the current indicators do point up is the seriousness of a S2S® 
The Indicators strike in our largest basic industry, For example, monthly unem- 
ployment totals were boosted sharply by 500,000 steelworkers on 
strike and almost half that number forced out in steel supporting 
industries. ; 
Steel company profits also took a nosedive—thereby affecting not 
only corporate managements but also millions of Americans who 
have invested in these companies. U.S. Steel Corporation alone lost 
over $31 million in the third quarter, its first quarterly loss since 
1938. Likewise, other steel companies have been affected where it 
hurts most—in the pocketbook. Steelworkers have lost money they 
may never make up. ' (Turn Page) : a 
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Swivel disc-stem connection. 
Long pilot on end of stem 
provides accurately aligned 
and directed 
seating. 


' No. 20011 globe. 2”-6”, flanged 
‘ ends; 2”-2”, screwed ends. 


_ No. 20012 angle. 2”-2”, screwed 
| ends; 2”-6”, flanged ends. 


Improved seating in ‘‘Craneloy 20” 
globes increases valve life 


Here’s a corrosion-resistant globe valve that’s 
designed for throttling and other hard services 
in the control of process fluids. 


Look at these important features: 


A modified plug-type disc combines the easy 
seating of a narrow, ball-to-flat seat with the 
superior resistance to erosion, cutting and 
scoring provided by a wide, plug-type disc. 

Crane’s exclusive ‘‘guided disc’’ design 
brings the stem thrust closer to the seating 


surface and assures positive closure. Minimum 
clearance between disc and stem eliminates 
vibration and chatter, yet permits free swivel 
action of the disc. 

All parts of the valve in contact with flow 
are “‘Craneloy 20,” a high nickel, high chro- 
mium alloy cast under closest supervision in 
Crane’s own foundry. 

For complete specifications and recom- 
mended applications, consult your local Crane 
Representative or write to address below. 


"VALVES & FITTINGS 


PIPE © PLUMBING ¢ HEATING ¢ AIR CONDITIONING 


Since 1855— Crane Co., General Offices: Chicago 5, Illinois— Branches and Wholesalers Serving All Areas 


CRAN 
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Naturally a strike in the steel industry is  ooonet 
going to take its toll on all industries. Indus- vons 
. . ; ; 11590 
trial production in the third quarter went 1] 000 
down, down, down. From a peak of 155in June, —_19500 
the FRB Industrial Production Index fell 10000 
steadily each month to 148 in September. As 9500 
expected, the drop in durables manufacturing 9000 
was most marked. 8500 
8000 
Personal income was hit hard too. Income — 
reached a high of $383.8 billion in June on a je 
seasonally-adjusted annual basis. Each month 6000 
during the summer it declined until it reached 
the September figure of $379.6 billion. 320 
These indicators all show the effects of an 310 
important strike that closed the steel mills 
through most of the summer and part of the oe ..] | | 
fall. But they don’t show the economic advances 
that are bound to come in the near future. 
With the return of the steel mills to full op- 
eration, metalworking factories will then be 
able to begin filling the orders that were left 
untouched for many weeks. This means more 
industrial production, more employment and a 


period of prosperity through 1960. 


Tue latest government report of the Con- a MIE icchine Tocts 
sumer Price Index provides interesting reading j oa 
: + ' } } } (metal cutting types) 



































for businessmen. 

It shows that the index rose 0.3% in Septem- 
ber to a record high of 125.2 (1947-49—100). eS 
This increase was mostly due to higher con- va. o-74 ; | | =o 
sumer food prices, although housing costs also Vee Wr ee A Se 
rose during this period. E-, + 
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ae : : SHIPMENTS 
The significance of these figures is more than sr 


an indication of higher consumer prices. For an 

increasing number of labor contracts in a wide 

variety of industries are tied to the CPI. 
(Turn Page) 
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‘his isa new HiLube’ sintered bronze bearing. It is treated 
with moly sulfide, is self-lubricating, and holds almost 
a third more oil than other sintered bronze bearings. It 
runs cool and quiet at high speeds. It will last far longer 


than any other bearing of its kind. HiLube is one of many 


special bearing materials developed by Bound Brook. 


BOUND BROOK 


Bound Brook Oil-less Bearing Co., Bound Brook, N., J. 
Pioneer in Powder Metallurgy Bearings and Parts. 
Plants at Bound Brook, N.J. and Sturgis, Mich. 
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Retail Sales 


of Commerce 


Adjusted for seasonal! variation 











NOV 


This means that when the index advances, 
workers covered by these escalator clauses get 
a raise. Similarly, if the consumer price index 
falls, many contracts provide for lower wages 
for hourly workers. 








Independence from this index in determining 
“ates of pay for steelworkers was one of the 
industry’s major proposals during the recent 
contract negotiations. The Steel Companies Co- 
ordinating Committee said many times that 
wage contracts tied to the Consumer Price In- 
dex would fan the flames of inflation. 

Nevertheless, when David J. McDonald, USW 
president, signed a pact with Kaiser Steel Cor- 
poration—the first company to break the “unit- 
ed front’”—an escalator clause was included. 
This clause provides for additional wage hikes 
in the second year of the two-year contract if 
the Consumer Price Index rises. 

However, the contract specifically states that 
these wage adjustments could not total more 
than three cents an hour. This same clause was 
inserted into the agreement between Detroit 
Steel Corporation—which did not take a strike 
—and the union. 











About 1.2 million employees are covered by 
contracts with escalator clauses, reports the 
Bureau of Labor Statistics of the Labor De- 
partment. Most of them are employed in the 
railroad, electrical, and aircraft industries. 

As long as these “cost of living’”’ clauses are 
included in labor contracts, there will be few 
“non-inflationary” agreements signed. With 
wage rates based on the consumer price index 
—which is indirectly affected by these same 
wage rates—the inflationary cycle will contin- 
ue. 
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Don’t Tie Yourself Up In Excess Tape 


Save Money with Dutch Brand's new Plastic Electrical Tape 
in 44-ft. Rolls 


Dutch Brand's new 44-ft. roll of Plastic Electrical 
Tape costs no more per foot than a 66-ft. roll. To 
you, this means less funds sunk in inventory. It 
also means you are not tied up in excess tape foot- 
age that invites waste and pilfering. 

Dutch Brand Plastic Electrical Tape is the easy, 
better way to do scores of electrical maintenance 
jobs. It's thin, strong, flexible... provides a di- 
electric strength of 9,000 volts. Also provides un- 
usual resistance to acids, alkalies, oils, solvents, 
fungus, bacteria, and gases. Made to highest in- 


HNS-MANVILLE 


dustry standards. Available in 20’—44’—66’ rolls. 
Order Dutch Brand Plastic Electrical Tape from 
your supplier today. 


WRITE FOR NEW BOOKLET! 


Looking for new ideas on tape as a 
money-and-time-saver? Ask for 
“Big Four in Electrical Tapes.” 


Johns-Manville Dutch Brand Divi- 
sion, 7800 South Woodlawn Avenue 
Chicago 19, Illinois 


JM Jouns-MANVILLE 


PROBUCT 
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The P.A.'’s Outlook 


@ P.A.'s Uncertain Over 
4th Quarter Business 


@ Confidence Index Falls 
6 Points to Yearly Low 


@ N.A.P.A., Local Groups 
Indicate Concern 


P urcuasinc AGENTS are 
uncertain about the business out- 
look in the last quarter of 1959. 

This was revealed in the No- 
vember PurcHASING Magazine 
Business Confidence Poll. The 
Business Confidence Index —a 
sensitive indicator of P.A. opinion 
of short-term outlook — fell six 
points to 88 (1958 — 100). 

P.A. uncertainty — and even 
pessimism—is strongest on this 
question: what will happen in 
steel? Purchasing executives real- 
ize that even the return of the 
steelworkers to their jobs does 
not mean immediate production. 
And they note that it will be well 
into 1960 before the mills’ output 
returns to pre-strike levels. 


Ready to Take Off 


For example, the purchasing 
agent for a Midwestern manufac- 
turer says “the only thing stand- 
ing in the way of a significant in- 
crease in our GNP is the steel 
situation. Once that’s back to nor- 
mal, the economy will really take 
off.” 

And a buyer for a large factory 
in the West notes “our basic econ- 
omy seems sound. But it will take 
some time before we regain what 
we lost in the strike period.” 

Reports from purchasing agents 
associations also indicate concern 
over business prospects in the 
fourth quarter. The reports in- 
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BUSINESS CONFIDENCE 


How P.A.’s feel about the short-term economic outlook. 


INDEX 








































































































Uncertainty over last quarter business prospects—in the wake of the crip- 
pling steel strike—pushed the Purchasing Magazine Business Confidence 
Index down to 88 in November (1958=100). This marks a six-point decline 


and represents a new low for the year. 


clude surveys by the National 
Association of Purchasing Agents 
and the Chicago, Cleveland, Pitts- 
burgh, Georgia, and Canadian as- 
sociations. 

The N.A.P.A, says “even with 
full steel production, there will 
be a period of reduced output of 
fabricated steel items. Further, 
many of our members believe that 
the prospects for good business 
in the immediate months ahead 
are tied directly to an adequate 
and steady supply of steel.” 


Stability Weakened 

Says the Chicago’ group: 
“Steady employment and produc- 
tion tempered by higher prices 
and lower profits indicate a weak- 
ening of the stability seen in the 
last few months. Lengthening of 
lead times and order backlogs 
portray a_ disturbing picture 
which should be watched in the 
next few months.” 


Typical of the P.A. comments 
received by the Cleveland associa- 
ation is this: “Business condi- 
tions not to full capacity; ordering 
seems to have been affected... 
raw material conditions critical 
and must be watched very care- 
fully.” Another comment: “The 
damaging effects of the steel 
strike will be felt for months to 
come,” 

The Pittsburgh association says, 
“Tt is evident that most of our 
members are waiting . . . before 
making any move toward ac- 
cumulating stocks.” 

According to the Georgia as- 
sociation, “continued slowing of 
deliveries increased inventories.” 

The Canadian report states “the 
steel strike has yet to have any 
significant adverse effect on busi- 
ness conditions. .. Our key indi- 
cators have regained the strength 
shown in earlier months . . . and 
reflect new peaks of activity.” 





14,089 Inland employees went to school last year 


y went because they were enthusiastic about their jobs—inspired by the advancement opportunities at Inland, Others 
ent because Inland, ever on the watch for men capable of developing their abilities, sought them out—found them— 
couraged them to take the next step. 


t Inland, this thoughtfully planned system of seeking for such men within the company, has now been in continuous oper- 
»n for more than fifteen years. Because of it, more than 70% of Inland’s supervisory staff have come up from the ranks— 
@ more from Inland’s College Recruitment Program. Because the system encourages personal growth, the process never 
ps. It may begin with on-the-job training programs in which 3,842 employees participated last year. It can continue 

through Inland’s programs in conjunction with leading educational institutions, such as Harvard, Purdue, University of 

Chicago and Wabash College. 


h literally thousands of Inland men building their own futures, a new kind of climate is created—a climate in which men 
d real satisfactions in their work and the products of their labor. It results, we believe, in a growth-minded organization— 
ompany dedicated to ever better service and products for every Inland Customer. 


Building Today, with an Eye to Tomorrow 























INLAN D STEEL COM PANY Other Members of the Inland Family 


JOSEPH T. RYERSON & SON, INC. 
30 West Monroe Street * Chicago 3, Illinois INLAND pt EL PRODUCTS COMPANY 


Sales Offices: Chicago + Davenport + Detroit - Houston + Indianapolis EL CONTAINER COMPANY* 
Kansas City + Milwaukee + New York + St. Louis + St. Paul INL AND LIME & STONE COMPANY* §*Division 
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Price Trends 


@ P.A.'s Paying Premiums 
For Copper 


@ Lead Output Falls 
As Demand Slackens 


Merat PRICES have been irregular in re- 
cent weeks. Nevertheless, purchasing agents have 
been quite active in most of the nonferrous mar- 
kets. 

This is how the picture looks in some of the 
important commodities: 


Copper: There has been very little American 
copper available to purchasing agents recently. 
And whatever some P.A.’s have been able to find 
has been bought at a premium price. 

The reason, of course, is labor trouble. Strikes 
have completely shut down mine operations of 
the four largest domestic producers. The latest 
monthly report from the Copper Institute shows 
that U.S. mine output was 19,166 tons—the lowest 
since the depression month of August 1934. At 
the same time, world stocks of refined copper in 
the hands of producers fell about 10% or 40,000 
tons to 336,624 tons. 


Tin: The undertone of the tin market here has 
been easy. A general softening has been noted 
by many P.A.’s. 

In Singapore there has been a mild recovery 
but of far from boom proportions. 


Lead: Even though about 35% of the nation’s 
refined lead production has been tied up by 
strikes, demand has been weak. There is not 
much interest in foreign lead either. 

The strike naturally took its toll in lead produc- 
tion, according to the latest monthly report of 
the American Bureau of Metal Statistics. Output 





Lead 
(common grade, N.Y.) 
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Wholesale Commodity Prices 
| Metals & Metal Products | 
——— Se eee cuts (iti aan ae eel 


-— Structural Products 


All Commodities 
Ee ee a | 





Farm Products 


























Secondary Aluminum 
(108 alloy) 




















Zinc 
(prime western, E. St. Louis) 
\ } A i 
4 iL 











1 bronze, Oil holes, grooves, 
aluminum slots, notches 


as required 
Steel lined with 


bronze, babbitt, Sigel ls li mmaliicea) 


copper or butt or special 


aluminum alloy seams 


Plain or ball 


Talek-talicte| 


Many lengths and 


diameters 





LOW COST BUSHINGS with Bearing Performance! 


Bimetal bushings, in a variety of alloys on steel, provide 
bearing load-carrying qualities, with the advantages of low-cost 
production. Quality-controlled manufacturing to your speci- 
fications. Complete engineering service. Write: 


EDERAL-MOGUL DIVISION 


FEDERAL-MOGUL-BOWER BEARINGS, INC., 11077 SHOEMAKER, DETROIT 13, MICHIGAN 


Copper-Alloy Spacer Bearing-Surfaced Aluminum or 
Lined Tubes Thrust Washers Babbitt Lined 


i oS ew 
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of refined metal fell about 11,000 tons to 14,801 
tons—the smallest amount in 30 years. 





Zine: Prices of zinc moved in a narrow range 
as some buyers tried to buy fairly large tonnages 
before price hikes were put through. Most P.A.’s, 
however, have already filled their zinc needs for 
the rest of 1959. 

Despite the steel strike, shipments of all zinc 
grades to fabricators increased, according to the 
latest monthly report of the American Zinc In- 
stitute. Over 61,000 tons were delivered compared 
with 59,782 tons the previous month. 





Aluminum: A new type of aluminum sheet has 
just been introduced by Aluminum Company of 
America This sheet has aroused a great deal of 
interest, since it could cut costs by as much as 
15%. The sheet is made from a specially devel- 
oped alloy and is designed to replace alloys used 
previously in building projects. It could be com- 
petitive in price with galvanized sheet steel and 
similar building materials. , 

The monthly report by the Aluminum Associa- 
tion shows a decline in primary aluminum pro- 
duction. The latest figure was 168,205 tons—off 
4612 tons from the previous month. 














Rubber 


(no. 1 rib smoked sheets) 























Wholesale Prices: The Wholesale Price Index 
rose 0.4% to 119.6 in September—the first in- 
crease since April. The hike was due primarily 
to a price rise in farm products and processed 
foods. 

Metals and metal products advanced 0.6%, 
bringing this index to an all-time high of 153.7. 
Reflected in the increase were higher prices for 
copper, lead, tin, and metal storage tanks. 

Prices also went up on power shovels, dewater- 
ing pumps, motor reducers, conveyors, fittings, J Utility 
and mining equipment. 
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NEW signode 

air power sealer 
reduces 

Strapping time 


This new Signode Model RCNS pneu- 
matic sealer features a pistol grip that 
makes it easy and convenient to seal 34- 
inch steel strapping with one hand. It 
weighs only six pounds. The operator 
simply sets the tool on the seal and pulls 
the trigger. Compressed air does the hard 
work—crimps every seal correctly, posi- 
tively, quickly. 


For added speed 

and convenience, the 

new pistol-grip sealer 

and a Signode PN air 

tensioner form a steel 

strapping combination 

that is fast, easy to handle, and minimizes 
waste motion and effort. You get tight, 
secure bundles every time. 

The RCNS sealer is available on an 
annual rental or single payment basis, as 
are other Signode heavy-duty steel strap- 
ping tools. Let us arrange a demonstra- 
tion on your premises at your convenience. 
Just write or call without obligation. 


Send for new Booklet SPD 216 that describes the 
Signode line of air power tensioners and sealers 
and shows typical money-saving applications. 


SIGNODE STEEL STRAPPING CO. 


2676 N. Western Avenue, Chicago 47, Illinois 


Offices Coast to Coast. Foreign Subsidiaries and Distributors World-Wide 
First in steel strapping In Canada: Canadian Stee! Strapping Co., Ltd., Montreal » Toronto 
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@ Drop in Sales, Orders 
Felt Most in Durables 











Tu DECLINE IN manufacturers’ sales, inven- 
tories, and new orders in August was primarily 
felt in durable goods, according to the Depart- 
ment of Commerce. 

Although overall sales were down 5% from 
the previous month, the decline in most non- 
durable industries was moderate as compared 
with the 9% drop in durable goods shipments. 

Inventory liquidation was most noticeable in 
the primary and fabricated metals groups, as the 
steel strike began to take effect. Inventory 
changes among soft goods industries were small. 

New orders for durable goods dropped in all 
areas with the exception of electrical machinery. 
The fall in nondurables was relatively large only 
on long lead-time orders. 
































Dept. of Commerce—Seasonally adjusted 





1959 





Manufacturers’ Sales 
; Apr June July (1) 
Seasonally Adjusted sone of ene 
All Manufacturing Industries. . ; ; : . 30,266 ; 31,248 30,858 
Durable-goods industries. ... : : : 15,166 ; 15,771 15,384 
Primary metal............ s ee . - 2,792 2,916 2,104 
Fabricated metal , ; ; / 1,684 , 1,758 1,787 
Machinery... ... - : ¢ 4,423 ; 4,565 4,778 
Transportation equipment : j 3,385 t 3,558 3,667 
Lumber and furniture. ... ines ee 995 , 1,035 1,077 
Stone, clay, and glass. . ; 756 768 805 





Nondurable-goods industries : , 15,100 ; 15,477 AT4 
Food and beverage. . eee ae , 4,507 , 4,614 540 
we ; : é 411 414 382 

Textile...... . : : d 1,253 s 1,281 256 
oes ; i a 1,034 r 1,042 060 

Chemical. . ne - , Te F 2,090 , 2,125 2,171 
Petroleum ant ad.. . . te 3,080 - 3,095 093 

. 543 520 519 


Manufacturers’ Inventories 

Seasonally Adjusted (Millions of Dollars) 
All manufacturing industries , p 052 51,599 2,13 2,241 
Durable-goods industries J 4 29,734 : 349 
Primary meta! ‘ ‘ ' 4,312 2 4,108 
Fabricated metal. . . ; F 3 t 3,278 3, 411 
Machinery 4 ‘ 9,482 k 9,802 
Transportation equipment J 7,167 ; 7,397 
Lumber and furniture ; : 1,759 16 1,823 
Stone, clay, and glass j 1,254 9 1,270 


Non-durable goods industries , j 21,865 9 21,892 
Food and beverage e ’ 4,967 c 4,847 
Tobacco... . ; 4 j j 1,873 J 1,838 
Textile : ; : , 2,487 53 2,534 
Paper. . claleiea a7 - ; , 1,482 F 1,457 
Chonda... . ~~ a — saa . , , 3,730 R 3,847 
Petroleum od eel. oma ‘ cae j » 3,380 ; 3,314 
Rubber. . eae : a : ; gis ‘ j 995 


Manufacturers’ New Orders 
Seasonally Adjusted es of deo: 
All manufacturing industries hia ck 26,096 31,206 30,541 31,404 30,827 
Durable-goods industries : ; : 12,177 15,796 15,241 16,133 15,493 
Nondurable-goods industries = : 13,919 15,410 15,300 15,271 15,334 


1,075 





(r) Revised. (p) Preliminary. 
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ROYAL VARIABLE SPEED BELT 


Soft Cushion Rubber 








\ Cord Or Tension Member 








Neutral 














a 


~ = 4 ae - 
a ae at f , 
4 7 guy 
<x 
-= 


\ Jacket a 


























Transversely Rigid Material 





Soft Cushion Rubber 





Hard Rigid Rubber 


(Crushproof Foundation) 





HERE'S WHY THIS VARIABLE BELT 
IS NON-SQUASH, NON-SAG 


No excuse for any more variable speed belt problems. The 
U.S. Royal Variable Speed Belt will lick any production 
problem — where other belts try and fail. 

Note in the diagram the use of hard rigid rubber — the 
soft cushioning rubber in which cords or tension members 
are imbedded —the special jacket (oil and heat resistant). 


metal working plant in which it has been installed. 

e . a 
Your nearest “U.S.’’ Power Transmission Distributor will be 
glad to demonstrate the U. S. Royal on your own drives, 
at your own plant. You'll save a great deal in replacement 
costs and down goes downtime. 





The exclusive and complete crosswise 
rigidity.in U.S. Royal prevents squashing. 
Lengthwise stretch is just about zero, by 
every test. No sagging. 

U. S. Royal has complete accuracy re- 
gardless of speed changes — whether you 
switch from 2000 rpm to 10. It has scored 
a complete success in every textile mill, 
pulp and paper mill, chemical plant and 





tension member ya) booster plies 


flexi-grooves =) Protective cover 








Mechanical Goods Division 


WORLD'S LARGEST MANUFACTURER OF INDUSTRIAL RUBBER PRODUCTS 


Rockefeller Center, New York 20, N.Y, In Canada: Dominion Rubber Company, Ltd. 
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Washington Report 


Steel Buyers to Pay 


‘Extras’ Through Mid-1960 


‘THE LONG drawn-out steel 
strike has already had an infla- 
tionary effect. Some steel buyers 
had to pay hidden extras during 
the strike and—with higher costs 
likely to continue—these extras 
will probably last well into next 
year. 

For instance, price premiums 
were prevalent during the strike. 
Purchasing agents had to pay 
high conversion costs when the 
mills were closed. And even with 
the mills open, extras will con- 
tinue until full-scale production is 
resumed again. 

Early in the dispute the steel 
industry took the position that 
it would not make an inflationary 
settlement. Steel buyers generally 
approved this position (see Pur- 
CHASING Magazine, October 12, 
1959, p. 7). 

One problem involved in a long 
strike, of course, is that it leads 
to short supplies. Steel consumers 
are left with unbalanced inven- 
tories and are therefore willing 
to pay premium prices for specific 
items. This means that the infla- 
tionary conditions which the steel 
industry feared were, to some ex- 
tent, brought on by the strike 
itself. 


P.A.'s Will Resist 


Government analysts indicate 
that the hidden price increases 
which are likely to prevail during 
the period of steel scarcity may 
not continue when it no longer 
exists. For steel consumers may 
not be in a position to pass these 
hidden extra costs on to their 
customers. In fact, government 
economists say that they see sharp 
resistance by buyers to higher 
prices. So even if these higher 


Just having steelworkers back 
on the job will not insure high 
level production. There has been 
no previous experience in the 
steel industry with a work stop- 
page as long as this one. As a re- 
sult, no one really knows exactly 
how long it will take to regain 
full operation. And no one really 
knows as yet how much damage 
was done to furnaces during the 
long strike period. 

For the purchasing agent, it 
means that resumption of steel 
operations alone is not a com- 
pletely satisfactory answer to his 
steel buying problems. 


Possible Congressional Action 


One aftermath of the steel 
strike seen by legislative analysts 


is Congressional action to prevent 
industry-wide strikes in basic in- 
dustries. Members of Congress re- 
turning in January will be under 
pressure to block any future ex- 
tended strike in an entire indus- 
try. 

Most often mentioned as a pos- 
sible means of preventing a strike 
stalemate is some form of com- 
pulsory arbitration. Another pos- 
sible solution is a decentralization 
of bargaining, with unions in basic 
industries required to carry on 
their contract negotiations on a 
company-by-company basis rather 
than industry-wide. A third ap- 
proach would require contract ter- 
mination dates in a basic industry 
to be staggered, so that only a 
fairly small fraction of an indus- 


Undersecretary of State Douglas Dillon (r.) has called for an end to trade 
barriers by other countries against American products. He’s counting on 
firm support from Senate Foreign Relations Committee chairman J. William 
Fullbright (D-Ark.). 


costs are initially absorbed, they 
are not likely to become a part 
of the permanent price pattern. 


NovEMBER 9, 1959 21 





No tape machine can be expected to perform efficiently if the gummed tape you use isn't made 


right. Peak sealing performance depends on a uniform glue coating. And that’s why we 


contro! Safetex manufacture with AccuRay. The Safetex glue coating is applied at the one level 
where sticking speed and holding power are greatest. Safetex can pay off for you in your Ship- 


ping Department. Cuts application time and gives you a reliable seal the first time, every time. 


SAFETEX SUPERSTANDARD GUMMED TAPE 


CENTRAL PAPER COMPANY + MENASHA, WISCONSIN 
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try could be struck at one time. 

There is considerable specula- 
tion however, about the fate of 
legislative proposals restricting 
union strike rights in an election 
year session. Union leadership is 
bound to label any such legislation 
as anti-union. Nevertheless, there 
is a good possibility that Congress 
could enact such legislation, espe- 
cially if strong public support for 
such action is evident. 


@ Gov't Checking Industry 
"Make or Buy’ Policies 


The yardstick of “make or buy” 
has become an increasingly im- 
portant factor in military contract- 
ing. Pentagon purchasing officials 
point out that they have always 
been conscious of the problem of 
how to determine whether a prime 
contractor should make a_ sub- 
assembly or buy it. But they note 
that this issue has become more 
critical as military hardware be- 
comes more expensive. 

The problem arises mainly in 
the cost-plus range of items where 
the weapon is not far from its 
research and development stage. 
Under the weapon system man- 
agement approach, the prime con- 
tractor is largely responsible for 
development and delivery of hard- 
ware. This responsibility carries 
over into the area of whether it 
should subcontract for a subas- 
sembly or make the unit itself. 


How the Decision Is Made 


Military procurement authori- 
ties operate largely on the pre- 
mise that the prime contractors 
would make these decisions based 
on efficiency and in the govern- 
ment interest. However, the Gen- 
eral Accounting Office, in review- 
ing a number of military procure- 
ment contracts, found some high 
cost production of subassemblies 
by prime contractors. These find- 
ings led to pressure on the con- 
tracting military services to check 
closely into decisions by prime 
contractors whether to make or 
buy. 

This review takes the form of a 
check by the contracting officer 
of decisions by the prime con- 
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tractor. If the contracting officer 
spots a case where a decision was 
taken to make—and where it ap- 
pears that it would be better to 
buy—he can hold up approval of 
that phase of the contract. 

An important point: the con- 
tracting officer will not tell the 
prime where he should buy, but 
merely that he should. 


e Scrap Prices Show 
Moderate Increase 


Price increases are beginning 
to show up in the metals field. 
Bureau of Labor Statistics price 
analysts point out that nonferrous 
prices have been firming up while 
iron and steel scrap prices have 
also increased moderately. 

In the iron and steel scrap 
field, prices were at a low level 
all during the period when mills 
were operating at full blast in 
preparation for the strike. But 
these prices tended to firm up 
somewhat during the strike. 

Government price analysts do 
not feel that these increases in- 
dicate a general upward price 
movement. A widely held price 
view is that a general price rise 
is not likely to develop while there 
still is a general supply surplus. 


Changing the Index 


On another front, the Bureau 
of Labor Statistics is planning to 
include additional iron and steel 
products in its wholesale price 
index. 

One item which will be added 
to the index early next year is 
sheet metal. Some study has been 
made of the possibility of includ- 
ing fabricated structural steel in 
the index, but since much of this 
type of steel is a custom product 
is is quite difficult to incorporate. 

BLS analysts say that the price 
movements for the same general 
type of custom and standard pro- 
ducts can vary. They cite as an 
example the price trends in fab- 
rication and erection of big cus- 
tom tanks for the petroleum in- 
dustry. Demand for such tanks 
has slackened and prices have 
been correspondingly depressed. 


(Turn Page) 





HARDINGE COLLETS — FEED FINGERS — PADS 


HARDINGE COLLETS — FEED FINGERS — PADS 


HARDINGE COLLETS — FEED FINGERS — PADS 


Collets, 
Feed Fingers 


__— Pails 


For all Automatic Screw 


, 


Machines, Chucking Machines, 


and Turret Lathes. 


Available for: Brown & Sharpe, 
Cleveland, Cone, Dtvenport, 
Greenlee, Acme-Gridley, Na- 
tional Acme, New Britain, War- 
ner and Swasey, Jones & 
Lamson, Gisholt, Bardons and 
Oliver, Foster, Morey, Sim- 
mons and others. 


One Source of Supply for all 
your collet feed finger and pad 
requirements, means pur- 
chasing economy. 


Send for Catalog 36 


HARDINGE BROTHERS, INC. 


ELMIRA, N. Y 


immediate Delivery from Conveniently 
Located Stocks in: 


Atlanta, Boston, Chicago, Dayton, Detroit, Elmira, 
Hartford, Los Angeles, New York, Philadelphia, 


Seattle, Portland, 

Louis, Toronto 
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Greater Corrosion Resistance 


Longer Fatigue Life 


SS 


Less Product Incrustation 


. new tests prove 
CONTOUR-WELDED* STAINLESS TUBING 


provides all three! 


A recent series of tests prove TRENTWELD® tubing, 
made by the exclusive Contour-Weld process, is smoother 
than any other full-finished tubing. And still other tests 
show this extra smoothness ensures longer fatigue life, 
greater resistance to corrosion and less product incrusta- 
tion. 

But here’s why Contour-welded tubing is smoother 
inside: 

First, it’s smoother than seamless because it’s formed 
from uniformly rolled strip steel, whereas seamless must 
be extruded or pierced. 

And second, it’s smoother than other welded tubing 
because the Trent-patented Contour-Weld process virtu- 
ally eliminates the weld bead. 

But why not get full details on Contour welded tubing’s 
superiority? Send for the free 48-page “Trent Weld 
Manual.” It’s chock-full of details on Contour-welded 
tubing in sizes from %” to 40” — in stainless and high 
alloy steels, titanium, zirconium, zircaloy and Hastelloy+. 

Write: Trent Tube Company, Box 2518, Pittsburgh, Pa. 
tTrademark Haynes Stellite Co. 


In Conventional Welding 


With Contour Welding 


In CONVENTIONAL WELDING of tubes, gravity pulls molten 
metal down to form a bead that is difficult to remove by cold 
working. And cold working may lead to undercuts, focal 
points for fatigue cracks and corrosive attacks. Cleaning 
becomes difficult. 


>KWith CONTOUR WELDING the tube is welded at the bottom. 


Gravity still pulls the molten metal down inside the tube, 
but now the weld area corresponds to the contour of the tube. 
There’s virtually no weld bulge on the inside surface. And 
even on the O.D., the weld seam more closely conforms to the 
contour of the tubing. 


stainless and high alloy pipe and tubing 


TRENT TUBE COMPANY 


Subsidiary of Crucible Steel Company of America » GENERAL OFFICES: East Troy, Wisc.* MILLS: East Troy, Wisc.; Fullerton, Calif. 


For More Information Write No. 168 on Inquiry Card—Page 32 


94 


PURCHASING 





Washington Report 





In contrast, the demand for stand- 
ard tanks has held steady, and 
prices have been comparatively 
stable. 


e@ Commerce Dept. Sees 
Slackening of Imports 


Department of Commerce ana- 
lysts in the import field do not 
look for a continued increase in 
purchases of foreign steel by 
P.A.’s for U. S. fabricators. 

The rise in U. S. purchases of 
European steel has been largely 
in wire rod, wire products, and 
concrete reinforcing steel. There 
has been relatively little buying 
of foreign sheet and plate. 

European steel producers are 
no longer offering bargain steel 
prices. The European steelmakers 
operated more as merchant sellers 
during the 1957-58 recession than 
the U. S. steel industry. As de- 
mand fell off the Europeans cut 
prices, while the U. S. industry 
held its price levels. 

With demand for steel increas- 
ing throughout Europe, the steel 
companies there are firming prices. 
There is some speculation here 
that by late spring of next year, 
the market in Europe will be 
tight with prices firm. 

A similar prediction is made by 
Department of Commerce econo- 
mists who specialize in nonferrous 
metals. 


Exports to Improve 


On the export side, Bureau of 
Foreign Commerce officials sug- 
gest that as European recovery 
progresses, U. S. manufacturers 
will sell their share of the in- 
creased volume of equipment and 
goods. The government forecast 
indicates that while the recession 
in’ Europe began later and was 
less severe than in the U. S., it 
has lasted longer. Only in the last 
few months has the European re- 
covery become strongly evident. 

As this recovery continues in 
Europe, the price levels there will 
become higher and supplies tight- 
er. At this point, price levels of 
U. S. goods will certainly become 
more attractive to foreign buyers. 


—A. N. Wecksler. 
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FOR YOUR 
COMPLETE LINE 


Clean Right SOOT Remover, a 
nationally known brand of de- 
carbonizer manufactured by the 
Miller Product Co., is packaged 
in a variety of sizes and types of 
Cleveland Containers developed 
for quick-and-easy use by industry 
and homeowners alike! 


Ilustrated are a SPRAY GUN 
CAN and three sizes of CON- 
VOLUTE FRICTION PLUG CANS 
made of fibreboard. 


Let our Engineering Department 
help develop a container... ora 
complete line of containers . . . 
ideal for your product... 
low unit cost. 


and at 


Why pay more? 
For quality products .. . 
call CLEVELAND! 


WRITE FOR 
latest 
illustrated 
Packaging 
Brochure 


CLEVELAND CONTAINER 


Plants and 
Sales Offices: 
Cleveland 
Detroit 

Chicago 
Memphis 

Los Angeles 
Plymouth, Wis 
Jamesburg, N. J 
Fair Lawn, N.J. 


ALL-FIBRE CANS - COMBINATION METAL AND PAPER CANS 


COMPANY 
6201 BARBERTON AVE. + CLEVELAND 2, OHIO 


Sales Offices: 
New York City 
Washington, 0.C 
Rochester, N.Y 
West Hartford, 


SPIRALLY WOUND TUBES AND CORES FOR ALL PURPOSES ome 


CLEVELAND CONTAINER CANADA, LIMITED 
Plants & Sales Offices: Toronto & Prescott, Ont. - Sales Office: Montreal 


. 
Abrasive 
Division 
at Cleveland 
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CLOSE CONTROL OF ORDERING 
PROCEDURE HELPS EXPEDITE 
CUSTOMER DELIVERIES 


One of the all-important facets of 
Fafnir service to ball bearing users is 
the system by which orders are re- 
ceived, scheduled for production, 
filled, and finally shipped to customers. 

On-schedule deliveries play a large 
part in customer satisfaction and good 
will. To help insure prompt, accurate 
handling of orders, Fafnir maintains 
constant vigilance over order process- 
ing procedures. 

Letters of instruction from the Home 
Office, for example, keep Fafnir sales- 
men continually posted on correct or- 
dering practice—how to handle order 
changes; the importance of complete, 
accurate order entering, editing, cod- 
ing, addressing, and many other essen- 
tial details that add up to efficient 
order processing and accurate on- 
schedule deliveries. 

The result is better service for you. 


SOLID BASE DESIGN OF 
LAKH PILLOW BLOCK 
PROVIDES EXTRA STRENGTH 


Designed for standard duty applica- 
tions, Fafnir’s LAKH pillow blocks 
feature unusually sturdy housings. 
Base and feet are of solid (not 
cored) cast iron, providing extra 
strength in the bolt-hole area. Base and 
bearing seat are smoothly machined. 
The LAKH is built to interchange 
with similar 
units of other 
manufacture, 
often permitting 
cost savings in 
“over-bearinged” 
applications. 


Block 
LAKH 
Pillow 


FAFNIR ISSUES NEW CATALOG 
OF POWER TRANSMISSION UNITS 


Users of ball bearing power trans- 
mission units are invited to send for 
Fafnir’s new catalog of units equipped 
with Fafnir wide inner ring ball bear- 
ings and self-locking collars. Write 
The Fafnir Bearing Company, New 
Britain, Connecticut. 


Bearing Buying Guide 


a — 


A REPORT ON FAFNIR BEARING DEVELOPMENTS AND DISTRIBUTION ACTIVITIES 


GROWING FAMILY OF FLANGETTES 
MEETS DIVERSE DESIGN REQUIREMENTS 


Three-bolt Flangette and newer, two-bolt and triangular Flangettes, with types of bearings avail- 
able. Bearings include RR and RA types (Plya-Seal); LL type (Mechani-Seal), and Tri-Ply-Seal. 


The original Fafnir Flangette, introduced 
little more than a decade ago, offered 
farm machinery makers the first, low-cost 
precision ball bearing “package”. This 
single bearing development led to wide- 
spread adoption of antifriction design in 
farm equipment. Millions of Flangettes 
have now been put into service. 

Today, the Flangette is available in a 
whole family of shapes and sizes, with 
various types of scaled ball bearings. 
Manufacturers not only of farm ma- 
chinery but a variety of other industrial 
machinery requiring ball bearing units 
find Flangettes offer cost-cutting answers 
to diverse space, design, speed, and serv- 
ice requirements. 

Development of the Flangette family 
is a direct result of Fafnir’s teamwork 
approach to the needs of ball bearing 
users, and intimate knowledge of design 


problems. Two bolt and triangular Flang- 
ettes, for example, may be used where 
space would not permit installation of 
circular Flangettes. A choice of ball bear- 
ing seals also broadens Flangette appli- 
cations. Slinger-type Mechani-Seals (LL 
series) provide frictionless protection 
where shaft speeds are high. Contact-type 
Plya-Seals (RA and RR series) are de- 
signed for slow-to-moderate speeds and 
severe conditions. 

Whatever the housing design or ball 
bearing type, however, all Flangettes offer 
the same economical, easy-to-install fea- 
tures... integral seal ball bearing; sturdy, 
self-contained, bolt-on housing; and the 
Fafnir-originated self-locking collar for 
quick, easy, positive bearing installation. 
No shaft shoulders or mounting acces- 
sories are needed, and bearing is self- 
aligning during mounting. 





VACUUM MELT 440C STAINLESS 
STEEL USED IN MINIATURE SERIES 


Fafnir Miniature Ball Bearings 


Use of vacuum melted AISI 440C stain- 
less steel in Fafnir Miniature ball bear- 
ings offers manufacturers of instruments 
and precision mechanisms several impor- 
tant advantages. 

Chief among these is the absence of 
pits and inclusions in bearing balls and 
raceways. This extra-clean steel provides 
a superior finish that results in supersen- 
sitive bearings with low torque values. 

A high carbon, high chromium steel, 
440C is also an ideal material where 
bearings may be exposed to humid or 
mildly corrosive conditions. Fafnir heat 
treating and refrigeration insure dimen- 
sional stability at temperatures ranging 
from —315° to 600°F, 


‘ 





Branch Offices: Atlanta* * Baltimore * Boston (Cambridge) * 
Charlotte* * Chicago* * Cincinnati * Cleveland * Dallas* 
Denver* * Detroit* * Houston ¢ Indianapolis * Kansas City* 
Los Angeles* * Memphis* ¢ Milwaukee * Minneapolis* 
Moline * New Orleans (Metairie) * New York (Woodside)* 
Philadelphia* ¢ Pittsburgh* ¢ Portland, Ore.* © Rochester 
San Francisco (Millbrae)* * Seattle* ‘Includes warehouses 


FAFNIR 


BALL BEARINGS 


MOST COMPLETE LINE IN AMERICA 
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Strikes Slug Economy; 
Expect Quick Pickup 


“The nation’s economic pulse 
slowed perceptibly in the third 
quarter,” says the Federal Re- 
serve Bank of Chicago. 

The bank notes that “impor- 
tant work stoppages” took their 
toll of manufacturing output. 
“Steel was the most important in- 
dustry shut down by the strike,” 
it says, “but most domestic copper 
producers were idle—and, in ad- 
dition, a number of firms in the 
meat packing and glass indus- 
tries were down for varying 
periods.” 

The Chicago Bank points out, 
however, that the “decline in 
total employment was less than 
the drop in steel and the closely 
allied activities in mining and 
transportation. Therefore, strike 
induced declines in employment 
were partly offset by continued 
expansion in the nonindustrial 
sector; employment in _ trade, 
services, and state and local gov- 
ernment rose to new highs.” 


Expect Business Pickup 


An immediate result of the end- 
ing of the steel strike “is likely 
to be a resurgence of activity in 
the industries most affected by 
materials shortages,” it says. And 
the bank’s report indicates that 
rising plant and equipment ex- 
penditures “may continue for 
some time.” 

The bank’s authoritative “Busi- 
ness Conditions” also reports that 
the automobile industry originally 
planned to assemble 1.9 million 
passenger cars in the last quarter. 
This total would surpass last 
year’s fourth quarter by about 
40% and would be close to the 
record period of 1955. 

A big question has arisen, how- 
ever, as to whether the industry 
can carry out its plans in view of 
the lengthy steel strike. It ap- 
pears that most auto manufac- 
turers have already revised their 
fourth quarter estimates down- 
ward to compensate for steel 
shortages. 
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Vincent dePaul Goubeau, vice president—materials for RCA, (1.) received 
the Coonley Medal-for “great service” to standardization—from John R. 
Townsend, president of the ASA (r.). Major General J. B. Medaris, who 
heads Army missile development, spoke at the awards dinner. An article 
on standardization by Mr. Goubeau appears on p. 90. 





Radioisotope Conference 
Scheduled for Detroit 


A conference on the industrial 
uses of radioisotopes will be held 
December 1-2 in Detroit. 

The conference will be spon- 
sored by the Detroit Nuclear 
Council and the Engineering So- 
ciety of Detroit, in cooperation 
with the Atomic Energy Com- 
mission and the Greater Detroit 
Board of Commerce. It is de- 
signed to introduce industry to 
the industrial applications of 
radioisotopes—as well as to in- 
crease awareness of the versa- 
tility of opportunities provided 
by these tools. 

Industry representatives will 
review the economic implications 
of radioisotopes and discuss im- 
provement in production and 
efficiency obtained by their use. 
AEC speakers will cover govern- 
ment programs to encourage ap- 
plications of profitable techniques. 

Additional information is avail- 
able from Harry Richart, Greater 


Detroit Board of Commerce, 320 
West Lafayette St., Detroit 26, 
Mich. 


Urge Use of Containers 
To Cut Freight Costs 


Wider use of containers in 
freight shipments—to cut both 
transportation costs and overall 
marketing expenses—was urged 
at the American Management 
Association’s Conference on Dis- 
tribution Management. 

L. E. Galaspie, president of the 
Associated Traffic Clubs. of 
America, said that transportation 
costs make up from 5% to 20% 
of the final selling price for many 
goods on the market. Mr. Ga- 
laspie, who is also director of 
traffic for Reynolds Metal Com- 
pany, added that another large 
portion of the final price comes 
from handling and _ re-handling 
costs all along the line. 

“These costs could be sizably 
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1 
meter , 
Sandviken 


an instrument 
for measurinc 


SANDVIK 


SPRING STEEL 
QUALITY 


Earns Its Pay By 
PRECISE PERFORMANCE 


Where performance is important, Sandvik spring steel 
quality is well worth its price. Many spring steel users have 
found that Sandvik delivers the exact performance they 
want under their tools and in their products. 

Sandvik’s purity, small lot proc- 
essing and painstaking quality control 
assures your money’s worth in consistent 
quality performance. 

In addition to the wide variety of 
qualities ‘and sizes carried in stock, 

Sandvik has local facilities for custom- 
processing and finishing to your require- 
ments. 


For specific physical properties plus 
accurate flatness, straightness, width, 
gauge and edge finish, specify a Sandvik 
spring steel. 


Send for free brochure on various 
Sandvik cold rolled and hardened and tem- 
pered strip steels. 


SANDVIK STEEL, INC. 


1702 Nevins Road, Fair Lawn, N. J. SWarthmore 7-6200 
—a ¢ N.Y.C. ALgonquin 5-2200 
Cleveland ¢ Detroit * Chicago °* Los Angeles 


SANDVIK CANADIAN LTD. P.O. Drawer 1335, Sta. O. Montreal 9, P. Q. 
Works: Sandviken, Sweden 


SPRING STEEL SPRINGS cakererss 
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trimmed in most cases through 
use of shipping containers which 
reduce the number of units han- 
dled,” he stated. Among the major 
advantages he cited were time 
and labor savings, lower initial 
investment in_ transportation 
equipment, and speeded-up freight 
terminal operations. 

“Other advantages include less 
pilferage, less damage, elimina- 
tion or reduction of costly packag- 
ing and crating charges, quicker 
loading and turn-around time for 
carrier equipment, faster door-to- 
door service for shippers and con- 
signees, simplified paper work, 
and greater flexibility in inter- 
change,” he said. ° 

The traffic executive said that 
modular containers — which can 
be made any length by fastening 
standard units together — are 
under development for inter- 
changeable use in trucking and 
air freight. And with containers, 
“many smaller companies will 
find it possible to continue giving 
individualized service while at 
the same time effecting greater 
economies in transportation 
through being able to ship in 
volume lots.” 


Electronic Advances 
Spur Business Progress 


Advances in communications 
and electronic data processing are 
preparing the way for a major 
business revolution, says Theo- 
dore A. Smith, executive Vice 
president of Radio Corporation of 
America. 

“By using the advances in com- 
munications and the newest de- 
velopments in EDP, business is 
offered the opportunity of im- 
proving its operations to a de- 
gree comparable with the intro- 
duction of power into factories at 
the start of the industrial era,” 
he observes. 

Mr. Smith notes that “business 
has become too complex to man- 
age itself with yesterday’s tools. 
Communication channels inside 
and outside successful companies 
are flooded with the daily ac- 
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tivity of moving data. This flood- 
tide of detailed information often 
prevents top executives from get- 
ting the vital information needed 
to take action when required.” 

He concludes “American busi- 
ness has come to—or is coming to 
—the view that clerical opera- 
tions require expert personnel 
skilled in modern methods just as 
plant operations require specially 
trained personnel. New scientific 
advances .. . hold the promise of 
freeing business from the bonds 
of paperwork and offering new 
opportunities of growth and prof- 
it for American business.” 


Expert Cites Importance 
Of Sound Profit Margin 


Too many American manufac- 
turers have been “trapped into 
an impression of success because 
their firms are handling an ex- 
panded volume when their profits 
are actually shrinking each 
month.” 

This view was expressed by 
Richard M. Volpe, vice president 
of Commercial Factors Corpora- 
tion. He says “volume means very 
little if a reasonably sound profit 
margin is not maintained.” 

The vice president notes that 
“in many cases, the profits are 
frittered away when companies 
attempt to accomplish themselves 
what best can be performed by 
an outside specialist.” He cited 
the furniture industry as a prime 
example of companies recording 
growing sales volume with di- 
minishing profit. 


Micarta Fabricators’ 
Association Formed 


A new association—made up of 
17 major fabricators of industrial 
parts from high-pressure thermo- 
setting laminates — has been 
formed. 

The name of the group is the 
Micarta Fabricators’ Association. 
The association will have avail- 
able to it the engineering, re- 
search, manufacturing, and mar- 
keting counsel of Westinghouse 

For More Information Write No. 172 
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ONE ORDER, ONE SOURCE 


every fastener need 


How to maintain 
working-level 
inventories 


Storing extra stocks of fasteners 
is expensive and space consum- 
ing. Screw and Bolt Corpora- 
tion makes it possible for you 
to end inefficient, costly over- 
buying and maintain properly 
balanced inventories. Nation- 
ally situated plants, distribu- 
tors and warehouses stand ready 
to supply you from existing 
stocks, when you need them. 
If it’s specials you want, our 
experienced designers can 
quickly come up with the an- 
swer. Remember, only one 
order from this one source can 
fill your every fastener re- 
quirement. MA 477 


SCREW AND BOLT CORPORATION 
OF AMERICA icsiich30'ro | emu, 


yO 
Formerly ; La < = : = 
Pittsburgh Screw and Bolt . Be 
Corporation . Sy 


Most Complete tine of Industrial Faste 





DUTY MASTER 


a brand new a-c. motor 


Product of Reliance Electric and Engineering Company and its Master Electric Division, 
Duty Master’s new design gives users better protection from the inside out, simplified lubri- 
cation, better response and improved all around performance. The Duty Master line, from 
protected open, to totally enclosed, explosion-proof, 1 to 250 hp., is ready for delivery NOW. 





Duty Master’s insulation, by means of a series of multiple dips and bakes in thermosetting 
varnish plus final protection in finishing enamel, makes it resistant to water, acid, dirt and 
other contaminating elements . . . adds years to motor life. 


**Metermatic” lubrication regulates flow of grease to the bearing—provides automatic grease 
‘relief. No danger of over-or under-lubrication . . . no maintenance headaches. 


Duty Master’s low inertia rotor has faster response in starting, stopping and reversing. This, 
plus better ventilation and increased accelerating torques, permits frequent starts and stops 
without over-heating. 


Duty Master’s new design proves conclusively that all a-c. motors are not alike... that this 
new motor gives users the best value in industry today. 


Call your Reliance Sales Engineer or distributor—listed in the Yellow Pages—for the come 
plete story, or write for Bulletin No. B-2106, Reliance Electric and Engineering Company, 
24701 Euclid Avenue, Cleveland 17, Ohio. B-1636 


LIANCE tncintreine to. 

RE EERING €O. 

DEPT. 2511A CLEVELAND 17, OHIO Gui 
CANADIAN DIVISION: TORONTO, ONTARIO 


Sales Offices and Distributors in Principal Cities 
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Electric Corporation’s Micarta di- 
vision. 

The first major project to be 
undertaken by the association 
will be an intensive training pro- 
gram covering fabricating meth- 
ods, product engineering, and 
manufacturing operations. Pur- 
pose of this program is to aid 
fabricators in reducing costs and 
improving quality. 


New Business Formations 
Set September Record 


The number of new business 
incorporations in September rose 
to the highest level for any Sep- 
tember on record, says Dun & 
Bradstreet. 

The U.S. monthly total, ex- 
cluding Hawaii, was 14,592—up 
1.8% from the previous month 
and 12.8% greater than the previ- 
ous September record set in 1958. 
For the first three quarters of 
1959, new incorporations totaled 
148,483—compared to 108,099 last 
year. A major reason for this 
sharp increase, reports D&B, was 
the approval by Congress at the 
end of last year of the Technical 
Amendments Act. This law pro- 
vides tax advantages for small 
corporations and _ encouraged 
many small proprietorships and 
partnerships to incorporate. 


Business Forms Inst. 
Holds Seminar in N.Y. 


A two-day production seminar 
—attended by more than 80 peo- 
ple—was conducted recently in 
New York by the Business Forms 
Institute. 

Over 20 talks on a wide variety 
of subjects were given at the 
seminar by industry specialists. 
Among the subjects covered were 
methods engineering, application 
of adhesives to business forms, 
magnetic ink, developments in 
type-setting, production planning, 
and waste control. 

Among the companies repre- 
sented were Moore’ Business 
Forms, Inc.; Baltimore Business 
Forms Company; Philip Hano 
Company, Inc.; and Braden-Sut- 
phin Ink Co. 
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e for storage or process’ e lined or unlined 

Whether the tanks, bins and hoppers you need are 

tiny or titanic... Kirk & Blum has the “know-how” and the 
facilities to fabricate them to your exact specifications. 


Plant facilities will accommodate sheet, plate and structural 
to Y2” thicknesses. Overhead crane capacity to 25 tons 
handles the big jobs easily. 


Kirk & Blum craftsmen have more than 50 years experience in 
mild steel, stainless, aluminum and other alloys. 


Be sure to send your prints to Kirk & Blum 
for prompt quotation. 


+5) 0) “Sern 


The Kirk & Blum 

Manufacturing Co. 
3125 Forrer Street 
Cincinnati 9, Ohio 
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IT PAYS TO STANDARDIZE ON STANSCREW 





17 different Stanscrew fasteners 
used in Chicago Tramrail’s Trak-Rak 


“In constructing our complete line of cranes we 
make no compromise with the most rigid re- 
quirements of safety,” says S. W. Fountain, 
Vice-President, Chicago Tramrail Corporation. 
“Therefore, reliability is our principle reason for 
standardizing on quality components such as 
Stanscrew fasteners.” 


“But Stanscrew gives us more than fast ser- 
vice and reliable products. Their broad line of 
over 5,000 fasteners offers a wide selection. . . 


and their fastener specialists and engineers are - 


always ready to assist our design department in 
determining the strongest, safest, most econom- 


tilde 





ical fastener for every application. For example, 
in our Trak-Rak stacking crane above, 17 dif- 
ferent Stanscrew fasteners are used .. . each 
selected after careful study for the precise job 
it has to fill.” 


Like Chicago Tramrail, many other industrial 
leaders have learned it pays to capitalize on 
Stanscrew’s backlog of over 80 years of fastener 
experience. To use this accumulated knowledge 
in solving your particular fastener problem, just 
call your Stanscrew distributor. He will quickly 
arrange for a visit from your Stanscrew fas- 
tener specialist. 


STANSCREW FASTENERS 





VuUVYV 


STANDARD SCREW COMPANY 


CHICAGO | THE CHICAGO SCREW COMPANY, BELLWOOD, ILLINOIS 
HMS | HARTFORD MACHINE SCREW COMPANY, HARTFORD , CONNECTICUT 
WESTERN | THE WESTERN AUTOMATIC MACHINE SCREW COMPANY, ELYRIA, OHIO 


2701 Washington Boulevard, Bellwood, Illinois 
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Cross-Knit;-a ‘wonder soft, 


te 


% ene ‘absorbent towel, and a 


__, tittle things affect peoples’ 
attitude toward you’’ 


Green Bay, Wisconsin 
America’s most complete line of paper towels, tissues and napkins 





lfobilplex 


The Multi-Service Grease with unique 
Calcium EP Complex. Never before in a single 


lubricant such a wide range of use...such 
a margin of superiority...such a potential 


for maintenance savings! 


Outstanding resistance to the washing action of water, emul- 
sions, caustics and acids is one of the many important 
properties of Mobil’s new multi-service grease— Mobilplex 
EP. In your manufacturing plant, you’ll find it protects 
bearings exposed to these contaminants. Mobilplex also 
resists heat in the range of 300 F and offers extra protec- 
tion against wear under heavy loads and corrosion. It is a 
singularly tenacious and adhesive lubricant. 


This multi-service grease has outstanding oxidation re- 
sistance as well as excellent structural and storage stabil- 
plus the great versatility of Mobil- 
make it useful throughout the plant. 


ity. These qualities 
plex EP 


Plant operators in every section of the country are finding 
Mobilplex EP extremely effective in extending bearing life 
and protecting production schedules. In addition, they’re 
saving more than with ordinary multi-purpose greases be- 
cause Mobilplex EP makes it possible to reduce applica- 
tion frequency, simplify storage and handling procedures. 


Contact your Mobil representative for full details. He can 
show you results of laboratory performance tests of Mobil- 
plex EP and five leading competitive extreme-pressure 
greases. You'll see why Mobilplex EP is rated tops. 


MULTI-SERVICE ABILITY OF MOBILPLEX EP 


ANTI-FRICTION BEARINGS (horizontal and 
vertical). Temperatures in the range of 300 F. 
Heavy or shock loads. Water contamination. Speeds— 
low, normal, high. 


PLAIN BEARINGS jesé All normal mechanical and 
operatir.z conditions. Temperatures in the range of 
300 F. Waterwash. Heavy or shock loads. 


DISPENSING AND APPLICATION DEVICES 
Transfer pumps. Hand and power guns (dong lines). 
Central greasing systems. 


Proved Petroleum Products... Available with a Mobil Program of Correct Lubrication 
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Left: Bearings packed with Mobilplex EP 
are unaffected by the direct washing action 
of water .. . rust and wear are avoided. 


Below: Bearing surfaces subjected to the 
washing action of soluble oil emulsions, 
like the slides of this multi-spindle auto- 
matic, require less maintenance with Mo- 
bilpiex EP. 
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RBM Relays 


Low cost, high quality relays: 
general purpose, open and 
hermetically sealed, motor start- 
ing, AC industrial contactors and 
starters for Communications, Elec- 
tronic and Appliance Industries. 


R-B-M Controls Div., Logansport, Ind. 


® 
SX Wire and Cable 


A complete line of appliance 
wiring material, radio, televi- 
sion and electronic hook-up wire, 
200°C high temperature Sil-X 
wire, automotive wires and 
cables, and flexible cords. 


Wire and Cable Div., Fort Wayne, Ind. 





fe). 


Coiled Cords, Cord Sets 


Plastic and rubber power supply 
cords. Terminations of all types 
(molded plastic and rubber). 
Complete line of Coiled Cords in 
HPN, Type SP and Types SV, SJ; 
covering full appliance range. 


Cords Limited Div., DeKalb, Winois 


Across the board —Essex Single Source 
Service pays off! It’s a sensible approach 
to reduction of finished product costs. 
Close quality control is reflected in ab- 
sence of reject problems and tight pro- 
duction schedules are maintained as a 
result of dependable Essex delivery of 
integrated electrical components. 

Learn how Essex Single Source Ser- 
vice can work to your advantage. Call 
your local Essex application specialist 
today for details on this practical com- 
ponent purchasing plan! 


ESSEX WIRE CORPORATION 
Fort Wayne, Indiana 


For More Information about ad on facing 
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Vesti. 39 6 "| S \f Back of every ILLINOIS gear is a 
\ \/ \e =A al a My 4 - tradition of dependability and 
oo Wy superiority . . . a tradition that has 
awe: . Pe = % become the priceless ingredient in the 


- Fg ; minds of men who specify, 
ae buy and use gears. 
Wherever gears are used .. . the name 
ILLINOIS GEAR has become 


symbolic of a reputation ...a 
ZEA matchless reputation that is known 
gee “ o. 


f ' << = throughout industry and 
: Nk. Sed demonstrated by performance in 
all parts of the world. 


If you are not now using or 
= specifying ILLINOIS GEARS we 
; invite you to profit from this 
background of quality and 
performance that has established a 
new concept in gear making. 


~~, 


| aus Satie ws. one gear or 10,000 " aia 
ILLINOIS GEAR & MACHINE COMPANY 


























Leng Gietence ic GQLE SMDT =f snuis sntance 00h as ae 
direct to your best buys everywhere Here are some examples: 


Detroit to Pittsburgh 
Where’s the lowest price? The highest quality? The Buffalo to Washington, D.C. ........ 


most economical quantity? a a 
A reach for the telephone can lead you directly to the Memphis to Chicago 
answers. Long Distance saves time, money and headaches, p ' ibis 
keeps you abreast of fluctuating market conditions. me. Faw to Coovenn 


9 ‘ These are day rates, Station-to--Station, for the first 
To buy better and faster, you’re wise to rely on the three minutes. Add the 10% federal excise tax. 


speed and ease of Long Distance. 


BELL TELEPHONE SYSTEM 
Long Distance pays off! Use it now... for all it’s worth! 
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Metallurgical Memo from General Electric 


How G-E Man-Made Diamonds 
perform where it counts: in the plant 


Grinding wheel users report on actual 
production results with Man-Made diamonds. 
Findings: substantial savings in every case! 


General Electric Man-Made industrial diamonds— 
through actual customer “in-plant” comparisons are 
saving thousands of dollars in diamond grinding wheels. 
Here’s proof: 


A saw manufacturer using 334” x 114” x 114" flaring cup 
wheels to sharpen carbide saws. Wet grinding with 120 
grit, 100 concentration, resinoid bonded wheels. The 
natural diamond wheel removed only 9 cubic inches of 
carbide. The G-E Man-Made diamond wheel removed 
34.8 cubic inches of carbide—a superiority of Man-Made 
over natural of 290%! 


An automobile manufacturer’s results on tool and cutter 
sharpening with 5” x 134” x 114” flaring cup wheels. Dry 
grinding with 100 grit, 100 concentration, resinoid bonded 
wheels. The natural diamond wheel sharpened 696 
cutters. The Man-Made diamond wheel sharpened 1217 

















cutters and still had one-third of the wheel left—a mea- 
sured superiority of 162% in favor of G-E Man-Made 
industrial diamonds. 


A carbide manufacturer using 16” x 2” x 12” wheels 
for cylindrical grinding. Wet grinding with 120 grit, 100 
concentration, vitrified bonded wheels. Natural. diamond 
wheel removed 928 cubic inches of carbide . . . Man- 
Made diamond wheel removed 1510 cubic inches. G-E 
Man-Made diamond superiority of 63%! 

















These examples, with results typical of those found in 
many other applications, emphasize the superiority of 
General Electric Man-Made industrial diamonds. Regard- 
less of the wheel type, G-E Man-Made diamonds are 
saving diamond wheel users valuable production dollars 
today because wheels using Man-Made diamonds last 
longer. Specify G-E Man-Made diamonds when you 
order diamond wheels and prove in your own plant the 
savings possible on grinding and cutting costs. 

Want more information? Write: Metallurgical Products 
Department of General Electric Company, 11143 E. 8 
Mile Road, Detroit 32, Michigan. 


METALLURGICAL PRODUCTS DEPARTMENT 


GENERAL QQ ELECTRIC 


CARBOLOY® CEMENTED CARBIDES * MAN-MADE DIAMONDS «© MAGNETIC MATERIALS © THERMISTORS © THYRITE® * VACUUM-MELTED ALLOYS 


For More Information Write No. 181 on Inquiry Card—Page 32 


NOVEMBER 9, 1959 


39 





SPS RELIABILITY 


A dynamic standard of predictable performance 


The big change is in the threads 


( 
_. i \W 


Extra strength for screw-fastened assemblies. New UNBRAKO Hi-Life thread form developed by SPS research 
features smoothly radiused contour, with more metal at root. New profile virtually doubles fatigue life, 
adds tensile strength. Hi-Life screws fit standard tapped holes, cost no more than former UNBRAKOs. 


New thread form on Unsrako Hi-Life cap screws in- 
creases fatigue life up to 100% . . . gives your product 
added reliability at no extra cost. 


For years the conventional thread root form 
for socket screws has been a truncated V 
with flat root. In the new UNBRAKO Hic-Life 
screws this is changed, the root being 
smoothly radiused from flank to flank. The 
result? A major reduction in stress concen- 
trations at this critical point. 


In terms of fastener performance, tests show 

the new UNBRAKO Hi-Life socket head cap 

screw gives you up to 100% more fatigue 
life than flat root screws. And you also get a bonus in tensile 
strength, because UNBRAKO Hi-Life has more metal at its 
minimum cross section. Both benefits are achieved without 
effect on gaging or ease of engagement. 


New Hi-Life UNBRAKOs give your product added insurance 
against failures caused by dynamic stresses—particularly under 
field conditions where screws may not always be seated or 
tightened properly. And on the assembly line, their greater 
tensile strength permits higher preloading, which lengthens 
fastener fatigue life. 


Your authorized SPS distributor has new UNBRAKO Hi-Life 
socket screws in stock now in sizes #4 through 1% inch. See 
him for details, or write SPS—manufacturer of precision 
threaded industrial fasteners and allied products in many 
metals, including titanium. Request new Bulletin 2577. 





TENSION-TENSION FATIGUE TESTS 


Y% -20 Socket Head Cap Screws 


Testing Speed: 1050 CPM Average Fatigue Cycle Life 





Alternating Stress (psi) Old Thread Root Form UNBRAKO Hi-Life Thread 





7,000 to 70,000 22,900 40,000 
5,000 to 50,000 56,650 89,950 
4,000 to 40,000 120,700 232,350 
3,000 to 30,000 598,000 1,808,000 
2,000 to 20,000 2,076,000 8,000,000* 
*Test stopped—no failure 





Tests run on %-20 Hi-Life socket head cap screws show an increase of 
up to 100% in fatigue life over old-style screws with flat root. Radiused 
root of UNBRAKO Hi-Life thread reduces stress concentration at point 
‘where majority of fatigue breaks occur. 


INDUSTRIAL FASTENER Division 


JENKINTOWN 31, PENNSY&tVANIA 
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PROMPT DELIVERY FROM STOCK 


of your metal or hydraulic hose needs 





Your local FLEXONICS distributor carries a complete stock of metal 
hose including corrugated and interlocked, 3/16” to 24” I. D., in steel, 
brass, bronze, stainless steel. Synthetic 
and Teflon* with pressed-on or field 
attachable couplings. 

Your FLEXONICS distributor is an 
industrial hose specialist . . . depend on 
his ability to serve quickly and to your 
complete satisfaction. 


FLEXON ve le 
Contact your local 

distributor for new 

Flexonics Metal 

Hose Design Guide, 

or write the factory. 


'#-3058 


Local swaging and brazing facilities assure speedy service 


Contact your local 
FLEXONICS DISTRIBUTOR 
for your metal and hydraulic hose needs 


Akron, Ohio 
Mau Sherwood Supply 
. Gill Co. 


Albany, N.Y. 
Sager-Spuck Supply 
Amarillo, Texas 
Radcliff Supply Co 
Atlanta, ee 
Flexible Metal H: 
Baton Rouoe, t _ 
Capi tol Ri Co. 


Alab. 


Long fom. -* canes 
res 

em a _ = 

Peerless Supply Co. 

Los Angeles, California 

FD. ield Co. 


L.A. Flexible Metal Hose 
Louisville, Kentucky 
Neill Lavietle Supply 
McKees Doak Pa. 
Speck ag i Co. 





Owen -Richards Co. 
Brooklyn, N. Y. 
Industrial Utilities 
Brunswick, Ga. 
Parker, Helmes & Langston 
Buffalo, N. Y. 
Buffalo Rubber Co. 
Creighton Industries 
Cambridge, Mass. 
Greene Rubber Co. 
Cedar Rapids, lowa 
Globe Machinery & Supply 
Charleston, W. Virginia 
Industrial Rubber Products 
Chester, Pa. 
John Bridge Sons Co. 
Chicago, Mlinois 
Dearborn Rubber Corp. 
Wainor Corp. 
Cincinnati, Ohio 
White Industrial Sales 
Clarksburg, W. Va. 
Compton, Inc. 
Cleveland, Ohio 

u Sherwood Supply 
Midwestern Rubber Co. 
Dallas, Texas 
Airsco Rubber Products 
Dayton, Ohio 
Sterling Rubber Products 
Davenport, iowa 

Machinery & Supply 

Peten. Michigan 
F. B. Wright 
Des Moines, lowa 
Globe 
Great Lakes Rubber C 
Yale Rubber Co. 
Duluth, Minnesota 
W. P. & R.S. Mars Co. 
Decatur, Illinois 
Midstate Machinery Co. 
Denver, Colorado 
Plant Equipment Co. 
Elizabeth, New Jersey 
Industrial Rubber Co. 
Fitchburg, Mass. 
Hope Rubber Co., Inc 
Flint, Michigan 
Grandsen-Hall & Co. 
Garfield, New Jersey 
Power Packing Co. 
Grand Rapids, Mich. 
Industrial Service 
Great Bend, Kansas 
Scheufler Supply Co 
Green Bay, Wisconsin 
Van's Supply & Equipment 
Greensboro, N.C. 
Southern Rubber Co. 
Hammond, Indiana 
Motor & Axle Parts 
Hartford, Connecticut 
Faxon Engineering Co 
Hope Rubber Co. 
Holyoke, Connecticut 
Hope Rubber Co., inc 
Houston, Texas 
Metal Hose & Specialties 
Indianapolis, Indiana 
Central Rubber & Supply 
Jacksonville, Florida 
Holley-Edwards Sales 
Parker, Helmes & Langston 


Goats Micsiacioni 


LE. Cieertn C Co. 

Miami, Florida 

Harry P. Leu, Inc. 

Milwaukee, 1 

Acme-Machell Co., 

etencenetie, men. 
W. S. Nott Co. 


ebte. Aehome 
1d Johnson, 


Ine 
Shes Gasket & Rubber 
Muscle Shoals, Ala. 
Owen-Richards Co 
Muskegon, Michigan 
Muskegon Hdwe, & Supply 
New Orleans, Georgia 
Guilt Belting & Gasket 
Oklahoma City, Okla. 
Mideke Supply Co 
Omaha, Nebraska 
Midco Supply Co. 
Orlando, Florida 
Harry P. Lew, inc 
Paducah, Kentucky 
Henry A. Petter Supply 
Pampa, Texas 

Radcliff Supply Co. 
Philadelphia, Pa. 
Airline Equipment Co 
Briggs Rubber Products 
John Bridge Sons Co 
Phoenix, Arizona 
Regan Manufacturing 
Pittsburgh, Pa. 
Goodall Rubber Co. 
Gooding Rubber Co 
Lambert Jones Rubber 
Portland, Oregon 
Alaskan Copper & Brass 
Providence, R. 1. 
Rhode Island Products 
Richmond, Virginia 
Richmond Rubber Co. 
Rochester, New York 
Chamberlin Rubber Co 
Sacramento, California 
Sacramento Rubber 
Saginaw, oy 
Beckley 4 
Grandsen-Hall & 

Reichle Supply = 

Salt Lake City, Utah 
Capitol City Steel Co 

San Francisco, Calif. 
Industrial Hose Supply 
Seattle, Washington 
Alaskan Copper & Brass 
Pacific Fishing & Trading 
Shreveport, Louisiana 
Peerless Co. 
South Bend, Indiana 
Power Transmission Co. 
St. Louis, Missouri 
Flexible Metal Hose Co 
Syracuse, New York 
Burns Piping Supply 
Terre Haute, Indiana 
Midwest Gear & Supply 
Toledo, Ohio 

Bigelow Gibson Co 
Trenton, New Jersey 
Wiley-riughes Supply Co 
Tulsa, Oklahoma 
Frank Wheatley Co 
Warren, Michigan 
Charles Strelinger Co. 





Dilworth of Mississippi 


Kalamazoo, Mich. 
Robert M. Sorlie Co 


Kansas City, Missouri 
Mid-States Supply Co 


*oUrONT TRADE MARE 


Watert , Mass. 
Hope Rubber Co 
Williamsport, Pa. 

E. Keeler Co. 
Wilmington, Delaware 
Briggs Rubber Products 
Worcester, Mass. 
Brierly, Lombard Co 


INDUSTRIAL HOSE 


FLEXONICS CORPORATION - 1316 SOUTH THIRD AVENUE - MAYWOOD, ILLINOIS 


Divisions 
meel tel. ile’, A] 


ENGINEERING 
TODAY 


INDUSTRIAL HOSE - EXPANSION JOINT + BELLOWS - AERONAUTICAL - AUTOMOTIVE 
Flexonics Research Laboratories, Elgin, illinois 


in Canada: Flexonics Corporation of Canada, Limited, Brampton, Ontario 


For More Information Write No. 183 on Inquiry Card—Page 32 
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a4 
Torrington makes the right anti-friction bearing 
for every basic need! 


The need may be for a small-section Drawn Cup Roller Bearing to be lubricated once for a long life at 
high speed. Or for a self-aligning Spherical Roller Bearing to roll up 190 tons of spillway gate under the 
crushing pressure of water. 

Between these two examples lie all kinds of requirements. To meet the broad range of needs, Torrington 
makes every basic type of anti-friction bearing. 

Torrington’s broad range of experience can be invaluable in helping you engineer your anti-friction 
applications. You can rely on your Torrington representative for completely objective recommendations in 
applying the right bearing to your equipment. The Torrington Company, Torrington, Conn.—and South 
Bend 21, Ind. 


TORRINGTON BEARINGS 


District Offices and Distributors in Principal Cities of United States and Canada 


NEEDLE + SPHERICAL ROLLER + TAPERED ROLLER + CYLINDRICAL ROLLER + BALL + NEEDLE ROLLERS + THRUST 


For More Information Write No. 184 on Inquiry Card—Page 32 
42 PuRCHASING 





NO 
"IFS" 

OR 
“BUTS”! 


OLIN 
ALUMINUM 
SHEET 

is precisely 
right for you 


Expect something extra in aluminum sheet quality when you order from 
Olin Aluminum. Expect—and get— material synchronized with your needs, 
at the mill level. 

That’s because Olin Aluminum maintains one of the most exhaustively 
detailed and scrupulously followed Customer Requirement Records in 
the industry—a goldmine of facts and figures about your operation. 

This means that the metal you get has been produced to your specifica- 
tions .. . has been inspected to your standards . . . reaches you in the 
bulks and sizes you handle best. 

For dependable deliveries of flat or coiled sheet, for advice on aluminum 
product design, for information about the best and most economical alloy 
for you—rely on the nearby Olin Aluminum representative or distributor. 


QLIN 


O ® 


A OLIN MATHIESON +,METALS DIVISION + 400 PARK AVENUE 


SEE EOWARD R. MURROW ON "SMALL WORL — EVERY SUNDAY EVENING, CBS-TY 


NOVEMBER 9, 1959 


* NEW YORK 22, N. Y. 


For More Information Write No. 185 on Inquiry Card—Page 32 





information For Your Catalog Files 





CARTRIDGE FUSES 


Bulletin 1330 covers dual-element cartridge fuses. 
The twelve-page catalog includes a table de- 
scribing which fuses are needed for specific mo- 
tor protection applications. The 844” x 11” two- 
color bulletin also has catalog numbers, ratings, 
lengths, diameter and blade capacity, and weights. 

Federal Pacific Electric Co. 


Write No. 1 on Inquiry Card—Page 32 


FASTENERS 


A catalog on self-locking fasteners and nylon flip 
grommets. The 20-page bulletin contains photo- 
graphs, drawings, and weight and strength data. 


Western Sky Industries 
Write No. 2 on Inquiry Card—Page 32 


GAS WELDING 


A 40-page bulletin on gas welding, cutting, and 
allied equipment. The 844” x 11” four-color book- 
let has equipment pictures and descriptions. 
Charts, technical data, and capacity curves are 
included, 


Smith Welding Equipment Corp. 
Write No. 3 on Inquiry Card—Page 32 


GRINDERS 


A four-page catalog describing production grind- 
ers. Bulletin RP-59 illustrates important features, 
and includes sketches and condensed specifica- 
tions. 


Landis Tool Company 
Write No. 4 on Inquiry Card—Page 32 


HYDRAULIC SHEARS 


Catalog No. 2030-A describes hydraulic shears 
with pivoted-blade action. The illustrated booklet 
provides construction details and specifications for 
shears that cut metal in lengths to 30 feet and 
thicknesses to two inches. 


Cleveland Crane & Engineering Co. 
Write No. 5 on Inquiry Card—Page 32 


INDUSTRIAL FABRICS 


A 32-page reference handbook on_ industrial 
fabrics. Gives properties, construction, applica- 
tions, and performance data. 


United Merchants and Manufacturers 
Write No. 6 on Inquiry Card—Page 32 


INDUSTRIAL TRUCKS 
A six-page bulletin on industrial trucks. Describes 
and illustrates rider-type electric and gasoline 
powered fork trucks, as well as L.P. and diesel- 
operated platform and crane trucks. 


Otis Elevator Company 
Write No. 7 on Inquiry Card—Page 32 


OPTICAL EQUIPMENT 


A 25-page illustrated catalog on optical tooling 
and industrial alignment equipment. Includes jig 
transits, alignment telescopes, collimators, lamp 
housings, and micrometers. 


Keuffel & Esser Co. 
Write No. 8 on Inquiry Card—Page 32 


POWER CONTROL UNITS 


Bulletin S-1075 describes power control units 
using magnetic gating amplifiers to drive silicon 
controlled rectifiers. The eight-page color bro- 
chure describes five different control system types. 
Also has applications, illustrations, and unit 
schematics. 


Magnetic Amplifiers, Inc. 
Write No. 9 on Inquiry Card—Page 32 


PRESS BRAKES 
A 16-page catalog describing hydraulic press 
brakes. Gives specifications on models ranging in 
capacity from 150 tons to 1800 tons. Also contains 
design details and photographs of typical models. 


Verson Allsteel Press Co. 
Write No. 10 on Inquiry Card—Page 32 


RIVET SETTERS 


A bulletin covering single and multiple rivet set- 
ters. Describes how the air powered and air cush- 
ioned setters operate. 


Chicago Rivet & Machine Co. 
Write No. 11 on Inquiry Card—Page 32 


SOCKET SCREW PRODUCTS 


Form 2338 describes standard socket screw prod- 
ucts. Covers socket head cap screws, set screws, 
button heads, flat heads, and shoulder screws. 
Configurations, sizes, materials, design features, 
and proper installation are charted for reference 
and comparison. Includes photographs, line draw- 
ings, cutaway views, and microphotographs. 


Standard Pressed Steel Co. 


Write No. 12 on Inquiry Card—Page 32 


For More Information about ad on following 
page Write No. 186 on Inquiry Card—Page 32> 
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electrical 
distributor's 
inventories 
look like 
this 





»-:-SO your 
inventories 
can look like 
this! 


To cut inventory costs, make Youngstown’s Electrical Dis- 
tributor your local source for all rigid steel Conduit and 
E.M.T. requirements. Make full use of his complete local 
stocks, fast delivery service. His one-source service simplifies 
your purchasing and bookkeeping, too. You’ll find him an 
efficient, time-saving, partner-in-production. 











| 


THE 


YOUNGSTOWN 


SHEET AND TUBE COMPANY 
Youngstown, Ohio 


Manufacturers of Carbon, Alloy and Yoloy Steel 











Catalog Files 





Fairbanks 5 Cost-Cutters For Your 
Light, Bulky Materials Handling Jobs 


rugged construction and smoother operation 
take the load off your mind... 





7 


9215-S General Purpose Truck — more 
widely regarded as a necessary tool in 
shipping rooms, stores, warehouses, pas- 
senger baggage terminals and with trans- 
fer and express companies — for use on 
delivery trucks—where it is unsurpassed 
for handling small lot merchandise in- 
cluding round objects. Steel framed 
construction. 








| 
i 


BE Re ROM NI RTE TTI SCRA: Pa 


YOURS ON REQUEST: Fairbanks Truck Catalog, complete with 





A-1448 Utility Truck— very popular in 
stores, offices, institutions, shipping 
rooms and factories for carrying small 
lot merchandise and widely used in bot- 
tling and beverage plants and on bever- 
age delivery trucks for moving case lots. 
All steel welded construction, fitted with 
stair climber. 


SR ORO 








Lift Jack Platform Trucks — perfect an- 
swers for minimum cost temporary stor- 
age of raw material, parts, semi-finished 
goods or finished pieces. Jack handle has 
no moving parts — engages and disen- 
gages semi-live skid simply and quickly. 
One jack handle sufficient for a number 
of platforms. 











“Bantamweight” Platform Trucks — out- 
standing values for lightweight materials 
handling from low initial cost through 
minimum operating expense. Readily 
adaptable to continuous conveyor sys- 
tems.’Light and strong construction, very 
mobile on Fairbanks “Lockweld” Double 
Ball Race Swivel Casters and matching 
rigid casters. 


OMOEA EINE SEIN INET 9 AS ITER IEEE 8 ERO STORENG iedauanial 


serosa NN OE SAR CT 


T-1114 Dollies — providing greatest ma- 
neuverability for bulky merchandise on 
Fairbanks “Lockweld” Steel Double Ball 
Race Swivel Casters. Very popular trucks 
with furniture movers, storage ware- 
housemen and truckers. 








illustrations and specifications describing Fairbanks Trucks. 


THE eliaelela) 4: COMPANY 


393 LAFAYETTE STREET, NEW YORK 3, NEW YORK 


For More Information Write No. 187 on Inquiry Card—Page 32 








SPEED REDUCERS 
Catalog 3805 covers single-reduc- 
tion worm gear speed reducers. The 
32-page illustrated bulletin de- 
scribes four types. Includes advan- 
tages, standard specifications, selec- 
tion examples, horsepower and 
torque ratings, and dimensions. 
De Laval Steam Turbine Co. 


Write No. 13 on Inquiry Card—Page 32 


STEEL TUBING 

A two-color, four-page, 84%” x 
11” bulletin on steel tubing. Dis- 
cusses applications to replace 
screwed or welded piping. 


Standard Tube Company 
Write No. 14 on Inquiry Card—Page 32 


TRANSFORMERS 

Bulletin GEA-6984 describes, a 
full line of transformers. The 12- 
page catalog gives construction fea- 
tures and application data for 
medium, open and sealed dry-type, 
and distribution equipment trans- 
formers. 


General Electric Company 
Write No. 15 on Inquiry Card—Page 32 


VALVES AND FITTINGS 

Catalog No. 759 gives dimensional 
data and type drawings for stainless 
steel taper seal valves and fittings. 
The 12-page bulletin describes spe- 
cific applications, and includes cata- 
log numbers, envelope dimensions, 
and applicable tubing sizes. 


High Pressure Equipment Co., Inc. 
Write No. 16 on Inquiry Card—Page 32 


VIBRATION MOUNTS 

A brochure covering a line of 
vibration isolation and _ acoustics 
control. Engineering details, per- 
formance data, and installation in- 
formation are described and illus- 
trated with diagrams and tables. 


Rexon Mount 
Write No. 17 on Inquiry Card—Page 32 
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National Lock Company 
delivers the goods to 
101 different industries 











pit iF | te. pe leant 











At left is shown one department 








in National Lock Company's huge 
new fastener plant, providing a 
total of 14 acres of manufacturing 
space. ® Here, screws and bolts 
of every conceivable standard 





type, size and specification are 





made for use in a wide variety 
of products. Here, following 
their development by a large 





group of skilled fastener engineers, 
special purpose screws and bolts 
for specific requirements are 





also produced. @ In many cases, 
shipments each day are geared to 





the daily requirements of National 





Lock customers. ® Through the 
years NATIONAL LOCK 
COMPANY has proved to be a 


dependable, capable supplier 


itt 








Mgt 


f 


to American industry. 


5 Ay 
f. 
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® FASTENERS 


— 


® PLASTicS 


Yili \ 


@ THERMO PLASTICS 





LEro 


®@ CABINET HARDWARE 
@ REFRIGERATOR HARDWARE 
® RANGE HARDWARE 


~ 
~ 


@®LOCKSETS AND LOCKS 
@ BUILDERS HARDWARE 


f 


"All from 1 Source” 


 y\ 





NATIONAL LOCK 
COMPANY 


ROCKFORD, ILLINOIS 


For More Information Write No. 188 on Inquiry Card—Page 32 
NoveMBER 9, 1959 
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Pins 


helps to make 


IL ALC EES nics. 


GU 'TL's 


Mighty Mack Trucks...and the Morse cutting tools used to make them... are 
equally famous for guts. Mack on the road. Morse on the production line. Proof once 
again that to build the best you must build with the best. 

Sound economics? Sure. Longer lasting more efficient tools invariably produce long- 
run economy. 

Why not prove it to yourself. Your Morse-Franchised Distributor will gladly demon- 
strate to you the practical economics of buying the best in cutting tools... Morse, 
of course. Call him in today. 


P.S.If you want to get the most out of the best twist drills made today, take a look 
at the Morse Production Drill Point Grinder. It outpoints all other machines. Write 
for new illustrated bulletin. 


Aa tacte Aeteetnn  eted 


ss 
“TNMs MORSE 








o// Morse curtine roots 


MORSE TWIST DRILL & MACHINE COMPANY 
NEW BEDFORD, MASSACHUSETTS 


WAREHOUSES IN NEW YORK, CHICAGO, DETROIT, DALLAS, SAN FRAN 
A Division of VAN NORMAN INDUSTRIES, INC | wane | 


MORSE means “THE MOST" in Cutting Tools GP22s 


For More Information Write No. 189 on Inquiry Card—Page 32 
NOVEMBER 9, 1959 49 














OVER 5 TIMES 
THE RATE 


ar 45% tess cosr 


Another example of how 
Hubbell Cold Heading 





produces Better Parts at 
Faster Speeds, at Lower Cost 





r 
MARVEY HUBBELL, Inc. Machine Screw Dept. 
Bridgeport 2. Connecticut 

Kindly estimate on the enclosed 

Sample (Blueprint). Quantity 























For More Information Write No. 190 
on Inquiry Card—Page 32 





Letters To The Editor 





COST OF PURCHASE ORDER 


Dear Sir: 

I wonder if you would be good 
enough to let me have your advice 
as to whether you think the 
wages of the receiving inspection 
staff and the wages of receiving 
clerks should be included in ar- 
riving at a figure to be consid- 
ered as the cost of a purchase 
order. 

It is realized that any figure de- 
veloped proves nothing, but we, 
along with many others like to 
have something which can be con- 
sidered as a nominal cost. But 
since there are occasions when a 
decision might be arrived at by 
taking this figure into considera- 
tion, we would like it to be as 
realistic as possible for our own 
purpose. 

In the case of our organization, 
the physical and clerical sections 
of receiving are separate and not 
responsible to the purchasing de- 
partment, although there is a 
close liaison. 

I have derived considerable 
help over a period of years from 
PurcHASING Magazine and so, any 
advice you can give will be great- 
ly appreciated. 

H. H. Stewart 

General Purchasing Agent 
Canada Wire & Cable Co. 
Toronto, Canada 


e@ Our experience has shown us 
that most companies do not in- 
clude receiving department sala- 
ries when determining the cost of 
a purchase order. Normal calcu- 
lations usually include only the 
cost of issuing an order. We agree 
with reader Stewart, however, 
that the figure is not meaningful. 
But a large number of P.A.’s do 
use it—even if only as a rough 
measurement. We would be in- 
terested in learning from some of 
our readers what costs they in- 
clude in their own calculations, 
such as overhead, fringe benefits, 
etc. 


JOBS ANONYMOUS 


Dear Sir: 
I certainly want to thank you 
for the inquiry my listing in the 


Employment Service provided. 
This inquiry from 

very good. You can be assured 
that I wrote them immediately. 

I did see the listing in the July 
issue and since no inquiries de- 
veloped I assumed that it was all 
over. I certainly will make it a 
point to keep you posted as to 
developments. 

Meanwhile, thank you so much 
for your fine service. I really ap- 
preciate this lead. 

Name Withheld 


ALI BABA IN FLORIDA 


Dear Sir: 

We have enjoyed reading the 
August 17 issue of PuRCHASING 
Magazine and would like to com- 
mend you on exceptional presen- 
tation of the article, “Ali Baba 
And The 40 Value Analysts.” 

In fact, we would like very 
much to have your permission to 
reprint it in the Florida Pur- 
chaser. ; 

(Mrs.) E. M. Taylor 
The Florida Purchaser 
Tampa, Fla. 
e Members of the Purchasing 
Agents Association of Florida al- 
ready know that permission was 
granted. 


KINDNESS HELPS 


Dear Sir: 

Our salesmen thought the ar- 
ticle in the August 17 issue, “The 
Care and Treatment of Industrial 
Salesmen” was terrific!! 

W. E. Green 
Artisan Metal Products, Inc 
Waltham 54, Mass. 


PAY SCALE 


Dear Sir: 

We have recently appointed one 
of our staff te the position of pur- 
chasing ageut, Inasmuch as we 
have never employed a P.A. be- 
fore, we are at a loss as to what 
compensation this function war- 
rants. We would appreciate any 


PuRCHASING 
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dé ENGINEERED TUBE FITTINGS — VALVES — TUBING TOOLS 


Q- 


Layout with Hi-Seal tube fittings 
which require no throat entry - 
makes possible direct piping. 


























0 ae 








BOXSCORE: Comparative piping layouts 


Hi-Seal 
Tube Fitting 


Typical 
Tube Fitting 


Area 201.5 sq. in 94.5 sq. in 
Length of Tubing 46.625 in 21.437 in 
No. of Bends nine one 
Mon-Hours per Installation 2 hrs. 45 min 57 min 
No. of Elbows three none 
No. of Tees two two 
No. of Straights three six 





























3 1/4" 


124. 








How Hi-Seal saves space—cuts costs 


threads on body of fitting are covered, 
a pressure-tight seal has been made, 
a visual assurance of a correct joint; 
(4) under tests, Hi-Seal fittings have 


.-. makes possible reductions up to 
50% in required piping area...up to 
6624% in installation time! 

Imperial Hi-Seal tube fittings open 
up economical new piping design con- 
cepts for instrumentation, hydraulic 
circuits, and other tubing installations. 
Hi-Seal makes possible far more com- 
pact layouts than can be made with 
conventional fittings — in addition, it 
brings new ease and speed to joint 
making and utmost reliability. 

These design considerations are il- 
lustrated in the tubing layouts above. 
The diagrams show how Hi-Seal 
actually eliminated nine tube bends 

. saved more than one-half on 
tubing needed. Total layout area re- 
quired by Hi-Seal is only 94.5 sq. in., 
compared to 201.5 sq. in., when an 
ordinary fitting is used. And 189% 
more manhours were required to tube 
up the circuit with a typical fitting. 
Several key fitting design factors 
account for Hi-Seal piping economies: 
(1) Hi-Seal makes a positive butt 
joint—no need to spring tubing: 
(2) speedy, foolproof assembly — it 
is impossible for the fitting to be 
assembled with the alloy steel sleeve 
in reverse position; (3) there is no 
danger of over-torqueing when 


IMPERIAL 


withstood pre ssure of 4,000 psi at 
conditions of —320° F. to over 700° F. 


with no leakage; (5) Hi-Seal fittings 
can be disconnected and reconnected 
as often as desired. 

Complete line — Hi-Seal fittings are 
available in brass, steel, stainless steel. 
Also furnished in Titanium, Tantalum 
and other metals. Steel fitting sup- 
plied with cadmium plate or black 
phosphate finish. Conform to J.L.C., 
A.S.M.E. and A.S.A. standards. In 
sizes for 4%” to 11%4” O.D. tubing. 
Furnished with Long Dryseal pipe 
threads or straight thread port seal. 

Write for Bulletin No. 3061 


THE IMPERIAL BRASS MFG. CO. 
6300 W. Howard St., Chicago 48, III. 





For More 


NovEMBER 9, 1959 


in Canada: 18 Hook Ave., Toronto, Ont. 


Information Write No. 


New high-pressure valves 
assemble directly to tubing — 
eliminate additional fittings 
A revolutionary new line of Imperial 
needle valves designed for working 
pressures up to 5,000 psi., and tem- 
peratures to 450° F., employs Hi-Seal 
tubing connections. 


Write for Bulletin 3096, 
or Catalog No. 200 


ACT YOUR INDUSTRIAL 
RIBUTOR OR WRITE TO: 


<= wm wy 














THE IMPERIAL BRASS MFG. CO. 
Dept. P-119, 6300 W. Howard St., 
Chicago 48, Ill. 

Please rush me Bulletins 


No. 3061 No. 3096 [] Cat. No. 200 


Nome 

Title 

Company 

Street ‘ 

| Zone Stote 


191 on Inquiry Card—Page 32 
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MID-WEST 


the one source for all 
of your abrasive needs 


S Mid-West Abrasive Company is 


one of only three abrasive com- 
panies offering a complete line 
of abrasive products to its cus- 
tomers. Sandpaper, grinding 
wheels, honing stones, abrasive 
grain and grinding machines are 
produced with consistent high 
quality. That’s why Mid-West’s 
list of satisfied customers grows 
steadily each year. 


In addition to quality products, 
Mid-West also provides the un- 
usual benefits of engineered in- 
stallation by skilled abrasive 
engineers. And, these highly 
trained abrasive specialists are 
available to anyone having 
abrasive problems. 


If you are having problems with your present applications, new set-ups 
or quality control, our specialized Product Sales Engineers will be happy 
to discuss them with you without any obligation whatsoever. A call or 
letter today will bring prompt response . . . and possible savings on your 


future operations. 


510 S. Washington St. 


Owosso, Michigan 


For More Information Write No. 192 on Inquiry Card—Page 32 





Letters 


suggestion you might be able to 
offer on the subject. 

Our present yearly volume 
amounts to roughly $2 million; 
our total number of employees is 
slightly less than 100. We are ba- 
sically jobbers, which means that 
most procurement is highly spe- 
cialized. 

The new purchasing agent has 
had many years of experience as 
a buyer in industry but has been 
with us for only two years. Besides 
overall procurement, his duties in- 
clude estimating material costs on 
all bids we make, both govern- 
ment and consumer, and costing 
completed jobs. 

Name Withheld 


¢ Basic information on purchas- 
ing salaries has been forwarded. 


PRICE TRENDS 


Dear Sir: 

Please let us know’ the source 
of information on which you 
based your charts showing price 
fluctuations in Secondary Alumi- 
num. We wish to get accurate 
figures on the variations in price 
of aluminum alloy +380, from 
January 1959 to the present. 

Emanuel Maier 
Materials Manager 
Acoustic Research, Inc. 
Cambridge, Mass. 
e The charts in our “Pulse of 
Business” section are designed 
to show 12-month price trends, 
the information which Mr. Maier 
and many other purchasing agents 
look for. It is almost impossible, 
from a standpoint of space, to 
show the price trends for all 
metals. Our records and indus- 
try sources provide us with data 
for representative commodities— 
which we publish. For anyone 
interested in metal prices not in- 
cluded in our pages, we suggest 
use of The American Metal Mar- 
ket or The Daily Metal Reporter, 
both published in New York City. 
While these papers do not show 
price trends, they do have daily 
prices. With this data, it is a sim- 
ple matter to plot on a daily, 
weekly, or monthly basis the 
prices for any particular item. 


PURCHASING 





a new concept 
in motor protection! 


GET TOTALLY ENCLOSED PROTECTION AT LESS COST WITH 
STERLICONE MULTI-SHIELDED DRIP-PROOF MOTORS! 





STERLICONE MULTI-SHIELDED Motors, an exclusive devel- 
opment of Sterling Electric Motors, Inc., now make it possible 
to use drip-proof motors with full overload characteristics on many 
demanding applications...such as food processing, chemical, oil 
well pumping, and others involving corrosion, salt spray or similar 
atmospheric conditions that previously required TEFC protection. 


STERLICONE MULTI-SHIELDED MOTORS — SHIELDED 5 IMPORTANT WAYS! 





@ Flexible insulation is achieved by multiple 
application and controlled processing of a 
special silicone sealing compound to provide 
such a greater degree of environmental pro- 
tection that these motors can be used for 
applications involving excessive moisture, 
salt spray, oils, most chemicals, corrosive 
agents or dust. Forming a smooth, flexible 
coil encasement, this insulation is permanently 
resilient, with high dielectric strength; it 
does not become brittle like other protective 
materials. 

Heat dissipation is effected by means of the 
famous Sterling design of through ventila- 
tion. Because STERLICONE Shielding is of 
uniform thickness, heat is readily transmitted 
from the coils; moreover, since there is no 
bulky encapsulation, air may pass freely over, 
under, and around the end coils, resulting ina 


cool running drip-proof motor. 

This new STERLICONE Shielding process 
has been thoroughly proven. Tested by an 
independent laboratory under conditions far 
more severe than would exist in most indus- 
trial applications, the performance of this 
new motor equals or exceeds that of totally 
enclosed designs. 

@ Anti-corrosion coating provides extra pro- 
tection for both rotor and fan. 

Neoprene insulation shields all motor leads. 

@ Neoprene gaskets and diaphragm seal 
terminal box against virtually all atmospheric 
hazards. Terminal box rotates 360° for easy 
access. 
@ Sealed bearings are used...together with 
grease packing and labyrinth seal on the out- 
put shaft...for positive bearing protection 
and longer bearing life. 


For initial savings, longer service life, lower required horsepower 
ratings and minimum maintenance, STERLICONE MULTI- 
SHIELDED Motors are your best buy. Get the facts about 
STERLICONE MULTI-SHIELDED Motors. Write for Bulletin 
196. 


STERLICONE 
MULTI-SHIELDED 


(2/ §TERLING 


ELECTRIC MOTORS, INC. 


5401 TELEGRAPH ROAD « LOS ANGELES 22 CALIFORNIA 
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<> | Industry’s Chemicals: 


WHAT’S MAKING NEWS? 


Workhorse or race horse? The Percheron does the heavy 
hauling but the Derby winner gets the headlines. In the field 
of industrial chemistry, the publicity goes to the exciting new 
formulations—the miracle chemicals. But the workhorse chemi- 
cals are still the backbone of the industry. The news notes on 
these pages discuss some of these widely used products— 
which have lately been developing a little news value on 


their own. 


eS RS ne 


You may wish to check certain items 
in this advertisement and forward 
to those concerned in your company. 


ROUTE TO: 














Versatile glycerine 
plays important new roles 


Glycerine (from the Greek word 
““glykeros”, meaning “‘sweet”’) is 
one of the oldest chemicals known 
to man. Yet the last decade has 
seen this old standby again dis- 
play its amazing versatility, by 
the important part it takes in new 
scientific and industrial develop- 
ments. 

Recent chemical news mentions 
dozens of new applications. For ex- 
ample ... U. S. Navy medical officers 
are now researching a new technique 
of storing blood in glycerine, to in- 


crease the usable life of red blood cells 
from 20 days to two years . . . Indus- 
try reports the use of glycerine as a 
medium for sonic energy transmission 
in quality control tests of metal-bond- 
ing . . . Space-age pilots who have to 
wear an oxygen mask at all times, now 
have a new, lightweight headphone 
set that can be used with the mask— 
thanks to glycerine-filled cushions that 
surround the phones to provide a 
close, yet comfortable fit. 

New commercial products using 
glycerine burgeon, too—especially in 
the fields of drugs and cosmetics. A 
new dentifrice using glycerine claims 
exceptional cleaning and tooth bright- 


Glycerine is used in the manufacturing and processing of countless products. 
A few of them are illustrated here. 


ening action. End-wraps for aligning 
and conditioning hair during the per- 
manent waving process depend on 
glycerine to retain curl, moisture, and 
texture. And, as a vehicle in modern 
medicinal preparations, glycerine to- 
day is one of the most widely specified 
inaredients in the U. S. Pharmacopoeia. 

To name a few important industries 
that make major use of glycerine: cello- 
phane, paper, paint, tobacco, cosmetics, 
dynamite, drugs, textiles, and food 
processing. And they'll be using more 
of it in years to come. 

What's the reason? Behind the bus- 
tling activity of glycerine is this im- 
portant fact: increasingly abundant 


RELIABLE SUPPLY — Four producing 
plants and nine terminals ensure users 
of Dow Caustic of a regular supply. 
Order it from Dow and be sure you'll 
have it when and where you need it. 


a 
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and stable supply that has encouraged 
creative experiments and formulations 
employing this useful agent. Although 
glycerine has been a factor on the com- 
mercial scene for just about as long as 
this nation has existed, it didn’t gain 
its independence until 1947. Prior to 
that year, glycerine had been available 
solely as a natural byproduct, with the 
accompanying fluctuations in supply. 
But 1947 saw the development of 
synthetic glycerine and, with it, the 
beginning of whole new fields of 
activity for this many-faceted chemica! 

Chemically, there’s nothing very 
complex about glycerine. It is the 
simplest trihydric alcohol, colorless, 
odorless and viscous. The secret of its 
success lies in its three hydroxyl 
groups which make possible a greater 
number and variety of derivatives than 
are possible with other common alco- 
hols. Also, it develops no objectionable 
color, odor or taste. 

Dow produces three kinds of glycer- 
ine. Glycerine Synthetic is the choice 
in most industrial applications. Glycer- 
ine USP meets U. S. Pharmacopoeia 
standards, including a 95 per cent 
minimum glycerol content (Dow’s runs 
96 per cent, just to make sure). 
Glycerine USP 99.5% is used by cus- 
tomers who find the 4 per cent water 
in USP undesirable in their process. 
Because supply from the two big Dow 
plants in Freeport, Texas is abundant 
and dependable, the future of glycerine 
as the inspiration for new products 
and processes continues bright. 


x*kk * 


WANT TO KNOW MORE? Dow wel- 
comes your inquiry if you would like to 
have more facts about any of the 
chemicals discussed here—or any other 
Dow chemicals which might be useful 
in your operations. Write today to 
THE DOW CHEMICAL COMPANY, Midland, 
Michigan, Chemicals Merchandising De- 
partment 609EE 11-9. 


LABS, PRODUCTS, 


MAXIMUM PRODUCTION—Products sub 
ject to attack by fungi or bacteria can be 
protected with Dowicide® preservatives. 
Common applications are in the fields of 
cosmetics, drugs and soaps. 


PUTS THE HEAT ON— 
WITH SAFETY 


Beating the heat is a popular pas- 
time with everyone in summertime. In 
industry, though, it’s a deadly serious 
business the whole year ‘round. High 
heat is an absolute necessity in many 
industrial processes—but it has had its 
drawbacks. Direct fire, of course, is 
frequently dangerous. Steam generates 
tremendous pressure which is hard to 
control. The question is how to get 
high heat with low risk. The answer is 
to use Dowtherm® A. 

This most efficient heat transfer 
medium builds a negligible amount of 
pressure, compared to steam. (The 
effect on insurance rates is very 
healthy, indeed.) But more than that, 
it permits pinpoint heat control at any 
te ure between 350°F. and 
7 especially important in 
fc ig where temperatures 
m ‘xact. Oil companies and 
chemical processors find Dowtherm A 
an ideal product for their heat problems. 





DOW CHEMICALS 
BASIC TO INDUSTRY 


Glycols, Glycol Ethers 
Amines and Alkylene Oxides 
Benzene Derivatives 
Inorganic Chlorides 
Alkalies and Halogens 
Solvents * Germicides * Fungicides 
Herbicides * Fumigants 
Hundreds of other Chemicals 
Plastics * Magnesium 


THE DOW CHEMICAL COMPANY 
Midland, Michigan 











AUTOMOTIVE CHEMISTRY—Dow Automo- 
tive Chemicals Development Laboratories 
devote full time ‘to the development and 
improvement of antifreezes, coolants, syn- 
thetic lubricants and brake fluids. 


Cleaning metal parts is faster and safer 
with Dow chlorinated solvents. 


“CHLORINATED CLEANLINESS 


KEEPS PRODUCTION ROLLING 


“Keep it clean”—in the literal sense 
—is an axiom of the metalworking 
industry. The plain fact is that metals 
cannot be finished unless they are 
clean. In the automotive industry, for 
example, thousands of parts must be 
thoroughly cleaned for every car that 
is assembled. By hazardous, old-fash- 
ioned cleaning methods, the time re- 
quired to do this staggering job would 
be multiplied many times (with re- 
sultant major increases in cost). 

That’s why the industry turns to 
chlorinated solvents made by Dow, 
such as Chlorothene®, trichloroethyl- 
ene, methylene chloride and perchloro- 
ethylene. High solvency and low toxicity 
add to the ability of Dow solvents to 
get metal parts clean in 
minimum cost. 


a hurry at 


THICKENING PROBLEMS -—Tasteless, 
odorless Methocel") products are avail- 
able in three types and nine viscosities. 
These gums add bulk and stability to 
foods, paints, drugs and cosmetics. 
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Many stee/ suppliers 


make routine cal/s 
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He's easy to find. He’s the one supplier who offers 
you fast, flexible district office service. He’s the sales- 
man from Granite City Steel Company. 


To provide customers with steel-buying help in a 
hurry, Granite City Steel maintains eight sales offices 
in Middle America. When you need a question an- 
swered, a problem solved, our salesman is your 
direct link with the Mill. 


He's cooperative. He knows steelmaking. He’s 
familiar with your products and production problems. 
Most important, he knows that customers in Middle 
America come first . . . and that means you/ 


At Granite City Steel, we believe that quality service 
is just as important as quality steel. May we prove it 
to you? 


Ingots, Slabs and Plates « 
Electrical Sheets « 





Be sure you choose 
the supplier who 


makes personalized _ 


service calls 


GRANITE CITY STEEL 


STEELMAKERS TO MIDDLE AMERICA 


Hot and Cold Rolled Sheets « Porcelain Enameling Sheets 
Electrolytic Tin Plate * “Strongbarn”’ and Industrial High-Tensile 
Galvanized Corrugated Steel Roofing and Siding « Galvanized Culvert Sheets « Galva- 


GRANITE CITY STEEL | 


nized Flat Sheets. HOME OFFICE: Granite City, Ill. SALES OFFICES: Dallas » Memphis « Kansas 


City « St. Louis « Minneapolis « Houston « Moline « Tulsa 


a oe 
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Purchasing People in The News 





Appointment of William N. 
Byrn as purchasing agent for The 
Cleveland Worm & Gear Com- 
pany and its subsidiary, The 


William N. Byrn 


Farval Corporation, Cleveland, 
Ohio has been announced. Also 
Henry Veverka has been pro- 
moted from buyer to senior buyer 
of Cleveland Worm and Farval. 
He is a graduate of Kent State 
University. 


The appointment of Stephen 
Parey as purchasing agent, office 
supplies and equipment, has been 
announced by the U.S. Steel 


Stephen Parey 


Corp., Pittsburgh, Pa. He succeeds 
Robert Muirhead who has retired. 

Mr. Parey joined U.S. Steel in 
1936 in the Cleveland purchasing 
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department of the American Steel 
and Wire Division. He was ap- 
pointed buyer in 1952 and assist- 
ant purchasing agent for the 
Cleveland and Pittsburgh districts 
in 1958. Since January 1959 he 
served as assistant purchasing 
agent raw materials and office 
supplies. 


The Gates Rubber Co., Denver, 
Colo., has named Thomas G. Pat- 
erson Jr. director of purchases 
and traffic. Mr. Paterson will su- 


Thos. G. Paterson Jr. 


pervise purchasing, traffic and 
print shop operations. He started 
with the company 17 years ago 
and was purchasing agent im- 
mediately prior to this appoint- 
ment. 

Mr. Paterson graduated from 
Colorado College. Active in the 
Purchasing Association of Den- 
ver he has also served as a dis- 
trict vice president of NAPA. 


Ciba Pharmaceutical Products 
Inc., Summit, N.J., has announced 
that Lawrence H. Zahn, formerly 
manager of the methods and pack- 


a 


P. H. Schulz 


age development division, has 
been appointed director of a new 


purchasing packaging develop- 
ment division. In this position he 
will supervise a general purchas- 
ing section and a packaging de- 
velopment and procurement sec- 
tion, headed by Paul H. Schulz, 
formerly ‘assistant manager for 
pharmaceutical operations. 


Earl Shultz has been named 
purchasing agent for the new 
West Coast plant of the Semicon- 
ductor Division, Hoffman Elec- 
tronics Corporation, El Monte, 
Calif. Mr. Shultz formerly was 
office manager of the parts de- 
partment at the company’s Con- 
sumer Products Division in Los 
Angeles. He will be responsible 
in his new position for all of the 
plant’s purchasing and production 
control. He will headquarter at 
the new plant, in El] Monte, Calif. 


The Holley Carburetor Co., 
Detroit, Mich., has named Robert 
W. Carbary director of purchas- 
ing. He has worked in the sales, 


Robert W. Carbary 


engineering and purchasing de- 
partments of Holley for 20 years 
and for the past five years was 
materials contro] manager. 





SEE PAGE 194 FOR MORE 
PURCHASING PEOPLE IN 
THE NEWS 














NEW! 
CRONAFLEX’ 
DRAFTING 
FILM 


The best surface on the toughest 
base... made and controlled by 
Du Pont from start to finish. 


2 CRONAFLEX Drafting Film erases easily, without ghosting, 
yet there is less smudging. It comes matted one or two 
sides, and is available in either rolls or sheets. 


CrRONAFLEX Drafting Film is the first product of its 
kind which is made in its entirety by a single manu- 
facturer. The benefits can be summed up in two words: 
quality control. We control the manufacture of both 
base and surface, and we control the method by which 
they are made into the best drafting film you can buy. 

This means that every sheet of CRoNAFLEX Drafting 
Film has the same excellent pencil acceptance, the same 
erasability, the superb matte surface, the .004” thick- 
ness which has been found ideal for drafting and filing. 
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1 CRONAFLEX Drafting Film has excellent pencil acceptance, 
Its superb matte surface accepts printing and drafting inks. 


3 CRONAFLEX Drafting Film is .004” thick, which has been 
found to be ideal for drafting. Its rugged CRONAR*® poly- 
ester film base will take repeated handling and countless 
trips through your reproduction machine and to and from 
your file drawer without cracking or becoming brittle. It lies 
flat, holds size, is flexible and impervious to moisture. 


If drawings are made anywhere in your operation, 
you can use CRONAFLEX Drafting Film to great ad- 
vantage. CRONAFLEX Drafting Film joins the widely 
acclaimed CRONAFLEX line of films: Direct Positive, 
Contact and Projection. You can go from original draw- 
ing to final reproduction with the same product line on 








the same strong base. For more information write: 
E. I. du Pont de Nemours & Co. (Inc.), Photo Products 
8, In Canada: 





Delaware. 
Du Pont of Canada Limited, Toronto. 


Department, Wilmington 9 


BETTER THINGS FOR BETTER LIVING... THROUGH CHEMISTRY 


REG. u. 5. pat. OFF 


* DuPont's trademark for its polyester photographic film base 
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ITS NEW! IT’S ANOTHER GREAT GREEN @ SEAL V-BELT— 


Precision Notching 


~ Gil and Static Protection 


HY-T 
WEDGE 


e economical-—cuts drive costs 

up to 20% e compact—saves up to 50% 
in space « powerful-fewer 

belts deliver equal horsepower 


It’s just what you'd expect from the Goodyear specialists who pioneered 
and patented the first wedge-type V- Belt in '48! 


Now Goodyear brings you the HY-T WEDGE, a great new V- Belt design 
that’s stripped clean of free-loading “fat.” It’s a belt that’s all muscle — 
capable of handling substantially greater horsepower—on more compact 
drives—at lower costs. 


HY-T WEDGE is the only wedge-type V-Belt that can guarantee you 
Green Seal quality. Famed 8-T Cord construction means that matched 
sets of these super-strong belts stay matched no matter how rugged the 
drive or how long they're stored. 


HY-T WEDGE is precision-notched in smaller-drive sizes to give you 
maximum flexibility and heat dissipation. 


HY-T WEDGE — in larger-drive sizes—gives you multiple-ply construction 
for super-stamina. 

And HY-T WEDGE gives you—without extra cost—built-in protection 
against oil attack and static electricity build-up. 


Here, then, in the HY-T WEDGE, you have a new kind of V-Belt to 


handle the toughest belting jobs with smaller, more efficient drives —at 
never-before low cost. 


For full details, check with the G.T.M.— Goodyear Technical Man — 
through your Goodyear Distributor. Or write Goodyear, Industrial Products 
Division, Lincoln 2, Nebraska, or Akron 16, Ohio. 


HyY- di for the ts 3 DFYEAR 
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THE GREATEST NAME iN RUBBER 
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Look in the 
YELLOW PAGES 


B CASTERS AND WHEELS ~ 


There is a type of Darnell Caster or 
Wheel for every kind of use and 
floor. Made for light, medium and 
heavy-duty service, you are sure to 
find in the Darnell line the exact 
caster or wheel to meet your indi- 
vidual requirements , . , 


endo I 


DARNELL CORPORATION, Lro. 


DOWNEY LOS AR 


37.28 SIXTY FIRST T wd Te); Or a 


ELE UNTY ALIFORNIA 


36 NORTH CLINTON H A 6. ILLINOIS 
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FO F3=‘“‘filosofy of buying” 





Ar LEAST a few students are 
going to be brainwashed on the 
importance of purchasing long be- 
fore they get their first jobs. Ex- 
ecutive Editor Dean Ammer is 
now a lecturer on the faculty of 
the Bernard Baruch School of 
Business at City College in New 
York. Dr. Ammer teaches man- 
agement to graduate students. 
Teaching is mostly just a hobby 
with him, however. He will con- 
tinue full time on the editorial 
staff of PurcHAsING Magazine. 


WELCOME 
to 


=a~eroquip 


Weve SEEN many handsome 
welcome booklets, including some 
beautiful four-color jobs that 
must have run into considerable 
money. Until now, however, we 
haven’t had actual cost figures on 
any of them. Just in from the 
purchasing department of Aero- 
quip Corp, Jackson, Mich., is a 
very attractive 4-page 2-color 
booklet, printed for a very modest 
$30. P.A.’s brimming with hospi- 
tality but handicapped by limited 
budgets can get all the details 
from Mel Barger, assistant adver- 
tising manager at Aeroquip. 


We HAVE heard P.A.’s com- 
plain of confusing and contradic- 
tory specifications, but the weird- 
est one we’ve ever run across ap- 
peared recently in a magazine ad 
for a line of toreador pants. One of 
the features listed was “non-exist- 
ent pockets.” There was some 
hope that when the girls started 
wearing pants they’d get a little 
more logical—but we’re beginning 
to wonder. 


QO VERHEARD in the coffee 
shop at one of the district confer- 
ences: “They’re starting to bring 
up that old topic Christmas Gifts. 
What do you think about it?” 

“All I’ve got to say is: I'd ac- 
cept a dozen golf balls but not a 
set of golf clubs.” 


STANDARDS! That’s what we 
need more of. High ones, espe- 
cially. In that spirit we pass along 
a new concept in automobile buy- 
ing being earnestly pushed by a 
prominent fleet management cor 1- 
pany. 

“If automobile dealers are to be 
charged with misrepresentation 
for following the age-old custom 
of turning speedometers back on 
used cars,” declares the com- 
pany’s latest bulletin, “then it is 
high time that the automobile in- 
dustry began educating the pub- 
lic to the fact that low mileage in 
itself does not necessarily make 
for a good used car and that high 
mileage actually may be a desir- 
able feature rather than a disad- 
vantage.” 

But, the writer goes on, “all 
educational processes are slow” 
(meaning, of course, that you 
automobile buyers are not only 
stubborn but too stupid to grasp 
the idea that a used car driven 
100,000 miles is a better buy than 
one driven 30,000). So, in the in- 
terest of public enlightenment, he 
offers this new standard of meas- 
urement: 


PURCHASING 





“Turn all speedometers back to 
zero the minute any car is traded 
against the purchase of a new or 
used car There would be no mis- 
representation, certainly, if a 
speedometer showed zero miles 
and it were left entirely up to the 
potential buyer of any car to try 
to determine for himself just how 
many miles that car may have 
been driven. More importantly, 
though, if this were to become a 
uniform practice the emphasis on 
mileage would soon disappear.” 


Constant READERS of this 
column know we have no time for 
levity, comedy, romance, or any 
other foolishness that interferes 
with life’s purpose, i.e., work. 
That’s why we have a strict rule 
about keeping personal matters 
out of the column and concentrat- 
ing on business. And that’s why 


we are unable to report that Miss 
Mary Rogan, Editorial Assistant 
par excellence, is now Mrs. John 
Crowell, Editorial Assistant par 
excellence, having entered the 
blissful state of matrimony on Oc- 
tober 10, that fine day, 1959. Nor 
is it our policy to run pictures 
like the one here showing Mary 
all lovely and aglow at a little 
pre-nuptial celebration thrown by 
her friends at Conover-Mast. But 
if you want to come up to the of- 
fice some time we'll tell you all 
about a fine and wonderful ro- 
mance that made even a collec- 
tion of saturnine editors quite 
sentimental. 
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Make NEWARK your source of supply for Wire Cloth and Wire 
Cloth Products. We weave all of our own cloth from which we 
fabricate parts for our customers...thus insuring both quality 
of cloth and accuracy of construction. 


Newark Wire Cloth is available in all standard widths, all 
meshes, all commercial metals ...the Newark line is a complete 
line even up to 400 mesh cloth. And if your problem is one of 


parts design, our engineers will be glad to NEWARK 
aid. May we quote on your requirements? fo* accuracy 
x oe ofese. a & 
¢.¢ DOOR AAY 
sewark wy ire Slot 


COMPANY 


351 VERONA AVENUE * NEWARK 4, NEW JERSEY 
For More Information Write No. 199 on Inquiry Card—Page 32 
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Heart of the best printed circuits— 


CDF Di-Clad° 
LAMINATES 


Printed-circuit dependability begins at the base, and that’s where 
CDF excels. Only CDF offers the combination of Teflon* resin 
and glass fabric cloth for use under sustained temperatures of 
180°C. In addition, CDF offers a full range of Di-Clad laminates 
to meet every known demand of printed circuitry. High foil- 
bond strengths withstand soldering heats, reduce assembly re- 
jects. Full line of Di-Clad grades — glass fabric and paper-base 
— with Teflon*, epoxy, and phenolic resins. Assembly costs go 
down when the job is done on CDF Di-Clads! Write for CDF 
Di-Clad Folder DC-58. 


*duPont trademark for its tetrafluoroethylene resin 





CDF PRODUCTS OF TEFLON 


CDF produces an unequalled range of electromechanical parts of 
Teflon* — such as small- and large-diameter thin-wall tubing, glass- 
fabric laminates, flexible insulating tapes, sheets, rods, tubes, and 
finished parts. Now also available: cementable Teflon in supported 
and unsupported forms; can be cemented to itself and to most other 
materials with commercial adhesives. If you have a potential use for 
a product made from unsupported or reinforced Teflon — from tapes 
to high-heat-resistant printed-circuit laminates — your CDF sales 
engineer is the man to call. Meanwhile, write for the new CDF 
Tefion Folders. 

*duPont trademark for its tetrafluoroethylene resin 


CDF 
; i a 
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ELECTRICAL 
Aa TAPES 


Flexible insulating tapes for hand or automatic 
winding, made of glass-supported silicone rubber, 
silicone varnish, Micabond, with and _ without 
backings; and unsupported and glass-supported Tef- 
lon*. Color identification — CDF tapes of Teflon 
are made in the standard identifying colors. Call your 
CDF sales engineer, or write for test samples. 
*duPont trademark for its tetrafluoroethylene resin 








DIAMOND VULCANIZED® 
FIBRE 


keeps costs down 

™ Known for over sixty years 

= as the standard of quality in 
fibre, Diamond® Vulcanized 
Fibre is made in many grades 
(bone, fish-paper, trunk, 
commercial, built-up) and is 
available in sheets, rods, 
tubes, strips, rolls, fabricated 
parts, and formed specialties. 
Write for Catalog DVF-58. 


LOW-COST VULCOID is , Rocke inpregneted Vulcanized Fibre. 
Vulcoid (made only by CDF) is an intermediate insulation material. 
It combines the desirable arc-resistance and mechanical properties of 
vulcanized fibre with many of the good qualities of a phenolic lami- 
nate. UL-approved as Class A insulation in electrical equipment. 
Bearing applications requiring high precision have been successful 
with Vulcoid. Write for Bulletin V-58. 


CDF 
CELORON® 


MOLDED 
‘= PRODUCTS 


Celoron is a molded-macerated and/or combination lami- 
nated base bonded with phenolic resins. High strength, long 
life, and low cost are the characteristics of molded electrical 
or mechanical parts made from CDF Celoron®. Its good 
electrical properties make Celoron an ideal molded insulator, 
while its high mechanical strength makes it an excellent 
material for gears, couplings, intricate loom parts, etc. 
Write for CDF Catalog C-58, or contact your nearest CDF 
sales engineer. 
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for electrical and mechanical applications 


DILECTO®, made in scores of grades, means high-quality laminated plastics made for 
rigorous duty in electrical, electronic, and mechanical equipment. Characteristics vary 


with the grade, so get the expert assistance of your CDF sales engineer. 
RESINS AVAILABLE IN DILECTO: 


Phenolic 


Heat-resistant Phenolic 


Silicone 


Glass Fabric 
Nylon Fabric 
Asbestos Fabric 


Epoxy 
Melamine 


Polyester 
Tefion* 


BASES FOR DILECTO: 


Glass Mat 
Felted Asbestos 
Non-woven Cotton Mat 


Cotton Fabric Paper (either cellulose or asbestos) 
CDF gives fast technical and delivery service on sheets, tubes, rods, or complete 
fabricated parts of Dilecto plastics. Write for Catalog D-55-C. 

*duPont trademark for its tetrafluoroethylene resin 








For a better motor or generator — 


MICABOND® PLASTICS 


INSULATING FABRICATION 
PARTS = BY CDF 
SAVES YOU TIME, MONEY, WORRY 


Let CDF’s well-equipped machine shops assume the com- 
plete responsibility for delivery of your fabricated parts 
as specified and on time. No time is lost at CDF between 
raw-material production and final fabrication. When you 
let CDF do it for you, there’s no problem of shortages, 
rejects, waste. Undivided responsibility pays off for youl 
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CDF mica V-rings and slot liners insulate America’s best-selling 
motors and generators. Finest-quality mica splittings insure 
highest heat-resistance and insulation under severe operating 
conditions. 

Forms of Micabond® available: Sheets; Tubing; Tapes (with 
backings of cotton, silk, paper, woven glass, and Mylart poly- 
ester film); Fabricated Parts of various shapes such as Mica 
segments. CDF supplies and fabricates Micabond to your 
strictest specifications — on time and at low cost. Call your 
CDF sales engineer or write for samples of Micabond, and 
Catalog M-58. 

tduPont trademark 
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Automatic Transmission Manufacturer Specifies 


Seamless Tubing 











Annealing furnace at the Shelby mill. Ostuco tubing can be bright or soft annealed, stress relieved, normalized or heat treated. 


ee Asa leading producer of quality transmission com- 


ponents, we can’t leave anything to chance. Our 
design requirements, materials specifications and 
manufacturing processes are under the most strin- 
gent quality control standards. And we demand as 
much of our vendors. 

“One sure way we have found to eliminate 
the unpredictable is to specify Ostuco Seamless 
Tubing. We know from experience we can rely on 


the precision annealing and unvarying quality of 
Ostuco tubing that slashes reject rates, helps us 
produce parts in quantity for profit... 

If you want to eliminate the unpredictable in 
your own plant, then it’s time you called your local 
Ohio Seamless representative. He’s listed in the 
Yellow Pages. Or contact the plant at Shelby, Ohio 
—Birthplace of the Seamless Steel Tube Industry 


in America, 
4 AA-9604 


jess OHIO SEAMLESS TUBE DIVISION 


a of Copperweld Steel Company + SHELBY, OHIO 


Seamless and Electric Resistance Welded Stee/ Tubing + Fabricating and Forging 
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Highlights of This Issue 





“ New Problem-Solver for Purchasing 

Linear programming is something you'll be 
hearing a lot about in the months and years to 
come. It’s a new technique that will take a place 
alongside value analysis as one of purchasing’s 
most effective cost-reduction tools. In this issue, 
we begin a series of articles on linear program- 
ming that will explain why and how it can be 
used to solve problems of make-or-buy, inventory 
management, scheduling, buying in seasonal mar- 
kets, etc. The first article presents a practical 
exercise in the application of linear programming. 
To help you work out the problem we are taking 
a step unusual in business paper publishing— 
supplying an extra set of charts and diagrams 
that can be detached from the magazine and kept 
handy as you read through the text. 
See page 67. 
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“ The Smart P.A. Uses Standards 


Purchasing agents are not known for being vio- 
lent non-conformists, but when they believe in a 
thing they’re willing to defend it against the rest 
of the world. For a while, they went whole hog 
for standardization. Then a reaction set in and a 
prominent P.A. startled his colleagues with an 
attack on what he thought were the dangers in 
excessive standardization (see “The Hidden 
Threat of Standardization,” PurcHastnc Maga- 
zine March 3, 1959.) We swing back closer to 
the golden mean in this issue with a temperate 
analysis of the concept of standardization and 
how it can help purchasing. The article was writ- 
ten by an outstanding exponent of standardiza- 
tion who is also one of the top purchasing execu- 
tives in the country. 

See page 90. 
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Pays for Overs and Unders? 


Various trade groups such as foundrymen and 
screw machine parts manufacturers have estab- 
lished “trade practices” to protect themselves 
when shipments to customers exceed or fall short 
of the amount specified in an order. But these 
are not legally enforceable unless formally 
agreed to by the purchaser. Our current legal 
article discusses buyers’ and sellers’ rights and 
obligations in respect to receipt and acceptance 
of incorrect quantities, 

See page 93. 
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NOW CUSTOM-COATED FINISHES 
a FOR BETTER FORMABILITY 


in Bridgeport Pre-Painted Aluminum Strip! 


Bridgeport Pre-Painted Aluminum Strip not only insures an almost unlimited 

choice of colors, but provides a selection of five distinct types of finishes. Each finish offers an 
outstanding advantage or combination of advantages, such as unmatched formability, 
maximum exterior durability, eye-catching beauty and depth of color, or 

unusually attractive metallic appearance. 


Bridgeport Pre-Painted Aluminum Strip actually reduces 
overall costs by eliminating painting, as well as the need for 
equipping and maintaining a finishing department. 


GENERAL PURPOSE ENAMELED ALUMINUM STRIP 


HI-FORM ENAMELED ALUMINUM STRIP 


WOOD GRAIN ALUMINUM STRIP 


HI-FORM EXTERIOR METALLIC FINISH ALUMINUM STRIP 


HI-FORM INTERIOR METALLIC FINISH ALUMINUM STRIP 


ASK YOUR BRIDGEPORT SALESMAN FOR gi BRIDGEPORT 
MORE INFORMATION AND SAMPLES! ALUMINUM STRIP 


He will gladly obtain our factory recommendations showing how you can also available in 
save money on present production, improve existing products or adapt this material PLAIN and 
to new uses with imagination and maximum resulting sales appeal. MILL FINISHES 


nde BRIDGEPORT BRASS COMPANY 


Bridgeport 2, Conn. « Sales Offices in Principal Cities 
Specialists in Metals from Aluminum to Zirconium 
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Management ue 


Now or Never? 
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Ir JUST developed in a logical way” is how a panelist at the 
St. Louis Association’s annual purchasing forum last spring de- 
scribed the evolution of his job. “We didn’t have any special 
plan to create the position of materials manager,” he said. “As the 
need grew, the job sought the man. And I’ll say now that if a P.A. 
has studied his company’s requirements; if he understands the 
parts he buys; if he has worked closely and intelligently with 
vendors—then he stands head and shoulders over everyone as 
the man for the position.” 


There is in that simple statement, it seems to me, a truth that 
is sometimes overlooked in discussions about materials manage- 
ment and what effect it will have on purchasing. That is that in 
general the structure of a business develops in a rational fashion. 
There may be plots and counterplots and all kinds of dirty work 
within individual companies as various people and departments 
struggle for power. But in the end, the management of an enter- 
prise must be basically logical or it will fail. 


The progress of purchasing in industry is a case in point. The 
entire profession owes an enormous debt to the relatively few 
men who fought its battles and won its wars (in and out of their 
own companies) in the long struggle for management recogni- 
tion. Yet in all honesty we must admit that they were not alone 
in realizing that purchasing was ready to move from the clerical 
to the profit-making stage. The advent of mass production and 
increasingly scientific management made it almost inevitable that 
the function would have to be given a most important role in any 
well-run manufacturing organization. 


So it is with materials management. We can’t brush the con- 
cept under the rug until we ask ourselves whether materials 
management as an organized activity js a logical development in 
the evolution of industry. Is it a fad, or is it an idea whose time 
has arrived? Just what is it, and how many functions does it 
take in? 


When a P.A. has satisfied himself on these points, then he 
should examine what materials management (or differently 
named but similar systems) has already accomplished in in- 
dustry. 


Finally he must face frankly the possibility of a materials man- 
agement system in his own company. Would it be a logical step 
for his company? If so, is he qualified to become a materials 
manager? If not, can he prove to his management that it would 
be foolish to consider the idea? 


This approach should do a lot to remove some of the emotion 
from current arguments and help purchasing agents to under- 
stand better what dangers or opportunities materials manage- 
ment holds for them. 
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Flat sheets produced from coils in 577 different lengths—up to 16’. 


Now...reduce sheet-forming costs 
with Ryerson quality-controlled steel 


Whether you use hot or cold rolled sheet or strip, you can 
now make sure of the utmost in formability and weld- 
ability —by ordering to .10 maximum carbon content (SAE 
1008) from Ryerson. . 
This means you can minimize, or even eliminate, the 
problems of variation in forming and welding quality— 
caused by the average wider range of carbon content. 
You’ll also find Ryerson prepared to give you fast, ac- 
curate service on your special requirements: strip and 
sketch cutting, blank shearing, edging, coil slitting, etc. 
A Ryerson sheet and strip specialist is as near as your 
telephone—qualified by experience to recommend the stock 
exactly suited to your requirements, at the lowest cost. 
Put Ryerson steel experience and unequaled facilities on 
; your cost-cutting team today. 
Accurate slitting on widths up to 48”, 


o=\RYERSON STEEL 


Joseph T. Ryerson & Son, Inc., Member of the (QP » Steel Family 


STEEL * ALUMINUM * PLASTICS * METALWORKING MACHINERY 
NATION'S MOST COMPLETE SERVICE CENTERS IN PRINCIPAL CITIES COAST TO COAST 
For More Information Write No. 204 on Inquiry Card—Page 32 
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Linear Programming: 
New ‘Tool for 


Purchasing Problems 


Purchasing’s newest cost reduction technique promises 


to be one of its greatest moneysavers. Only a few pioneers 


use it now but it seems destined to become a standard pur- 


chasing tool. 


Ed Note: This is the first in a 
series of articles on the applica- 
tion of linear programming to 
basic purchasing problems. The 
article starting on the next page 
explains what linear program- 
ming is and how it can be applied 
to a problem in source selection. 
Future articles will deal with its 
application to other basic purchas- 
ing problem. 


Linear programming is pur- 
chasing’s newest cost reduction 
tool. Successful application of 
linear programming techniques 
can help solve make-or-buy prob- 
lems, improve inventory manage- 
ment, and help in selection of 
supply sources. Many purchasing 
applications for linear program- 
ming are now being developed by 
the few pioneers who are current- 
ly applying it to purchasing. 

At present, most P.A.’s don’t 
even know what linear pro- 
gramming is, but there is little 
doubt that most of them will be- 
come enthusiastic advocates in 
the next decade. 

The reason linear programming 
isn’t used more right now is be- 
cause people are afraid of it. And 
they are afraid because they 
don’t know what it is. But if you 
know arithmetic and 9th grade 
algebra, you should be able to 
handle linear programming with- 
out too much trouble. Complex 
math isn’t needed. In fact, if it 
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were, linear programming would 
not be “linear.” 

In linear programming, you 
work entirely with “straight line” 
functions. What does this mean? 
It means, among other things, no 
square roots, no cube roots, no 
fancy curves. All linear pro- 
gramming data can be plotted 
with straight lines. Problems are 
solved mainly by hard work. A 
mechanical adding machine is un- 
doubtedly far more useful to the 
practical linear programmer than 
a PhD in mathematics. 


What It Can Do For You 


Although you don’t have to 
have studied higher math to 
understand linear programming, 
the concept isn’t one that can be 
picked up in ten minutes’ reading 
in the dentist’s waiting room. If 
you can’t spare a few hours study 
for the subject, don’t bother with 
it. But before you give up con- 
sider what you can accomplish 
with LP. Linear programming 
can: 

Solve Make-Or-Buy Problems. 
Rule-of-thumb approaches to 
make-or-buy don’t work nearly 
as well as many shop superin- 
tendents think they do. Many 
plants use a hit-or-miss approach 
to the make-or-buy problem. The 
shop makes the items it likes 
and gives the rest to purchasing 
to buy. With linear programming, 
the best possible split between 
make and buy is always made. 


The basic criteria in making the 
decision all rest upon a single 
objective: to increase company 
profit. The objective is achieved 
by intelligent mathematical an- 
alysis. The techniques will be 
discussed in detail in a future 
article in this series on LP. 

Improve Inventory Manage- 
ment. Practically all inventory 
management systems are _ pre- 
dicated upon at least one assump- 
tion: that prices remain constant. 
Such systems are doomed to 
failure of course, because prices 
DO fluctuate. Purchasing agents 
know this, so they try to beat 
their own systems. When linear 
programming techniques are used 
in inventory management, the 
P.A. can allow for all variables— 
including price fluctuations. A 
future article in this series will 
cover this application of linear 
programming in detail. 

Other Applications. Like other 
basic purchasing techniques, ap- 
plications of linear programming 
are limited only by the skill and 
imagination of the purchasing ex- 
ecutive who applies it. The article 
that follows describes in detail 
how linear programming can be 
used to take the guesswork out a 
particularly tricky problem in 
source selection. Study the tech- 
niques described in detail in this 
article and you may find that you 
can apply them to one of your 
own specialized procurement 
problems. 
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Practical Guide to 


Linear Programming 


Linear programming is a mathematical purchasing technique. It takes 
time to learn but the potential payoff makes it worthwhile 


By Spencer B. Smith 


Note to the Reader 


Any time charts are essential to an article— 
as they are with this one—there’s a problem. It’s 
often physically impossible to position illustrative 
material in the appropriate place in the text. This 
means the reader may have to flip several pages 
to check the chart referred to in the text and 
then go back and try to pick up his reading where 
he left off. Many times this is too much trouble 
and the reader is inclined to skip the charts. As 
a result, he may have difficulty understanding 
the article. 

To help overcome this problem, we have in- 
cluded a tearout page (pages 71 and 72) contain- 
ing all the charts mentioned in the text. Purpose 
of the tearout page is to make it possible for the 
reader to have the page in front of him so that 
he can refer to the charts directly. One difficulty 
with this technique is that after the page has 
been torn out, it’s likely to be lost. If a reader 
wishes to check the article later on, he won't 
have all the information he needs. To prevent 
this, we have duplicated the charts that appear 
on the tearout pages on other pages of the article. 
This means the article will still be intact for 
future reference, even if the tearout page is lost. 


Linear PROGRAMMING is a mathematical 
method for planning the use of limited resources 
so that some objective, such as maximum profit 
or minimum cost, will be achieved. In purchasing 
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it typically may be applied to solving problems 
in areas such as: 

Make-or buy decisions. 

Value analysis. 

Inventory management. 

Scheduling purchases. 

Buying in seasonal markets 

Planning shipments from vendors 

Problems which can be solved by linear pro- 
gramming have the following characteristivs: 

(1) One plan of action must be selected from 
many possible plans. For example, which of 200 
parts used in the product should be manufac- 
tured and which should be subcontracted? 

(2) The objective is to maximize or minimize 
a critical factor, for instance minimize the cost of 
buying silicon. 

(3) Relationships in the problem are linear. 
This means, for example, that it costs ten times 
as much to buy ten gallons of paint as it does 
to buy one gallon. 

(4) The resources you cart use in achieving 
your objective are limited. Perhaps the amount 
of steel you can buy in any one month is limited 
by your storage capacity. 

To illustrate the use of linear programming, 
consider the following problem. The Rocket Fuels 


Dr. Smith is manager of business policy and methods research 
for the Raytheon Co.’s Semiconductor Division. He has written 
a number of other articles for Purchasing Magazine including 
a very popular series on scientific inventory management. This 
is the first of a number of articles on linear programming that 
will appear in Purchasing Magazine. 
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Please Tear Out This Page 


All the charts referred to in this 
article are presented on this page and 
its reverse side. For easier reading, we 
suggest that you tear out this page so 
that you can refer to the charts. 


In order that loss of this page will 
not make the article useless if the 
reader wishes to refer to it again at a 
later date, all the charts on the tear- 
out also appear on other pages of the 
article. In this way we hope to make 
reading easier and at the same. time 
present the article in such a way that 
it can be referred to any time the 
reader desires. 


















































Evaluation of the First Feasible Solution 


A First Feasible Solution 
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Co. has three plants, A, B, and C. Each plant has 
a requirement over the next three months for a 
chemical which must be especially processed to 
the company’s specifications. The requirements of 
the three plants are as follows: 

Plant A 1200 kilograms 

Plant B 4800 kilograms 

Plant C 3000 kilograms 

Total 9000 kilograms 

Four vendors, W, X, Y and Z, have agreed to 
supply this material. Each has a capacity restric- 
tion limiting the total amount he can supply dur- 
ing the next three months. The capacities and 
selling prices of the four vendors are as follows: 

Production Price 
Capacity per 

Vendor in Kilograms Kilogram 
W 5000 $30 
xX 2500 $25 
= 1200 $20 
Z 1000 $15 

Total 9700 

The costs of shipping one kilogram from each 
vendor to each plant are given below: 

Shipping Costs in Dollars per Kilogram 

Vendor Plant 

A B . 
$10 $5 $6 

4 3 5 

1 7 6 
4 9 3 

By adding the shipping costs to the selling 
prices we can determine the cost per kilogram of 
material delivered from each vendor to each 
plant. 

Delivered Cost in Dollars per Kilogram 

Vendor Plant 

A B Cc 
W $40 $35 $36 
X 29 28 30 
Y 21 27 26 
Z 19 24 18 

The problem is to decide on the quantities to be 
purchased from each vendor and where they are 
to be shipped so that the plants’ requirements 
will be met at overall minimum cost. 

If there were no restrictions on the amounts 
that could be purchased from each vendor, the 
problem would be simple. We see that the lowest 
delivered cost for each plant is obtained by buy- 
ing from Vendor Z. The solution would call for 
buying the total requirements from Vendor Z and 
nothing from the other vendors. 

Vendor Z, however, cannot supply the total 
requirement for any one plant, let alone for all 
plants. Therefore, this plan is not feasible, and 
we must analyze the problem further. 


Organizing the Data 


We will show how the problem can be solved 
by the “transportation method” of linear pro- 
gramming. The first step in using this method is 
to organize the data in convenient form as shown 


in Table I. 
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The vendors are listed down the left. The 
amount that each vendor can supply is entered 
at the right. 

Plants are listed across the top of the table. 
You will notice that whereas the Rocket Fuels 
Co. has only three plants, A, B and C, we have 
listed a fourth plant, D. The reason for this is 
that the vendors can supply 9700 kilograms, but 
the plants only require 9000. The transportation 
method requires that the total amount needed 
be equal to the total amount available. There- 
fore, we introduce a dummy plant, D, which re- 
quires the difference between the amount the 
vendors can supply and the amount plants A, B 
and C need. 

Across the bottom, we list the amounts re- 
quired by each plant. In the case of Plant D, 
the amount entered is 9700 minus 9000, or 700. 

The final step in organizing the data is to enter 
the cost of buying one kilogram from each vendor 
for use at each plant in the small squares in the 
body of the table. For example, it costs $30 to 
purchase one kilogram from Vendor X and have 
it shipped to Plant C. So 30 is entered in the X 
row and C column. It will cost Rocket Fuels Co. 
nothing for vendors to ship to the dummy plant, 
D, so we enter zeros all the way down the D 
column, 


Developing a Feasible Solution 


The next step in solving the problem is to de- 
velop a feasible solution. This means a solution 
which will provide each plant with its total re- 
quirement without exceeding the capacity limita- 
tions of any of the vendors. This first solution 
will not necessarily give us the lowest cost plan, 
but it will give us a starting point from which to 
develop it. (Turn Page) 
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Guess what! We made a linear programming analysis 
and finally chose the part made by your wife’s 
company, 
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Consider the amount to be shipped from Ven- 
dor W to Plant A. From Table I we see that 
Vendor W can supply 5000 kilograms, but Plant 
A only requires 1200. We take the minimum of 
these two figures, 1200, and enter it in the W row 
and A column and circle it as shown in Table II. 
This means that we plan to buy 1200 kilograms 
from Vendor W to be shipped to Plant A. 

As Plant A’s requirement is now completely 
satisfied, we turn to Plant B. Plant B requires 
4800. Vendor W still has 3800 available as we 
have assigned only 1200 of his 5000 capacity to 
Plant A. Therefore, we will assign the remaining 
3800 kilograms of W’s capacity to B as shown. 

This still leaves B 1000 short which must be 
supplied from another vendor. X can supply 2500 
so we assign 1000 of this to B. 

Vendor X’s remaining 1500 can be assigned to 
C, leaving C still short 1500. Y’s total supply of 
1200 can be assigned to C. This leaves only 300 
more required by C and this can be obtained 
from Vendor Z. 

We see that 700 of Z’s 1000 capacity will be un- 
used as the total requirements of Plants A, B 
and C have now been met. Therefore, we assign 
Z’s remaining 700 to the dummy plant, D. 

By examining Table II, we see that the sum of 
shipments from each vendor equals the total 
available from that vendor. Also, the sum of 
shipments to each plant equals the total require- 
ment of that plant. Therefore, the restrictions of 
the problem have been met, and we have a 
feasible solution. 


Evaluating The First Solution 


The total cost associated with the first feasible 
solution can be obtained as follows: 
From Vendor W to Plant A: 1200 kg @ $40 $ 48,000 
From Vendor W to Plant B: 3800 kg @ $35 133,000 
From Vendor X to Plant B: 1000 kg @ $28 28,000 
From Vendor X to Plant C: 1500 kg @ $30 45,000 
From Vendor Y to Plant C: 1200 kg @ $26 31,200 
From Vendor Z to Plant C: 300 kg @ $18 5,400 
From Vendor Z to Plant D: 700 kg @ $ 0 


0 
Total cost $290,600 


Next we wish to determine whether this is the 
plan giving the lowest possible total cost. This is 
done by determining the net effect on total cost 
of buying one kilogram through each vendor- 
plant combination not used in the first feasible 
solution. 

Consider the possibility of buying from Vendor 
X to ship to Plant A. Table II shows that X’s 
selling price plus transportation cost to Plant A 
for one kilogram add up to $29. If we have a 
kilogram shipped from X to A we must deduct 
a kilogram from X’s shipments to another plant 
in order to stay within X’s capacity. If we deduct 
from X’s shipment to B this will mean cancelling 
a kilogram at $28. Now B will be short a kilo- 
gram, but we can plan on shipping an extra kilo- 
gram from W to B at $35. In order to keep within 
W’s capacity, we would cancel a kilogram at $40 
from W to A. As we are considering the ship- 
ment of a kilogram from X to A our availabilities 
and requirements are still in balance. 
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To find the net effect on total cost of making 
these changes we must add the unit costs where 
we are planning increased shipments and deduct 
those where we are cancelling. This gives: 

+ 29 —28 + 35 —40 = —4 

In other words, for every kilogram we ship 
from X to A we will be reducing total cost by $4. 

The —4 should be entered in the XA route as 
shown in Table III. 

In general, to evaluate an unused route, add 
the unit cost shown for that route, move hori- 
zontally to a circled value in the same row and 
deduct the unit cost. From there move vertically 
to a circled value in the same column and add 
the unit cost. Move along that row to a circled 
value and deduct the unit cost. Proceed in this way 
alternately moving horizontally and vertically, 
adding and subtracting, until you are back in 
the same column as the unused route to be 
evaluated. Enter the sum of the additions and 
subtractions in the unused route. 

All the unused routes should be evaluated in 
this way. If it turns out that all the unused routes 
have positive values, this means that you already 
have the lowest cost plan and using any other 
routes would only add to total cost. If, on the 
other hand, one or more unused routes have 
negative values, this means that the plan can be 
improved. 

The values for all the unused routes have been 
entered in Table III, and it is seen that a number 
are negative. Therefore, we can improve the plan. 


Developing a Better Solution 


From Table III we see that the largest negative 
value for an unused route is —19 for shipments 
from Vendor W to Plant D. We would like to 
change our plan to ship as much as possible by 
this route as every kilogram shipped will save 
us $19. 

To determine how much we can ship by this 
route without violating the restrictions on re- 
quirements and capacities, we proceed as follows. 
First, trace a path from WD horizontally to a 
circled value in the same row, then vertically to 
a circled value in the same column, continuing, as 
we did in evaluating unused routes, until we are 
back in the same column from which we started. 
This path will be: 





3800 


Let the quantity to be shipped by route WD 
be Q. Then, in order to keep within the restric- 
tions of the problem, the amounts shipped by 
other routes in the path we have traced must be 
adjusted in the following way: 
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Table 1 





Q will be that amount which will just reduce 
one or more of the quantities being shipped 
under the first plan to zero without making any 
of the quantities negative. In this case Q will be 
700, eliminating shipment from Vendor Z to Plant 
D. 

Making the above adjustments, the new solu- 
tion is shown in Table IV. 




















The total cost associated with this solution 
is $277,300, obtained in the same way as we did 
for the first solution. This represents a saving of 
$13,300 over the first plan which would have cost 
us $290,600. 

We determined before that we would obtain 
a saving of $19 per kilogram shipped over route 
WD. As our second plan calls for shipping 700 
kilograms over this route, the saving is 700 x $19 
or $13,300 which checks with our calculations 
above. 

Evaluating the unused routes in the second 
solution we find that some still have negative 
values indicating that we can reduce the total 
cost further. 

The largest negative value for an unused route 
in Table IV is —8 for shipment from Vendor Y 
to Plant A. 

Proceeding as we did in changing the first to 
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the second solution, we find that we can ship 1200 
kilograms from Vendor Y to Plant A. 

In adjusting the amounts shipped by other 
routes, shipments will be eliminated from Y to C 
and from W to A. The total number of routes 
used will be reduced from seven to six. In order . 
for us to be able to evaluate the unused routes, 
however, we need to have a solution which uses 
a number of routes equal to the number of ven- 
dors plus the number of plants less one, or 
4+ 4—1 = 7. 

To meet this requirement, enter £, meaning 
a very small quantity, in one of the routes which 
was eliminated. In Table V we have entered it in 
route WA. In arriving at the final solution, » is 
treated just like any other quantity being shipped. 
Once the final solution is achieved, however, = 
will be ignored. 

The largest negative value for an unused route 
in Table V is —4 for shipments from X to A. 

Changing the plan according to our previous 
methods involves adding » kilograms to routes 
XA and WB and deducting = kilograms from 
routes WA and XB. 

As » is very small, this does not change the 
cost of the plan and the total costs associated 
with the third and fourth solutions are both 
$267,700. 

However, this does help us in finding the final 
solution as we see that of the unused routes in 
Table VI only one, WC, has a negative value. 


Developing the Final Solution 


To obtain the fifth solution from the fourth we 
add 2000 kilograms to routes WC and XB and 
deduct 2000 kilograms from routes WB and XC. 

This plan has a total cost of $265,700, a saving 
of $24,900 over the first plan developed. 

Evaluating the unused routes we find that they 
all have positive values. This means that no fur- 
ther improvements are possible and the fifth solu- 
tion gives us the minimum total-cost plan. 

If any of the unused routes had had zero values 
this would have indicated that there are other 
plans which are just as good although no better. 

The final plan can be written directly from 
Table VII by simply ignoring ~’s and shipments 
to the dummy plant, D. 


Minimum Cost Purchasing Plan 
Buy 4300 kilograms from W and have 2300 shipped 
to B and 2000 shipped to C. 

Buy 2500 kilograms from X and have it shipped to B. 

Buy 1200 kilograms from Y and have it shipped to A. 

Buy 1000 kilograms from Z and have it shipped to C. 

The hypothetical problem solved here has 
been kept very simple in order to illustrate some 
of the basic ideas in linear programming. Skill 
and judgment are required in fitting real prob- 
lems into a form to which linear programming 
techniques can be applied. 

Linear programming has already proven itself 
a powerful tool in providing solutions to a broad 
range of problems in business planning. It seems 
likely that it will play an increasing roll in aiding 
management to purchase for profit. 
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These photos clearly show the de- 
fects in this casting. When the sup- 
plier who furnished the casting gets 
the prints, he knows exactly why 
his work wasn’t satisfactory. 


Ar BEST—rejects are messy. 
They hurt both buyer and sup- 
plier. And the problem is even 
worse when the vendor is lo- 
cated too far away to check into 
a reject problem personally. Fre- 
quently the arguments about who 
is responsible for what end up in 
a breakdown of buyer-supplier 
relations. 

At Blanchard Machine Co., 
Cambridge, Mass., P.A. Robert 
Barnard has worked out an ex- 
tremely simple technique to pre- 
vent these reject hassles. He sim- 
ply takes a Polaroid picture of 
the defective item and sends a 
print to the vendor. He’s found 
it a particularly effective gim- 
mick with casting defects 
cut). 

As Barnard points out, aside 
from the fact that photos clearly 
show what the defect is, there 
are several other advantages. For 
example, even in cases where the 
supplier can make an _ on-the- 
spot inspection, he often has 
trouble explaining the defect to 
his production people. Photos 
eliminate this problem and as a 
result there’s less chance that the 
same mistake will be made again. 
And in cases where it isn’t con- 
venient for the vendor to make an 
on-the-spot inspection, the photos 
help the vendor decide whether 
to have the part returned or to 
have it sold as scrap. 

Barnard has been using Polar- 
oid photos in this way for several 
years and he’s thoroughly sold 
on the idea. “It makes reject nego- 
tiations a lot easier and I think 
it’s helped us get better quality 
from our suppliers,” says Barnard. 

It’s a case of one picture being 
worth a thousand words—in this 
instance words that very often 
are unpleasant. 


(see 


Piece or Pound? 
Not related to the reject prob- 


NovEMBER 9, 1959 





There’s an Easier Way 
To Handle the 


Reject Problem 


Simply by taking photographs of any defective items sup- 
plied by vendors, Blanchard Machine Co. has eliminated 
much of the bickering that so often accompanies reject 


negotiations. 


lem, but of interest to castings 
buyers, are Barnard’s views on 
whether its better to buy them by 
the pound or the piece? He’s 
definitely a piece man. His rea- 
sons: 

@ “When you buy castings by 
the piece you know exactly how 
much you’re going to pay. That’s 
not so when you buy by the 
pound. If you’ve ordered a 4000- 
pound casting, its delivered 
weight may vary by as much as 
300 or 400 pounds.” 


@ “If you buy your castings 
by the piece, the foundry has 
more incentive to keep the weight 
down. This usually means less ma- 
chining at your end.” 

Barnard admits that some 
foundries don’t like the idea of 
bidding on a piece basis. However, 
he’s found that as a rule the ones 
who complain are the one’s who 
really don’t know their job. “The 
specialists never have trouble bid- 
ding on a piece basis,” says 
Barnard. 
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Purchase Analysis 


‘Cuts Costs, 


Sharpens Buying Skills 


The job of purchase analyst is 
rotated among key buyers at 
G. M.’s Electromotive Division. 
The result: big savings and bet- 
ter trained buyers. 


By John Sincere 


E\Lecrro-morivE Division 
of General Motors in La Grange, 
Ill., hasn’t upped its selling prices 
of locomotives in several years. 
Material costs have gone up; 
wages have gone up; but selling 
prices haven’t changed. Why? 
One big reason is value analysis. 

Electro-Motive had been doing 
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value analysis for years and had 
made substantial savings. How- 
ever, the program had been quite 
informal and had been carried on 
part-time by a number of people. 


Then purchasing asked itself, if. 


substantial savings can be made 
with part-time value analysis, 
why couldn’t a full-time special- 
ist do an even better job? That’s 
how the job of purchasing analyst 
was created at Electro-Motive. 

The hunch paid off. In the first 
year purchase analysis saved over 
$400,000. The first project alone— 
consolidation of steel plate sizes 
into fewer sizes—saved almost 
$100,000! 

What makes the job successful 
is the men who do it. Three divi- 


R. P. Busse (right), taking his turn 
as purchasing analyst at General 
Motors’ Electro-Motive Div.,. dis- 
cusses the advantages of fiber glass 
over welded steel sections for a 
cooling fan shroud with Assistant 
P.A. E. A. Baricevich (left), and 
P.A. J. S. Volmer. 


sional buyers take turns at the 
job. Each works as value analyst 
about six months or a year at a 
time. This spreads the talent 
around and periodically provides 
a fresh approach to the job. 

The purchasing analyst reports 
directly to Purchasing Agent John 
Vollmer and his assistant Ed 
Baricevich. Frank Monti, divi- 
sional buyer for raw materials, 
was the first analyst. His wide ex- 
perience in steel plate and his 
good vendor contacts paid off. He 
accounted for nearly a fourth of 
the first year’s savings on the 
plate size reduction project alone. 

The current analyst is R. P. 
Busse, a 17-year company vet- 
eran. He was formerly divisional 
buyer in charge of sub-contract 
work, Others on the rotation 
roster include W. O. Miller, a 
raw materials buyer, and G. W. 
Giff, divisional MRO buyer. 
Switching the head buyers around 
has many advantages. The buy- 
ers can’t help but broaden their 
product know-how when they 
serve as value analysts. 

The analyst plans his own work 
and naturally gets help from other 
departments. For example, pro- 
cess engineering suggested a 
couple of items to analyze even 
before they were put into pro- 
duction. 
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Frequently, however, manufac- 
turing problems are the source 
of value analysis opportunities. 
For example, Busse heard that 
production was having difficulty 
making a ten foot diameter 
shroud used with a cooling fan 
on EMD’s newly designed mobile 
generator unit. It first seemed 
that the only way to make it 
was to weld rings of steel to- 
gether. This method was neces- 
sary to form the shroud in a con- 
tour to make it aerodynamically 
suitable for the fan. Someone 
suggested making the shroud out 
of glass-fiber reinforced-plastic. It 
worked perfectly and saved $150 
on each shroud. The new fiber 
glass shroud also has a much 
smoother surface than the steel 
shroud which had ridges pro- 
duced by its welded joints. 

Purchasing’s monthly price 
change report is another source 
of value analysis ideas. Items that 
look high priced are picked out 
for analysis. A good example is 
a custom-made pipe elbow fitting 
that formerly cost $4.50. When 
the analyst found it only weighed 
five pounds he wondered why. 
Naturally pipe fittings are not 


supposed to cost a certain amount 
per pound, but a high cost can 
make an analyst just a little 
suspicious. 

Investigation showed that a 
similar fitting could be obtained 
for half the original cost. 


Vendors Help Too 


On one of Buyer Frank 
Monti’s first projects as analyst, 
vendors helped by pointing out 
the sizes of steel plate that could 
be supplied to reduce the num- 
ber of different sizes Electro- 
Motive was ordering. Purchasing 
formerly paid a premium for sev- 
eral special sizes of 5/16 in. plate 
used to make diesel engines 
crankcases. With the help of 
process engineering and the ven- 
dor, purchasing worked out a bet- 
ter pattern layout. This elimi- 
nated three special sizes; now just 
one standard size need be ordered. 
Other savings included a reduc- 
tion in shearing costs and offal. 
Total savings on this project alone 
were $96,846. 

A work sheet is kept by the 
purchasing analyst on all items 
being studied, At the end of the 
accounting period (October 1 to 

















September 30) net annual sav- 
ings are figured. Each project gets 
a number. The change put 
through and the estimated yearly 
savings that result are noted. (In 
the first year of the program, the 
savings were $401,194.52!) 


Expeditor Has Idea 

The value analysis spirit is 
catching. For example, one of the 
expeditors came up with an idea 
that netted $20,664 in the first 
year. In a phone contact with a 
vendor, he learned that the brass 
water valve he was calling about 
could be made of cast iron. 

On another project, pure in- 
quisitiveness led to a labor sav- 
ing on a thrust washer that was 
part of a blower assembly. The 
analyst noticed that the washer 
was purchased as a sand casting 
and it required finishing all over. 
Several experienced foundries 
suggested he try buying the cast- 
ing made by the shell molding 
process. The basic cost was no 
lower than a sand casting, but 
the shell-molded washer didn’t 
require as much finishing all over. 
Net reduction in labor costs: over 
$8,000 a year. 

























































































pil 











MOR BSS ESOS 





sina 











i! 














art 


li 








Pre tt 
= 


a 























PICK-UP mas 
P. MeCAPFERTY 


2 re 








The purchase analyst reports directly to the P.A. and the assistant P.A. 
Divisional buyers each take over the purchase analyst job for short periods. 
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that paid off. 





A P.A. came in with a new broom and swept out half the 
department, The other half was given better working con- 
ditions, higher pay. It was a personal and business gamble 








By John Starr 


Ed. Note: This article describes an 
actual situation in a West Coast 
manufacturing company. Since 
some parts of it may embarrass 
the company and certain persons 
who have left it for various posi- 
elsewhere, we have sub- 
stituted pseudonyms for their true 
names. All other material in the 
article is factual. 


tions 


But VOSSMAN, purchasing 
agent for Sun Aeronautical Com- 
pany in Southern California, may 
not be unique. But in one respect, 
he comes close to that status. 

He left a good job with another 
company in order to assume his 
present position. And despite all 
the resentment he subsequently 
met among associates who felt he 
really didn’t deserve his new post, 
he has been outstandingly suc- 
eessful. 

According to some authorities, 
about nine out of ten executives 
who attempt to do what Vossman 
did can count on losing their new 
jobs—and perhaps sizeable chunks 
of their reputations—within a 
year. Probably many are so en- 
thused over the prospect of sub- 
John Starr is a free-lance writer who re- 


ports reqularly on industrial purchasing 
practices. 
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stantial pay increases they don’t 
stop to consider some of the more 
mundane facts of life. 

“T’d never have thought of leav- 
ing my previous job,” according 
to Vossman, “if I wasn’t sure I 
could overcome any animosity by 
improving Sun’s buying setup in 
a very short time.” 

Vossman isn’t boasting. He’s a 
professional buyer with more than 
twenty years’ experience in sev- 
eral outstanding purchasing de- 
partments. He knew he would be 
replacing a man who was a law- 
yer with little practical exper- 
ience in procurement. 

Because of his inexperience, 
Vossman’s predecessor had made 
separate teams of buyers and ex- 
peditors alternately responsible 
for orders. This system worked 
out fairly well during World War 
II, when most aircraft companies 
were using it, and it may still 
have certain advantages for some 
industries. But Vossman knew it 
was not the best system for a 
company that must plan about 
five years into the future. 

“Because the company’s man- 
agement seemed to be aware of 
all this,” Vossman says, “I felt 
that I would get the sort of co- 
operation I needed to reorganize 
Sun’s purchasing department— 
and, in the process, to earn the 
friendship and respect of my sub- 
ordinates.” 

Compared with other aircraft 


companies, Sun is not a giant. But 
it’s a comer. Last year it issued 
about 25,000 purchase orders 
(worth almost $21 million) to 
over 1400 suppliers. Therefore, 
Vossman had far more than an 
immediate increase in pay to gain 
from his new position. 

In reorganizing Sun’s purchas- 
ing, he was able almost immedi- 
ately to reduce personnel by 50% 
by permanently assigning buyers 
to specialized operations and by 
making each buyer responsible 
for follow-up. Besides saving 
money for the company, this en- 
abled Vossman to get rid of peo- 
ple who were either incompetent 
or unduly resentful of him. And 
he did it without any large-scale 
firing. 

“I was able,” he explains, “to 
find jobs in other departments 
for most of the employees I didn’t 
want or need. 

To boost the morale of those 
who remained in his department, 
Vossman had a remodeling job 
done and shattered company pre- 
cedent by assigning each buyer 
a private office and secretary. 

He was also successful in get- 
ting raises for everyone in the 
department on the ground that 
they now had greater responsi- 
bilities and were generally pro- 
ducing more. 

“After that,” he says, “I began 
to get the feeling that somebody 
out there liked me.” 
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Vossman isn’t the sort of P. A 
however, who thinks buyers’ per- 
formance is something you can 
take for granted. That is one rea- 
son why he has each man fill 
out a special “work summary 
form” each week. 

On it the buyer must indicate 
the current number of his un- 
placed requisitions, open items, 
overdues, and shortages; also, the 
date on the oldest of his untyped 
requisitions, the number of re- 
quisitions he has received, the 
number of purchase orders he has 
had typed, the number of change 
notices and revisions he has han- 
dled, and the total dollar value 
of his orders for the past week 
and the past month. 


Buyers Expedite 


Each buyer has complete re- 
sponsibility for follow-up. He may 
delegate some of this work to his 
secretary, (e.g. where routine 
checks must be made in connec- 
tion with orders for long-lead-time 
items.) 

The buyer must determine how 
much expediting will be done on 
the basis of time and the nature 
of requisitioned articles. As a rule, 
no follow-up is needed on shelf 
items. Parts ordered from sub- 


contractors require almost con- 


tinuous expediting. 

In placing the order, each buyer 
must negotiate the best possible 
delivery date. He then indicates a 
follow-up schedule on a traveler 
for the purchase. 

Following the distribution of 
purchase order copies, the buyer’s 
secretary places the expediting 
schedule in an open file which has 
prenumbered folders indicating 
days of the month. A tab on the 
folder she selects coincides with 
the date specified for initial ex- 
pediting action, and it is the sec- 
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Gag! 


“I hear they’re kicking me upstairs. . . 


retary’s first duty each morning 
to remove from the file all follow- 
up data that will require the 
buyer’s attention during the day. 

Expediting may involve the use 
of telegrams, telephone calls, or 
two-part postcards (each of which 
has a half that can be quickly 
filled in and returned after it is 
received by a supplier). Some 
vendors are also asked to send 
Sun’s buyers weekly status re- 
ports. 

When a supplier is obviously 
having trouble with an order, a 
secretary applies color tape to an 
appropriate folder in the open file. 
Green tape denotes an overdue, 
while red tape identifies a short- 
age. Thus, it is a very simple mat- 
ter to obtain information regard- 
ing trouble items. 


Purchase Engineering 


In view of what he’s done so far, 
it might seem that Vossman is 
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almost certain to lose prestige 
among his superiors—simply be- 
cause there is a limit to the 
number of spectacular things one 
man can do for a purchasing de- 
partment. But, at this writing, he 
evidently still has plenty of king- 
sized tricks up his sleeve. 

A purchase engineering pro- 
gram which he recently inaugu- 
rated, for instance, has already 
proved that such things as better 
sources of supply, price reduc- 
tion negotiations, improved pro- 
duction aids for vendors, and su- 
perior quality control methods 
will save Sun more than $900,000 
in manufacturing a new-type en- 
gine. 

“Of course,” he concludes, “our 
operation may eventually attain 
such a state of perfection that 
Sun won’t have to employ any- 
body in the purchasing depart- 
ment. But I’ve a hunch I’m not 
going to live that long.” 
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This article is one of a 
series illustrating and ex- 
plaining the use of various 
purchasing department 
forms. All forms that will 
be described in this series 
have been selected from 
representative purchasing 
organizations around the 
country. Watch for Forms 
Forum and see how your 
own forms measure up. 





TALLY SHEET 


pum-vai, «nev into 


Memorandum—This is the handy 
form used by purchasing to re- 
turn incomplete or improper 
requisitions to the originator 
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Mepar, Inc., Falls Church, 
Va., is a young company (started 
1946) in a young industry. A sub- 
sidiary of Westinghouse Air Brake 
Company, Melpar concentrates on 
electronic items for the military, 
producing flight simulators, data 
handling systems, radar beacons, 
and complete radar systems. 
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Precision and high quality are 
essential in these products. Di- 
rector of Purchases Charles K. 
Craggs has geared his forms and 
procedures to meet these require- 
ments. He is thus able to main- 
tain a smooth flow of materials. 

The key purchasing forms Mel- 
par uses are shown here. 


Material Tally Sheet 
—A record of partial 

« receipts and returns is 
kept on this form. It 
provides up-to-date 
information on how 
much material is due 
on various orders. 
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Purchase Order—This form is for fixed 
price purchases. It is used both as a 
pre-numbered (open market) and un- 
numbered (sub-contract) form. 


Request For Quotation—When it is 
advisable to secure written quotations, 
this form is sent to suppliers. 
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Special Purchase Order 
and Voucher—This form 
is used by purchasing 
and certain other specifi- 
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SPECIAL PURCHASE ORDER AND VOUCHER 
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cally designated person- 
nel to make purchases of 
$10 or less. It eliminates 
vendor invoices on small 
orders. 
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Purchase Requisi- 
tion—This form is 
processed through 
various channels 
for approval. The 
number of approv- 
als needed depends 
on the value of the 
proposed purchase. 
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Internal Request for Quotation—This 
form is a request for purchasing to ob- 
tain price and delivery information. It 
does not grant authority to purchase. 
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Bid Tabulation Sheet— 
Used to record the bids 
of various suppliers. It 
becomes a part of the 
purchase order file re- 
tained in the purchasing 
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Control Supervisor Graham Good- 
all (left) and C-I-L General Pur- 
chasing Agent John Wright. Their 
goal: give the buyers time to buy. 


B EING A BUYER for Canadian 
Industries Limited (C-I-L) , Mon- 
treal—the Canadian equivalent of 
Du Pont—has to rank as one 
of the toughest jobs in purchas- 
ing. Just as a sample, here’s what’s 
expected of C-I-L buyers as out- 
lined in a recent purchasing de- 
partment report: 

“A buyer must have a thor- 
ough knowledge of his markets. 
He must also have background 
knowledge. For example an equip- 
ment buyer must know the capa- 
bilities of every engineering shop 
in the country. Buyers must all 
have information about markets 
(past, present and future), proc- 
esses, producers, production ca- 
pacities and rates, consumption 
levels, substitutes, prices, trans- 
portation, economics, customs, 
government regulations and pol- 
icies, politics, etc.” 

And in another section of the 
report which describes what’s ex- 
pected of the purchasing depart- 
ment (which means the buyer) 
the job is presented this way: 

“As soon as it has been agreed 
that a proposed project [new 
product] may be technically feasi- 
ble, a market survey must be 
undertaken. At this point pur- 
chasing may be consulted for 
background information. Almost 
simultaneously a production cost 
estimate will be made, for which 
purchasing will provide data. In 
addition, purchasing may be asked 
for information on availability of 
raw materials, possible sources, 
price trends; perhaps an assess- 
ment of two or more alternative 
starting materials. .. . Finally pur- 
chasing may participate in discus- 
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Blueprint for a Modern 


Purchasing 


Department 


Secret of the success of Canadian Industries Limited’s 
purchasing is the scientific way the department has been 
organized, Everything has been planned around the con- 
cept that the buyer is a creative business executive who 


should be able to devote all his time to scientific buying. 


By Ned Kellogg 


sions regarding selling policy and 
pricing of the new product with 
a view to forecasting sales and 
profits.” 

These descriptions of what’s ex- 
pected of C-I-L purchasing and 
C-I-L buyers aren’t just outlines 
that are filed away in a glass- 
covered bookcase. They are an 
accurate description of the way 
C-I-L purchasing operates. 


No Featherbedding 


What makes it all possible? 
Mainly the concept within the 


purchasing department that the 
buyer is a creative business ex- 
ecutive. He is expected to spend 
his time on the really important 
phases of purchasing: value anal- 
ysis, special commodity studies, 
vendor evalution, cost reduction, 
etc. He is not to get involved in 
routine order placing or paper- 
work—the trivia that Westing- 
house Purchasing VP Andy Ken- 
nedy calls “purchasing feather- 
bedding.” 

It’s not that there isn’t a lot 
of paperwork at C-I-L. Last year, 
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A section of the busy control de- 
partment which effectively relieves 
the buyers of most of the paperwork. 


for example, the company placed 
60,000 purchase orders. But the 
buyers didn’t get involved in the 
paper shuffling. Somebody else 
handles the paperwork and much 
of the routine buying is delegated. 

In line with this, one of the im- 
portant trends at C-I-L is to give 
the company’s 25 plants increased 
purchasing authority. At present 
the plants place 60% of all pur- 
chase orders. However, this 
doesn’t mean that purchasing is 
delegating itself out of a job. Al- 
though the plants place nearly 
two-thirds of the orders, the p.o.’s 
issued by the purchasing depart- 
ment account for 75% of the total 
dollar volume. 

C-I-L purchasing has found that 
once the buyers have done the 
spadework—lining up vendors, 
negotiating prices, setting up spe- 
cifications—the plants can take 
over the order placing routine. 
What it boils down to is that the 
plants take care of the cats and 
dogs, while purchasing spends its 
time where it counts most. 

C-I-L General Purchasing Agent 
John Wright is so satisfied with 
this system that he hopes to in- 
crease the percentage of plant- 
placed orders even more. 


Who Does the Paperwork? 


Having the plants do a lot of 
their own purchasing obviously 
eliminates many of the buyer’s 
minor migraines. But what helps 
even more is the control depart- 
ment which takes over most of 


the paperwork. It’s a separate unit 
within purchasing and is divided 
into three sections: clerical, typ- 
ing and filing, and information. 
There are 23 people in all. 

The clerical section is made up 
mainly of buyers’ assistants—or 
secretaries to the buying staff. In 
addition to doing normal secre- 
tarial work, the buyers’ assistants 
also do some of the routine order 
placing and followup. 

The typing and filing section 
does exactly that—quickly and 
competently. 3 

Far and away the most inter- 
esting section of the control group 
is the information unit which con- 
sists of a librarian and an assist- 
ant. The official C-I-L description 
of the information group’s func- 
tion is this: 

“The information group... pro- 
vides a reading and clipping serv- 
ice and collects statistical and 
background market and commod- 
ity data. It also maintains charts 
covering administration, general 
economic indicators, and specific 
commodity data such as price and 
import information [Ed Note: 
particularly important for C-I-L, 
since a third of its purchases are 
made in the U.S.] This section 
also issues surveys from time to 
time on specific commodities or 
materials. Thus the information 
group of the control section furn- 


ishes data needed to make price 
and market forecasts.” 


Keep Buyers Informed 


Part of the information group’s 
job is to screen the 348 publica- 
tions the department receives 
every month. Articles of interest 
to the various buyers are clipped 
and routed. The information sec- 
tion also keeps 40 different charts 
up to date. The charts vary in 
nature from records of purchas- 
ing volume to import figures. 

In addition to using the charts 
to make purchasing decisions, the 
buyers also find them helpful in 
making “sales” presentations. If, 
because of a shift in market con- 
ditions, a buyer wishes to make 
a radical change in his purchases 
of a particular commodity he 
needs approval from the operating 
department. Often the charts are 
an aid in selling the new buying 
policy. 

The information group also 
makes special studies for the buy- 
ers. If a buyer requests it, the in- 
formation section will comb all 
the recent literature on a partic- 
ular subject and turn in a sum- 
mary. An example of the kind of 
reports information makes is a 
recently completed study of bene- 
fication of phosphate rock. 

The information group is par- 
ticularly helpful in getting new 


The information group consists of Department Librarian Miss A. M. Mac- 
Iver (right) and Mrs, A. L. Englen. Their job: to supply the buyers with 
any information that will result in better purchasing. 
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PURCHASE ORDER — VOLUME 


DALY AVERAGE PER MONTH 


TOTAL ORDERS AND AF’S — Bat 


HEAD OFFICE PLACED ORDERS AND AF'S --— 


% HEAD OFFICE cscace at mon —- 


This is one of the 40 charts that are kept up to date by the information group. 
The descending line at the bottom of the chart shows how effectively purchasing 
delegated routine order placing to the company’s 25 plants. This form of decen- 
tralization leaves the buyers free to concentrate on the more important purchases. 


buyers off to a fast start. It pro- 
vides them with source material 
on commodities and advises them 
on what trade publications they 
should read. 


Chance to Build an Empire 


Heading the overall control 
group is earnest, competent Gra- 
ham Goodall. What impresses you 
most about the way Goodall runs 
the control section is his approach 
to the job, He’s in a wonderful 
position to be an empire builder. 
He could, if he wanted to, present 
all sorts of logical reasons for in- 
creasing the number of records 
and files kept by his department. 
He doesn’t. Instead his basic ap- 
proach is to eliminate as much 
paperwork as possible. It almost 
seems as though his goal is to sim- 
plify his department’s work to 
the point where it will no longer 
be needed. Of course this won’t 
happen, but there is no doubt 
he’s winning the paperwork 
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battle. 

“T don’t believe in keeping stuff 
around on the basis that someday 
somebody might be able to use 
it.” says Goodall. “If we need 
something and don’t have it we 
can make a special study.” And 
the way he has his department 
organized, those special studies 
can be wrapped up in a surpris- 
ingly short time. 

In addition to his job of man- 
aging the control department and 
making studies to simplify pur- 
chasing methods, Goodall also 
rides herd on the purchasing op- 
erations of the 25 plants. It’s his 
job to see that the plants adhere 
to C-I-L purchasing procedures. 


Gets Fewer Reports 


He recently completed a study 
which resulted in the plants’ being 
given authority to place orders 
up to a value of $200 without 
having to make a report to pur- 
chasing. The previous ceiling was 


$50. As a result of this change, 
paperwork, both at the plants and 
in the purchasing department has 
been cut considerably. 

Among Goodall’s other proj- 
ects: rewriting the purchasing 
manual, His approach to this job 
was to interview all the buyers to 
find out what suggestions they 
had for improving purchasing 
procedures. He’s currently trying 
to eliminate the paperwork re- 
quired in plant claims against 
vendors. It’s Goodall’s feeling that 
the plants should be able to work 
out most of these problems for 
themselves without involving the 
purchasing department. 

Goodall views his department 
as being a service center for the 
overall purchasing organization. 
That’s one of the reason’s that 
although being a buyer for C-I-L 
is extremely demanding, it’s the 
kind of job that’s ideal for any 
really top caliber purchasing ex- 
ecutive. 
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Rayco Director of Purchases Sol 
Schatzberg riffles through a stack 
of IBM cards which he uses to keep 
tabs on inventories. 


a 


The quest for new ideas and new 
materials is another Schatzberg oc- 
cupation. As a result of his inves- 
tigations Rayco was able to come 
out with one of the first completely 
transparent auto seat covers. 


Controls Keep Purchasing 
On Top of the Job 


7 
Sox SCHATZBERG, director 
of purchasing for Rayco Manu- 
facturing Co., Paterson, N.J. is an 
organization man. This doesn’t 
mean that he fits the stereotype 
described by William Whyte. It’s 
because of the emphasis he places 
on having a well organized pur- 
chasing department. And for Ray- 
co it’s a good thing he does. The 
auto accessories market (Rayco 
makes seat covers and convertible 
tops which it sells through fran- 
chised stores) is toughly competi- 


tive; the changes come quickly. 
Without the controls Schatzberg 
has set up in purchasing, the de- 
partment wouldn’t be able to cope 
with the special buying problems 
common to this field. 

In setting up his purchasing 
controls, Schatzberg had two im- 
portant advantages. When he 
joined the company in 1952, there 
was no purchasing department. 
Schatzberg could do more or less 
as he pleased when it came to de- 
veloping the kind of purchasing 


organization he wanted. And he 
also had (and still has) strong 
backing from top management. 
The reason: before Schatzberg ar- 
rived, President Joseph Weiss did 
all the buying. This means that 
Mr. Weiss knows how important 
purchasing is and he understands, 
its problems. 


IBM Inventory Control 


The importance of Schatzberg’s 
controls shows up most clearly in 
the way he handles inventories 
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of major cost items at Rayco’s 
two manufacturing plants. The 
system is extremely simple. It’s 
done with IBM cards—a master 
and a two-part IBM ticket. 

When material—say a roll of 
fabric—arrives at one of the plants 
from a vendor, the plant forwards 
a receiving report to inventory 
control. Next step is to make out 
the IBM cards. This involves as- 
signing a number to the roll of 
fabric and listing other informa- 
tion such as total yardage, width, 
receiving date, etc. The two-part 
IBM ticket is then sent to the 
plant and attached to the roll 
while the master card remains 
in inventory control. When the 
plant gets around to using the 
roll, the ticket is removed and 
one half is sent back—indicating 
that the roll has been removed 
from inventory. 

Once a month the IBM cards 
are run through the machines. 
The information that’s developed 
gives Schatzberg an up-to-date 
figure on inventories at the plants 
and indicates how fast material is 
being used up. It also gives him 
a way of checking on whether 
the plants are operating on a first- 
in, first-out basis which, of course, 
is standard operating procedure 
at Rayco. 


Talks Facts With Vendors 

Schatzberg’s emphasis on con- 
trols is also apparent in his deal- 
ings with vendors. Along with the 
marketing department, purchas- 
ing keeps tabs on the sales and 
purchases of all of Rayco’s more 
than 150 franchised retail stores. 
This means that when Schatz- 
berg talks to a vendor he can put 
the facts on the line. He can make 
an accurate estimate of how much 
business the vendor can expect, 
how much inventory the supplier 
should carry, and what his pro- 
duction rate should be. 

In giving the vendor these facts, 
Schatzberg helps both the sup- 
plier and Rayco. The vendor can 
work out better production sched- 
ules and since he doesn’t have to 
cover himself for peak and val- 
ley cycles, his price is likely to 
be a little lower. 

Schatzberg. also applies price 
_ controls. For most of the major 
commodities Rayco buys (such as 
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seat cover fabrics), Schatzberg 
has been able to work out six- 
month fixed-price contracts. After 
the six months are up, Schatz- 
berg and the vendor get together 
to renegotiate the contract. 

Arriving at a contract price 
agreement is no automatic “sign- 
on-the-dotted-line” operation so 
far as Schatzberg is concerned— 
especially with new items. He 
gives price negotiation the full 
purchase analysis treatment. If 
he’s setting up a buy for a new 
line of seat covers, he carefully 
checks the market price of the 
yarn, tries to determine the sup- 
plier’s weaving time. Then he’s 
ready to negotiate from an in- 
formed position. 

In his desire to have a definite 
system or control for all opera- 
tions that come under purchas- 
ing’s sphere, Schatzberg frequent- 
ly goes to his vendor’s vendor to 
make certain that Rayco’s end- 
product gets off to the right start. 

“You have to have quality in 
this business,” says Schatzberg. 
“Even our less expensive lines 
have to be good. You know it's 
usually the guy who pays the 
least who squawks the loudest if 
something goes wrong.” 


Set Up Specifications 


With this kind of attention to 
controls, it’s not surprising to find 
that Schatzberg was personally 
responsible for setting up the com- 
pany’s strict specifications for the 
more important items it buys. 
Working with the U.S. Testing 
Co., he developed specifications 
to meet end-use requirements for 
tensile strength, fade resistance, 
abrasion, ete. 

This work has now been taken 
over by design engineering, but 
the fact that all the important 
purchase orders issued by Rayco 
have clearly defined specifications 
is due to work originally started 
by the purchasing department. 

Schatzberg’s controls go be- 
yond facts, figures and materials, 
however. They are also a part of 
the way he manages his depart- 
ment. For example, twice a year, 
Schatzberg makes a performance 
evaluation of his two P.A.’s and 
two buyers. Rather than using 
a form or checklist (Schatzberg 
believes these would be too rigid 


Schatzberg makes certain that pur- 
chasing gets into the act early— 
when new products are still in the 
design stage. Here he checks seat 
cover fabrics with Rayco’s design 
chief Michael McCarthy. 


in evaluating people), he makes 
out a more or less rambling but 
nonetheless comprehensive re- 
port. 

His general approach to these 
evaluation reports is to begin by 
stating how he thinks each job 
in the department should be han- 
dled. He then goes into a detailed 
analysis of how each man meas- 
ures up against the ideal. When 
the report is finished, Schatzberg 
goes over the reports with each 
of the men involved. He’s con- 
vinced that his men benefit by 
knowing how they stand. 

There’s no doubt that Schatz- 
berg’s system of controls helps 
him keep on top of a hectic pur- 
chasing job. And there's no doubt 
that these controls are at least 
partially responsible for the fact 
that he can boast that, “Not a 
dime is spent in this company 
that doesn’t go through purchas- 
ing.” 
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How to Get the Most 
- Out of Standardization 


Mr. Goubeau is vice president and director 
of material for Radio Corp. of America. He 
was recently awarded the Howard Coonley 
Viedal—one of the highest awards in the 
field of standardization—“for his key role 
in making standards one of the major tools 
of the purchasing agent.” He wrote this 
article more or less as a rebuttal to a piece 
by Norman Levine (“The Hidden Threat of 
Standardization,” Purchasing Magazine, 
Var. 2, 1959, p. 69). Mr. Levine expressed 
the view that too much standardization 
might reduce the effectiveness of the pur- 
chasing executive by nullifying his role as 
negotiator. 


An ENGINEER does not en- 
hance his professional prestige by 
making his calculations in long- 
hand instead of with a slide rule 


Through History With Standards 








By Vincent dePaul Goubeau 


or computer. The same applies to 
an engineer who designs “spe- 
cials’ when suitable standard 
parts are available. For the max- 
imum possible use of standards 
is smart engineering—as smart as 
using a slide rule or a computer. 

The use of available standard 
parts is smart purchasing too, Al- 
most every purchasing agent 
would agree that he is responsi- 
ble for helping boost his com- 
pany’s profits. Since one of the 
best ways to boost profits is to 
reduce costs, it makes sense to 
standardize and use standard 


parts wherever possible. 

Any time a P.A. helps his com- 
pany reduce costs, he becomes 
more valuable to his company. 
Similarly, he enhances the status 
of the purchasing profession in 
the eyes of his management. A 
purchasing agent who neglects the 
use of standards—because he feels 
it might reduce his stature as a 
professional negotiator—probably 
doesn’t fully understand their 
value. 

As a procurement executive, I 
cannot conceive of any profes- 
sional purchasing man consciously 











ne 


One of the first attempts at estab- 
lishing a standard was made in 1120 
when King Henry I of England de- 
creed that the ell (the ancient yard) 
should be the exact length of his 


arm, 
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After Boston was destroyed by fire 
in 1689, it became a civic crime for 
brickmakers to make bricks in sizes 
other than 9x4 in. City fathers real- 
ized that standardization was a must 
in rebuilding the city. 


One of the most important group 
standards ever developed was the 
railroad’s standard track gage and 
system of interchangeable brakes 
and couplings. 
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failing to buy standard items if 
they will perform the required 
function. His only excuse is the 
need for performance not avail- 
able in a standard item. 


What Is a Standard? 


A standard is a rule or model 
established by authority, custom, 
or general consent. Standards can 
be classified into two broad 
classes. One is commodity stand- 
ards—which deal with material 
things—size, shape, color, phys- 
ical and chemical properties, and 
performance characteristics. The 
other is managerial standards, 
which cover intangibles like op- 
erating rules, accounting prac- 
tices, and personnel procedures. 

While a purchasing agent must 
be concerned with the managerial 
standards that affect his own work 
—as well as the specifications and 
buying procedures of other de- 
partments—his primary concern 
is with commodity standards. 
These identify a product so that 
both buyer and seller can be sure 
that they are talking about the 
same item, 

A standard product or material 
is one that meets certain stand- 
ard specifications. These stand- 
ards have made mass production 
possible. 

At the ASA’s National Con- 
ference on Standards last year, 
Freeman B. Hudson, Jr., purchas- 





ing agent at the plastics and resins 
division of American Cyanamid 
Company, told how the use of one 
standard product saved his com- 
pany thousands of dollars. 


Standard Instead of Special 


“We use in fairly substantial 
volume a certain organic chem- 
ical,” he said. “Our specification 
for this chemical called for 1% 
maximum to be retained on a 16- 
mesh sieve. A 16-mesh sieve has 
an opening of approximately one 
millimeter. The chemical as pro- 
duced, however, comes in small 
flake form—the flakes being per- 
haps three by five millimeters. In 
order to meet our specifications 
it was necessary for the producer 
to grind his standard product to 
make our special. 

“We paid a 6% premium for 
this grinding operation. When we 
checked with the technical de- 
partment on why the special was 
needed, there seemed to be no 
clear-cut answer. It was one of 
those things we had always done 
and so we continued doing it. 
After adequate evaluation, it was 
determined that the standard 
product was just as good in all 
respects as our special. 

“With a volume of 500,000 
pounds a year, at a 6 cents per 
pound saving, we realized $30,000 
a year by using a standard instead 
of a special.” 
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In 1904 there was a bad fire in Bal- 
timore. Other cities were asked to 
help. Equipment was rushed in, but 
it couldn’t be used because the hose 
couplings didn’t fit the Baltimore 
hydrants. 
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Of course, a purchasing agent 
should not accept standardization 
blindly. Even the most inspired 
advocates of standardization admit 
that there are times when a 
standard product is not the most 
economical. A specially engineer- 
ed item that serves a useful pur- 
pose and improves the perform- 
ance of the end product may 
justify its increased cost. In fact, 
it could conceivably become a new 
standard if experience continues 
to justify its use. 

In a good many cases, however, 
the special is a long gamble. Spe- 
cials need special treatment all 
along the line. They must be 
screened and estimated. They re- 
quire special engineering, expedit- 
ing, processing, time-study, su- 
pervision, inspection, testing, and 
packaging. They may require spe- 
cial tools, gages, materials, and 
set-ups on machine tools. And 
they are usually produced by 
slower methods because of the 
low volume per order. 


Saving Time 

Standards save everybody’s 
time. They eliminate the unpro- 
ductive aspects of negotiation— 
the time purchasing agents spend 
analyzing the requisition and 
drawing up specifications as well 
as the time vendors spend ana- 
lyzing the specifications and cal- 
culating costs. But actual negotia- 
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ardized as electric lamps and their 
accessories. This stress on a stand- 
ardization has had a lot to do with 
the fact that an electric lamp cost 
$1.75 in 1907 and less than 15¢ today. 





As late as 1927 lack of standardiza- 
tion made traffic lights as much of 
a hazard as a help. Colors used in 
traffic lights ranged from purple to 
orange. In some states green meant 
go—in others it meant stop. 
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"Standardization is one of the best ways to cut costs, boost profits..." 


tion on the things that count— 
price, delivery, and service—are 
not eliminated by the purchase 
of standard articles. 

On the other hand, standards 
are value analysis tools that en- 
able the purchasing agent to nego- 
tiate intelligently. Not only do 
they provide a common language, 
but they are also often backed up 
by a wealth of industry-wide ex- 
perience that permits buyers to 
compare values. 

An example of how standards 
help P.A.’s analyze value is the 
American Standard Minimum Re- 
quirements for Acetate and Rayon 
Fabrics, L22. The nature of tex- 
tiles is such that no one, not even 
an expert, can tell the difference 
between properly processed or 
poorly processed fabrics by look- 
ing or feeling. Only a laboratory 
test, based on a standard, can re- 
veal what is good and what is bad. 

American Standard L22 covers 
51 end-use items of wearing ap- 
parel and home furnishings. Each 
end-use specification describes 
what tests are required before the 
fabrics can qualify as “washable,” 
“machine washable at hand tem- 
perature,” or “cleanable.” The 
specifications also give informa- 
tion on dimensional restorability 
and stability, in addition to data 
on fastness to gas fading, shrink- 
age, and tensile strength. These 
standards were developed through 
the cooperation of the textile in- 
dustry as well as distributors and 
consumer groups. 

According to Benjamin Oshins, 
president of Ballet Fabrics, Inc., 
“The important advantage (of 
American Standard L22), as buy- 
ers view it, lies in the opportunity 
that it provides to secure stand- 
ardized merchandise from man- 
ufacturers, regardless of the lapse 
of the time between orders. This 
means that my customers can get 
the same high quality today, to- 
morrow, next month, next year, 
or whenever.” 


Assurance of Quality 


Standards provide the purchas- 
ing agent with an assurance 
of quality. One textile finisher, 
Reeves Brothers, found that its 
use of American Standard L22 
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was a source of satisfaction to its 
customers. 

Percy R. Meeker, vice presi- 
dent of Reeves Brothers, says, 
“we have gone for many months 
without a single return, claim, or 
complaint on goods processed un- 
der American Standard L22.” 
Since claims and _ complaints 
plague not only the producer but 
the purchaser as well, P.A.’s cer- 
tainly benefit through standard- 
ization. Another advantage men- 
tioned by Mr. Meeker: standards 
help protect the buyer from the 
unscrupulous or inept operator. 

The largest benefits are de- 
rived from standards that apply 
throughout an entire industry. 
National standards provide value- 
analysis guides. They also reduce 
the number of specials beyond 
the boundaries of companies and 
even industries. And they drive 
costs down even further than 
is possible with company-wide 
standardization. 

All true standardization is co- 
operative. A standard developed 
by one individual or company, 
without consideration of the needs 
and experience of others, is gen- 
erally of only limited use. Often, 
it is an obstacle to larger savings 
through national standards. Re- 
stricting efforts to company stand- 
ards can even be a great disserv- 
‘ce to that company, because it 
may prevent it from meeting com- 
petitive prices. 

Some of the best examples of 
national, and even international, 
standardization are provided by 
the photographic, petroleum, and 
electrical industries. 


ASA Ratings 


Millions of amateur photogra- 
phers know the American Stand- 
ards Association through its ini- 
tials. Many of them rely on the 
ASA film exposure index num- 
ber when setting the shutter 
speed and lens opening. American 
Standards cover not only film 
speeds and exposures, but also 
their sizes, perforations, and other 
properties. 

American motion pictures, as a 
result of international standards 
work, can be shown in any coun- 
try in the world. The popularity 


of motion picture photography as 
a hobby can be attributed in large 
measure to standards, which make 
accessories interchangeable, pro- 
vide consistent results, and help 
lower costs. 

The American Petroleum Inst1- 
tute has cooperated with all other 
industries to develop standards 
for most of the important products 
bought by oil companies. These 
standards are recognized national- 
ly as well as internationally. The 
annual savings of the petroleum 
industry, from the equipment 
bought to API standards, are sev- 
eral hundred million dollars a 
year. In addition, there are sub- 
stantial savings made through 
more efficient drilling and produc- 
tion methods, because of inter- 
changeable standard equipment 
and parts, 

The electrical industry is one 
of the most widely standardized, 
not only in the U.S. but through- 
out the world. About 400 Ameri- 
can Standards have been devel- 
oped in this country by the elec- 
trical industry, covering every- 
thing from light-bulb sockets to 
oil-immersed transformers. 

More than 440 American cities 
have based regulatory ordinances 
on the two American Standard 
codes covering the installation 
of electrical equipment. Since 
1904, the electrical industries of 
the world have had a perma- 
nent organization—the Interna- 
tional Electrotechnical Commis- 
sion—which works to bring na- 
tional standards into agreement 
with each other. 


Advantages 


Standards eliminate unneces- 
sary types, grades and sizes. With 
standards, P.A.’s can: 

@ Operate on smaller inven- 
tories at less expense. 

@ Buy in more economical 
quantities. 

@ Get better deliveries. 

@ Save time and effort in de- 
termining needs. 

@ Talk the same language with 
vendors. 

@ Compel competitive bidders 
to quote on the same basis. 

@ Lower unit costs by making 

(Please turn to page 200) 
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You. as purchasing agent, place 
an order for 1000 feet of conduit. 
You receive a shipment of 1200 
feet. What are your legal duties 
and privileges? Can you reject 
the whole shipment? If you ac- 
cept the complete shipment what 
price are you obligated to pay for 
the supplies? What are your legal 
problems when you receive a ship- 
ment less than the quantity or- 
dered? These are typical of the 
legal questions involved in the 
receipt and acceptance of incor- 
rect quantities. 

The broad general rule can be 
stated easily. Quantities to be de- 
livered under sales contracts are 
material and, unless the provis- 
sions of a contract are complied 
with, the buyer is not obligated to 
accept and pay for erroneous de- 
liveries. There are two main ex- 
ceptions to this rule, however. 
First, the buyer may waive the 
requirement by accepting and us- 
ing a different quantity. Or, sec- 
ond, trade practice or past his- 
tory of dealings between the seller 
and buyer may indicate that ac- 
curate quantities were not in- 
tended. 


Buyer Has Right to Refuse 


In the absence of qualifging 
words, the rule has been laid 
down that a seller does not comply 
with the contract by the tender of 
either more or less than the exact 
quantity specified in the sales con- 
tract. The buyer is entitled to re- 
fuse the whole or any part of the 
goods tendered if they exceed the 
quantity agreed. The seller has no 
right to insist on the buyer’s ac- 
ceptance of all the overshipment, 
nor does the seller have a right 
to impose upon the buyer the duty 
of selecting the quantity ordered 
out of a larger quantity delivered. 

One court said that upon an 
agreement to ship a certain num- 
ber of tons of pig iron at a cer- 
tain time, the amount and time 
are both essential, and since only 
part is shipped on the time agreed, 
the buyer need not accept any. 

Some courts have relaxed the 


Marshall Coke is the pen name of a well 
known member of the bar who holds a 
position in the purchasing department of 
a large corporation. 
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Who Pays for 
Overs and Unders? 


In most cases if a vendor ships more or less than 
I 


was ordered, the buyer has the right to refuse 


the shipment. However, trade practices and 


various court rulings sometimes modify the prin- 


ciple. 
By Marshall Coke 


stringency of this rule in the case 
of large quantity contracts and 
have held that where large quan- 
tities are involved it is not 
required to deliver the entire 
amount at the same time unless 
there is a provision in the con- 
tract to that effect. A Massachu- 
setts case, further diminishing the 
strictness of the general rule, held 
that the right to reject the goods 
because of an excess in quantity 
cannot be exercised where the ex- 
cess is slight and does not put the 
buyer to any trouble or expense. 

The fact that a seller was mis- 
taken in his supposition as to the 
quantity of material he had avail- 
able when he made a sales con- 
tract will not excuse him from 
failure to deliver the quantity spe- 
cified. 

It is important to distinguish be- 
tween entire contracts and sever- 


"I'm sending it all back. 


| only wanted 50 pieces." 


og 
a 


AZ 


able or divisible contracts. If the 
price is in gross, that is, payable 
in one installment or at one time, 
such as on the delivery of the en- 
tire amount, the contract is en- 
tire. A divisible contract is one 
the performance of which is 
divided into different groups, 
each set embracing performances 
which it is agreed will be ex- 
changed for each other. A con- 
tract for the sale of a certain 
quantity of a commodity is gen- 
erally considered as entire and 
not severable, and the fact that 
the price is measured by bushels, 
tons or pounds will not necessarily 
change the effect of the agree- 
ment. 

A contract for the sale of goods 
plus work or labor of installation 
is considered an entire contract, if 
the price is in gross. Where sev- 
eral items are sold, with separate 


pq var m0] 
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“The buyer is entitled to refuse the whole of the goods tendered if 


they exceed the quantity agreed . . 


. nor does the seller have the 


right to impose upon the buyer the duty of selecting the quantity 


ordered out of that delivered.” 





prices being agreed for each, the 
contract will usually be consid- 
ered severable. 

As a general rule a contract 
which is entire requires full de- 
livery of the whole quantity to 
constitute complete performance 
by the vendor. For instance, in a 
contract covering a gross of bolts 
and a gross of nuts to fit the bolts, 
even though the items are priced 
separately, it would be obvious 
that their use was interdependent 
and that the buyer would have a 
right to reject the delivery of the 
nuts alone. 

If an order called for a gross of 
brooms and a dozen grease guns, 
each item priced separately, with- 
out additional circumstance be- 
ing involved, the contract would 
be considered severable, so that 
the buyer would have no right to 
reject the delivery of the brooms 
merely because the grease guns 
were not concurrently delivered. 

Even though the performance 
is of such nature that it can be 
divided, the contract is entire if 
this is the intent of the parties. 
Entirety is dependent on intent 
and not the divisibility of the sub- 
ject matter. Severability is evi- 
dence of intention, but will be 
overcome by the intent to make 
the contract entire when that in- 
tention appears. 

Under an entire or indivisible 
contract for the sale of a definite 
quantity of goods, the buyer is 
under no obligation to accept part 
performance, and may refuse a 
tender of a part of the goods with- 
out subjecting himself to liability 


see 


for damages. Where several items 
are sold, separate prices being 
agreed for each, the contract will 
usually be considered severable. 
On the other hand, a contract to 
furnish material for a specific con- 
struction job is ordinarily held to 
be entire although the subject 
matter is to be delivered in in- 
stallments. 

A contract to deliver a specified 
amount in installments, with an 
agreement that each installment is 
to be paid for on delivery or with- 
in a certain time after delivery, is 
generally regarded as a severable 
contract. 

As a general rule, even though 
the contract of sale is entire, if 
the seller delivers part of the 
property which is received and re- 
tained by the buyer, the seller 
may recover the value of the 
goods so retained. Of course, the 
amount recoverable is subject to 
reduction for such damages as the 
buyer suffers from the non-per- 
formance of the entire contract, 
even though the contract called 
for delivery in installments. This 
is true whether or not at the time 
of acceptance of a part of the in- 
stallments the buyer had any way 
of determining whether the con- 
tract would be completed by the 
seller. 

A slight and immaterial varia- 
tion between the quantity con- 
tracted for and that delivered will 
not prevent the delivery from con- 
stituting a substantial perform- 
ance of the contract. For instance, 
in a Louisiana case a buyer of 
furniture could not reject an en- 





atin, 


How to Prevent Quantity Problems 


If exact quantities are important state this in the pur- 


chase order. 


Avoid the use of “about,” “approximately, 


” «666 


more or 


less,” ete. Specify exact quantities if possible. 


If overruns or undershipments are acceptable, indicate 
the percent variation that is permitted. 


Instruct the receiving department to reject deliveries of 
incorrect quantities if the difference between what was 
shipped and what was ordered is important. 


Do not authorize the vendor to make pro rata deliveries 
unless it is to your advantage. 





tire shipment because a few pieces 
were not delivered. A delivery 
materially in excess of the quan- 
tity contracted for is not a proper 
delivery however. In this event 
the buyer may retain the amount 
designated in the contract and re- 
ject the excess or he may reject 
the whole. But, if he elects to re- 
tain the whole quantity delivered, 
he is bound to pay for the excess. 

As a general rule, objections 
based on the quantity delivered 
are waived if the buyer accepts 
the goods delivered with knowl- 
edge, or with the opporunity to 
acquire knowledge, that the quan- 
tity is not as stipulated. However, 
if the contract covers goods not 
obtainable elsewhere, he can con- . 
tinue to accept deficient deliveries 
without waiving his right to de- 
mand the full amount contracted 
for, or recovering damages for the 
breached contract. 


Protection For the Seller 


Most vendors, when they quote 
material to be manufactured, stip- 
ulate that delivery is subject to 
strikes, accidents or causes be- 
yond the vendor’s control. If a 
contract is made on this basis the 
seller is not liable for deficiencies 
on his part due to these causes, if 
he treats the buyer fairly com- 
pared to other persons he deals 
with. The vendor is not required 
to deliver to the buyer the whole 
amount of his order to the ex- 
clusion of his other customers. 

If no provision is made in the 
sales contract for pro rata de- 
liveries the seller has no right to 
make pro rata deliveries. He can- 
not insist that the buyer accept 
a smaller quantity merely because 
he has elected to prorate his avail- 
able merchandise among his cus- 
tomers. 

Although not specified in the 
sales contract, the right of the 
seller to make pro rata deliveries 
may exist by custom or arise from 
past history between the buyer 
and seller. If the seller has a right 
to prorate deliveries he must ex- 
ercise that right in good faith. He 
must make all reasonable efforts 
to avoid pro rata deliveries. A 
vendor cannot accept new cus- 
tomers or make new sales con- 
tracts covering material which he 

(Please turn to page 198) 
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New Trend in Steel Buying: Many profit-conscious 
manufacturers taking a long, hard look at steel buy- 
ing policies; more and more of them cutting costs by 
purchasing more steel as it’s needed and ready for 
production from modern Steel Service Centers 


AIRCRAFT 


“Critically needed alloys 
make 24-hour deliveries a must!” 


Prompt deliveries from U. S. Steel Supply help 
keep this F-27 production line on the move! 


The Fairchild F-27, first American-made tur- 
bine-powered airliner. 


says Mr. V. N. Thacker, Assistant Materials Manager, Fairchild Aircraft & Missiles Division, 
Fairchild Engine & Airplane Corporation, Hagerstown, Maryland 


“6 e’re now producing the first Ameri- 
W can-made turbine-powered airliner 
—the Fairchild F-27 Propjet,” says Mr. 
Thacker. “Naturally, during the first months 
of production with an all-new aircraft mod- 
ifications are necessary. But despite these 
changes, which result in last-minute orders, 
U. S. Steel Supply gives us delivery of the 
material we need . . . when we need it. 
“Here’s an example: We ordered 50 feet 
of 4130 steel, measuring 3%” x 1”, which we 


U. S. Steel Supply 
Division of 


needed within 24 hours. Granted, it was a 
small order, but it was vital to the F-27. 
U. S. Steel Supply delivered it in less than 
a day, saving many valuable man-hours.” 

Why not take a close look at your steel 
buying policies—you'll find U. S. Steel 
Supply’s pamphlet entitled “Value Analysis 
at Work” very helpful. Write to our Chicago 
Office, or call your nearest U.S. Steel Supply 
Steel Service Center. You'll find us in the 
Yellow Pages listed under Steel 


USS is a registered trademark 


United States Steel 


Stee! Service Centers and Complete Stee! Strapping Service at: Baltimore, Birmingham, Boston, Chicago, Moline, Cleveland, Houston, 
Dallas, Los Angeles, Memphis, Milwaukee, Newark, Southington (Conn.), Philadelphia, Seattle, Portiand (Ore.), Pittsburgh, St. Louis, 
St. Paul, San Francisco. + General Offices: 208 South LaSalle Street, Chicago 4, |!!! 
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The hydrogen 
generation and 
purification sys- 
tem is a com- 
pact processing 
plant designed 
for use by in- 
dustries requir- 
ing small but 
continuous 
quantities of 
pure hydrogen. 


Packaged Hydrogen Generating System 


Produces Pure Gas in Small Volumes 


mm 

Lo MEET an increasing need 
for pure hydrogen in small vol- 
ume, the Selas Corporation of 
America, Dresher, Pa., has an- 
nounced a small-scale processing 
plant. This plant can produce up 
“to 10,000 cubic feet of hydrogen 
per hour at bulk cost. 

Applications for this equipment 
are found in the food processing, 
chemical, metal treating, and elec- 
tronic industries which use hydro- 
gen in oil hydrogenation, powder 
metallurgy, and transistor manu- 
facture. The system starts with 
hydrocarbon gas feed and, de- 
pending on the composition of the 
feedstock, can produce hydrogen 
up to 99.995% pure. Capacities 
from 1000 to 10,000 cubic feet per 
hour are available. 

The hydrogen facility is auto- 
mated for continuous processing 


without operating supervision and 
is completely instrumented for 
self-protection of major equip- 
ment. Product quality is moni- 
tored continuously and an auto- 
matic venting system prevents de- 
livery of hydrogen that is not to 
specification. 


Shop Assembled 


All components of the packaged 
system are shop assembled by the 
manufacturer to permit easy in- 
stallation at the buyer’s plant. 
Miniature controls are used where 
possible to reduce space require- 
ments and facilitate rapid scan- 
ning and readout. 

Conversion of the hydrocar- 
bon feedstock is performed by 
a steam-methane reforming fur- 
nace—a reduced version of Selas’ 
vertical tube Gradiation furnace 


used in large-scale hydrogen and 
ammonia production. Adsorption 
type feed treaters are used in the 
hydrogen generation cycle to re- 
move sulfide impurities. 


Individually Adjustable 


Burners are positioned in verti- 
cal rows on opposite sides of the 
vertical tubes and are individu- 
ally adjustable to deliver the de- 
sired heat pattern. Complete com- 
bustion within the burner cup 
permits placing burners close to 
the tubes for fast heat-up. 

The hydrogen purification cycle 
uses molecular sieves for the com- 
plete removal of impurities. All 
traces of water are removed from 
the gas before entering the sieve 
stage to prevent corrosion. The 
sieve material is not expended 


- with use. 
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For temperatures ranging up to 155°C., IsALite offers 
outstanding heat stability. The polyester insulating 
enamel was selected after extensive engineering testing 
which proved the high-temperature characteristics of 
this polyester polymer. 


IsALite has demonstrated compatibility with most 
insulating materials including glass, mica, polyester, 
cotton, and asbestos, as well as with insulating var- 
nishes of the polyester, epoxy, silicone, and modified 
phenolic types. Not recommended for use with IsALite 
are synthetic rubbers, vinyl chloride resins, and mela- 
mine or urea varnishes. 

The handling properties of IsALite regarding winding 
flexibility, abrasion resistance, and film adherence are 
equivalent to Formvar. IsALite resists soldering heat 
to the extent that the film requires stripping before 
tinning. Wire and film dimensions are equivalent to 
dimensions of Formvar wire. Our thermal rating test 
indicates IsALite to have a Class F or 155°C. rating. 
Tests conducted per AIEE-57 and Mil-W-19583. 
IsALite is available in Round, Square or Rectangular 
shapes and has proved acceptable in the full Autolite 
line of outstanding magnet wires which also includes 
BondALite, DacALite, NyALite, LectALite and SodALite. 


AUTOLITE 


GENERAL PRODUCTS GROUP « TOLEDO 1, OHIO 


Plants at Port Huron, Michigan, and Hazleton, Pennsylvania 


MAGNET WIRE 


For high-temperature stability 


ANY WIRE PROBLEMS? Write, 
stating your wire problems, or 
mail coupon for the complete 
Autolite Magnet Wire Catalog. 


AUTOLITE GENERAL PRODUCTS GROUP 
Toledo 1, Ohio 


Please send new magnet wire catalog 





Company 


Address 


| 
| 
| 
| 
| 
| 
| Name 
| 
| 
| 
| 
| 
| 


City and State 


IsALite, BondALite, NyALite, LectALite, and 
SodA Lite —trademarks registered in U.S. Patent Office 


LISTEN TO NBC “NEWS ON THE HOUR" BROUGHT TO YOU BY AUTOLITE, MONDAY THROUGH FRIDAY, 7 A.M. TO 11 P.M. 


For More Information Write No. 205 on Inquiry Card—Page 32 
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Ambrose-Augusterfer Corporation 
has been awarded the 

contract for all major piping 

in Torresdale Filter Plant 

—now under construction in 

N.E. Philadelphia. Pipe being handled 
weighs over 10,000 Ibs. and 

measures 40’ by 54” in diameter. 





Only Yale G-3 Gas 
@ Wide Angle vision 
@ Fast cycle operation 
© Greater load stability 


Now full visibility, extra safety and handling speed 
for efficient, big-load operations...at low cost 


For More Information Write No. 206 on Inquiry Card—Page 32 










Raw materials or finished goods | 

—versatile Yale high-capacity 

Gas Trucks handle any type load 
ith extra speed, safety and efficiency. 


Trucks give you all 3 


Maximum visibility, easy maneuvera- 
bility, high speeds, safe stability—you’ll 
find the combination of all these vital 
features exclusively in new Yale G-3 
Series High-Capacity Gas Trucks. 


Wide-Angle Vision—-Yale’s revolutionary 
open-front design reduces frontal ob- 
struction. Upright channels are nested 
— hoisting cylinders wide-spaced — lift- 
ing chains located in front of cylinders, 
out of line of sight. Driver sits high in 
center—has 300% more visibility! 


Fast Cycle Operation—Yale G-3 Gas 
Trucks maneuver quickly into position 
... lift capacity loads at speeds up to 60 
feet a minute...travel as fast as 20 


Yale Materials Handling Division, a Division of The Yale & Towne Manufacturing Company. 
Manufacturing Plants: Philadelphia, Pa., San Leandro, California, Forrest City, Arkansas. Products: 


m.p.h....spot loads accurately. This 
fast, smooth operation keeps materials 
on the move, saves time and handling 
dollars. 

Greater Stability—Low center of gravity, 
broad lifting base, high underclearance, 
side-thrust rollers, wide channel-roller 
spacing, large pneumatic tires —these 
and many other features that assure 
load stability are standard on Yale 
High-Capacity Gas Trucks. 

Yale G-3 Gas and LP-Gas Trucks come 
in capacities of 15,000 to 20,000 lbs.— 
with fully automatic torque transmis- 
sion, fluid coupling or standard trans- 
mission. Complete line available in ca- 
pacities of 2,000 to 20,000 Ibs. 


Gasoline, Electric, Diesel and LP-Gas Industrial Lift Trucks * Worksavers * Warehousers * Hand 
Trucks ¢ Industrial Tractor Shovels * Hand, Air and Electric Hoists 


Get the full story. Send for your free copy of 
Bulletin #5230. The Yale & Towne Mfg. Co., 
Philadelphia 15, Pa., Dept. GT-4H. 


YALE 


INDUSTRIAL LIFT TRUCKS 
TRACTOR SHOVELS - HOISTS 


YALE & TOWNE 
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New Static Power Drive 


Available Up to 200 HP 


A NEW static-power adjustable 
voltage drive has been announced 
by the Square D Co., Milwaukee 
12, Wisconsin. Using magnetic 
amplifiers and semi-conductors 
for the control and rectification 
of input power, the drive com- 
bines high reliability with quiet 
operation. 

Fail-safe circuits are used to 
protect personnel and machinery. 
The drive is suited for applica- 
tions where warm-up time or 
vibration is not wanted and where 
maintenance and down time must 
be limited. Static power drives 
save up to 51% of floor space 
and up to 43% of the weight 
of equivalent motor-generator 
drives. 

The new drive is available as 
a standard package in ratings from 
% hp to 200 hp and in an 8/1 
speed range with 5% regula- 
tion. Standard modifications in- 
clude dynamic braking, reversing, 
jogging, and dynamic slowdown. 
Special units are available for 
machine tool, conveyor, and 
process applications. 











A POWER CONVERTING sys- 

tem which produces 800 cycle cur- 

rent from standard 60 cycle sup- 

Packaged M-G Set ply has been developed by Kato 

. Engineering Co., Mankato, Minn. 

Supplies 800 Cycle Current The units supply power for ap- 

plications like high frequency 

lighting and electronic control 

systems. The higher frequency 

permits use of smaller component 
motors, starters, chokes, etc. 

A 60 cycle drive motor retains 
exact speed regardless of load 
changes on the alternator. The 
generator is rated at 5  kva, 
120/208 volt, 3 phase, 4 wire. 

Controls are mounted in free- 
standing cubicles and include a 
static exciter-voltage regulator 
for the alternator, a magnetic 
motor starter, cross current and 
overvoltage protection, push but- 
tons, and necessary meters. 


For More Information about ad on facing 
page Write No. 207 on Inquiry Card—pg. 32> 
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Quality... 


Is more than a word at Ferry Cap 
It is the sum of hundreds of small but important 
technological improvements plus the pride of 
the craftsman who strives always to make 


his current effort his best one 





FERRY CAP 


& SET SCREW COMPANY 


2151 Scranton Road «+ Cleveland 13, Ohio 


Cold upset screw products 
...Standards and specials. 


«a 


Physical tests at Standard in- 
clude those for special proper- 
ties of steel alloys under extreme 
variations in temperature. 
Here, the strength and ductil- 
ity of steel are being checked 
for resistance to stress under 
severe conditions of elevated 
temperatures over a prolonged 
period of time. 


Charpy impact and transition 
temperature determinations 
have recently assumed import- 
ance in many applications. Here 
a steel sample is immersed in 
liquid nitrogen to determine its 
susceptibility to fracture at tem- 
peratures as low as —300°F. 


¥ 


Quality control—a vital activity at 
Standard Steel Works 


Every conceivable shop and laboratory test required for modern 
quality control can be performed by Standard’s staff of metal- 
lurgical technicians. Testing of incoming raw materials; physical 
property tests of steel and other alloys at temperatures from 
several hundred degrees below zero up to red heat; gas analysis, 
ultrasonic, X ray, magnetic particle, fluorescent penetrant and 
microscopic examination of finished products are routine checks 
which assure that the finished, delivered product will meet the 


most rigid specifications. Write Department 5-K for full details. 


Standard Steel Works Division 
BALDWIN :- LIMA: HAMILTON 


RNHAM, PENNSYLVANIA Rings e Shafts e Car wheels ¢ Gear blanks ® Flanges ¢ Special shapes 


For More Information Write No. 208 on Inquiry Card—Page 32 For More Information about ad on facing 
page Write No. 209 on Inquiry Card—pg. 32 
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For Depth of Line... Depth of Service 
Rely on your Black & Decker Distributor! 


Calling your Black & Decker distributor puts you 
in touch with an expert on portable electric power. 
He warehouses a giant reservoir of tools, equipment, 
parts and materials— all carefully selected by him 
to assure you high quality, dependable performance 
and service. 

Your local B&D distributor can give you immedi- 
ate tool and price information—often immediate 
tool delivery. Dealing with him centralizes your 
buying in fewer sources, reduces your paper work. 

He helps you get more for your money by recom- 
mending the right tool for the job. His technical 
“Know-How” helps you cut costs — hold down 
inventories of allied materials. And, since he ware- 
houses most items right in your neighborhood, he 
saves you transportation costs. 


B&D 1%” Magnetic Drill Press 
works high overhead up- 
side down. Enables Main- 
tenance Man to get into 
tight spots easily, rapidly. 


B&D 6” Std. Bench Grinder 
designed and built especial- 
ly to handle shop grinding 
Constant speed Black & 
Decker-built motor. 


a) 


Black & Decker was the first power tool company 
to establish a policy of selling portable electric tools 
exclusively through distributors. And, through the 
years, that has always remained our selling policy. 
It has paid off for our customers. It’s the best way 
for you to buy! 


THE BLACK & DECKER MFG. CO., Dept.1711 
Towson 4, Md. (in Canada, Brockville, Ont.) 


(1) Please arrange a demonstration of. 
C1 Please send additional information on 


en. - ee pe SO Zone....State 


hy 
LBS 


C Belt Sanders 


0 Die Grinders 


© Oritis O) Vacuum Cleaners 





This can’t be FIREBAN... 


New Taylor FIREBAN 321 Laminated Plastic 
is self-extinguishing in only 3 seconds 


Electrical faults in appliances, TV sets, radios, motors and other 
electrical devices frequently lead to fires—and these fires lead to 
complete destruction of the equipment, sometimes extensive dam- 
age to the facilities surrounding it. Taylor FIREBAN 321 is designed 
to retard fire. Self-extinguishing in only 3 seconds—it is an effective 
barrier against the spread of flame. In addition, this flame-retardant 
laminated plastic has excellent moisture resistance, excellent elec- 
trical resistance after exposure to high humidity, and good mechan- 
ical properties; also offers low dielectric losses. These properties 
help prevent the electrical faults that lead to fires. Write TAYLOR 
FIBRE CO., Norristown 36, Pa., for complete details. 


aylor 


LAMINATED PLASTICS VULCANIZED FIBRE 
For More Information Write No. 210 on Inquiry Card—Page 32 
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Direct Indexing for 
Chuck Dividing Heads 


Direct indexing heads are now 
available for all models of L-W 
Chuck dividing heads. New mod- 
els with direct indexing permit 
changing from conventional in- 
dexing to direct indexing in less 
than a minute. Worm and wheel 
adjustment eleminates back lash. 
A 24-slotted plate is standard 
equipment in the direct indexing 
models. Machine blanks can also 
be furnished. L-W Chuck Co., 38 
S. St. Clair St., Toledo 4, Ohio. 

Write No. 18 on Inquiry Card—Page 32 


Self-Lubricating 
Bearing Mount 


A new pillowblock offers man- 
ufacturers a unique self-lubricat- 
ing bearing mount. Pillowblock 
combines feature of self-align- 
ment for correction of variations 
in assembly and an oil-impreg- 
nated bronze bearing nested in an 
aluminum die-casting. Designed 
for applications where a standard 
bearing in a flexible mount is re- 
quired, new pillowblock relieves 
undue stress on the rotating shaft 
and bearing through application 
of the “ball-joint” principle. It is 
available in shaft sizes of 1%, %&, 
and *% in. Bronze Bearings, Inc., 
3832 N. Cicero Ave., Chicago, IIL 
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See How 


LUNKENHEIMER 
SPACE-SAVING 
NEEDLE VALVES 


Cut 
Maintenance i 


Fig. 906BS Needle Valve 





Precision machining . . . compact design 
. - - meticulous workmanship. You see 
them all in this unretouched photograph. 
And what you see means only one thing 
—quality—the kind of quality that keeps 
maintenance costs down. 


The evidence is even easier to see when 
you compare the Lunkenheimer Needle 
Valve—part-for-part check for modern 
compact design—with any other valve 
you can buy. Let your Lunkenheimer 
Distributor show you what we mean. 


Feature-for-feature, he will match the 
Lunkenheimer Needle Valve against any 
needle valve you have in stock. But 
don’t buy on sight alone. Make an on- 
the-line comparison test. Let your main- 
tenance savings prove why it pays to 
standardize on Lunkenheimer Needle 
Valves ... or write The Lunkenheimer 
Company, Cincinnati 14, Ohio. 





Maintenance 


LU WN NHEIMER 


THE ONE YOCOH NAME IN VALVES 
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integrated CRUCIBLE steel service 


. emer Ps ee 





Ask the Crucible inside account salesman for a run- ranging from local delivery of the steels you need 
down on all the services his warehouse offers. He’s to metal research. 
your contact with completely integrated services 





makes available a local 


4-POINT SPECIALTY STEEL SERVICE 


to both large and small users 


(1) simplified ordering 
(2) in-stock deliveries 
(3) metalworking assistance 


(4) metal research 


Each Crucible warehouse is a specialty 
steel service center — stocked, staffed 
and equipped to give you a wide range 
of services. 

Here’s what the warehouse near you 
can offer — 

(1) Simplified Ordering. The inside 
account salesman assigned to you ex- 
pedites all your orders, arranges for 
extra services and speeds up shipments 
when necessary. His personal responsi- 
bility means convenient ordering, no 
delays, no mistakes, nor misunderstand- 
ings. 

(2) In-stock delivery of 16,000 spe- 
cialty steel items, cut or processed to 
your specifications. Because ware- 
houses maintain these stocks at high 
levels, you’re sure of getting immediate 
delivery. 

(3) Metalworking assistance. Experi- 
enced service engineers will work with 
your engineers to solve machining, heat 
treating or any other metalworking 
problem. 

(4) Metal research. Crucible metal- 
lurgists visit local warehouses regu- 
larly. They'll bring the benefits of 
Crucible’s experience and continuing 
research to your plant, too. 

This service in depth is available 
because the Crucible operation is com- 
pletely integrated from ore to steel- 
making to warehouse delivery to you. 
But get full details. Ask the Crucible 
salesman,to list all the services his 
warehouse offers. Crucible Steel Com- 
pany of America, Dept. PK13, The 
Oliver Building, Mellon Square, Pitts- 
burgh 22, Pa. 


STOCK LIST 

Keeps you up-to-date 
on local stocks of spe- 
cialty steels. Just ask 
the Crucible salesman 
to place your name 
on the regular mail- 


ing list. 


CRUCIBLE 


One Source 
For All 
These Steels 














To speed up cutting on your orders, ware- 
houses are now equipped with the latest 


Y 


> eh 


Average local warehouse continually replen- 
ishes stocks of 16,000 specialty steel items— 


hacksaws, and continuous-cutting and self- gives you overnight delivery on almost all. 


aligning bandsaws. 


TOOL STEELS—Water, oil, air hardening, shock 
resisting, hot work, plastic and die casting 
steels in all forms, including bars, sheets, 
plates, drill rod, hollow bars, forgings and 
flat ground stocks 

HIGH SPEED STEELS—Crucible’s famous ‘‘Rex’’® 
steels: Rex Thrift Finish rounds, hot rolled and 
cold drawn flats and squares, drill rod, forg- 
ings, sheets, plates, and tool bits 

STAINLESS STEELS — Bars, sheet, strip, wire, 
cold heading wire, metalizing wire, plates, 
angles 


FREE MACHINING STEELS — Crucible Max-el® 


Sales-service engineers 
— who specialize in tool 
steels, stainless, alloys— 
will gladly help you with 
any type of metalwork- 
ing problem. 


rounds, hexagons, plates ond brake die steel 
ALLOY STEELS — Bors, billets, strip and sheet 
COLD ROLLED CARBON SPRING STEELS 
DRILL STEELS — Hollow and solid drill steels 
ALUMINUM EXTRUSION DIE STEELS 
HOLLOW TOOL STEEL 
HARD FACING ROD 
PLASTIC MOLD STEELS 
PERMANENT MAGNETS 

— and many others 


STEEL COMPANY OF AMERICA 





SULFURIC ACID 
Standard: 60° and 66° Baumé, 
99% H2SO4 
Diamond: 66° Baumé 
Reagent, ACS 


NITRIC ACID 
Diamond: 36°, 38°, 40°, and 42° Baumé 
Strong Nitric Acid, 95% and 
fuming grades 
Photo-Engravers’ Grade 
Reagent, ACS 


When it comes to MURIATIC (Hydrochloric) ACID 
18°, 20° and 22° Baumé, Standard, 


Diamond, Crystal and Reagent Grades 


HYDROFLUORIC ACID 
Anhydrous, Aqueous 70%, and Reagent 
PHOSPHORIC ACID 
Wet Process, 65% and 75%, Com’! and 
Fertilizer Grades 
Food Grade, 75% 
N.F., 85% 
MIXED ACID 
Varying proportions of Nitric and Sulfuric Acids 
to meet customers’ requirements 


cress 


GENERAL CHEMICAL 


For 60 years, General Chemical has been the nation’s primary producer of heavy acids. General has its own ° 
basic raw material sources. Its production facilities include 21* sulfuric plants, 4* hydrofluoric plants, 
3 nitric and 3 muriatic acid plants. It operates one of the nation’s largest fleets of tank cars, tank trucks 
and acid-carrying barges, and distributes from key points coast-to-coast. General’s production, transpor- 
tation, service and sales facilities are geared to meet your requirements best, both in quality of product 
and dependability of service. Write or phone today for information or service. 


llied 
Basic to America’s Progress hem ical GENERAL CHEMICAL DIVISION 


40 Rector Street, New York 6, N. Y. 


*In Canada: Allied Chemical Canada, Limited 
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Products 


few Lind af aa DA Poke)» 


Single-Phase Welders 





PURCHASING GUIDE 


gle-phase welders in a new line 
highly economical, maintenance- SIRO “THR SON ane 


free, long-lasting resistance weld- DFPA grade-trademarks attest qual- 
ing machines. Horizontal, “pull- ity, performance and value. They ap- 
in” rams of light weight alumi- pear only on plywood manufactured, 
num operate in lineal ball bear- inspected and laboratory-tested under 
ing sleeves, and ram performance the DETA quilliy content poageem to 


, REMY assure conformance to U.S. Commer- 
is completely uninhibited. Butt cial Standard quality requirements. 
welders are produced with kva 


ratings of from 5 to 100. Bench 


welders, projection welders, spot 2. Choose the right grade for each job 
welders and rocker arm welders 


are included in new line. Uni- DFPA quality-tested fir plywood Within each type are appearance 
versal Electroweld Division, Elec- comes intwotypes: 1. Exterior grades to meet the exact needs of any 
. i . (waterproof glue for permanent out- given job. Most popular grades are 
— — Inc., 152-1 Jelliff Ave., door exposure); 2. Interior (moisture- shown below: (other grades including 
ewark 7, N.J. resistant glue) for use indoors, tem- panels made of other western soft- 
Write No. 20 on Inquiry Card—Page 32 porary outdoor uses and sheathing. woods, also available) 
9 


Relative simplicity makes sin- a Insist on DFPA 


EXTERIOR-TYPE INTERIOR-TYPE 
TYPICAL USE (Waterproof glue) (Moisture-resistant glue) 





New Sizes in eens 
Open End-Box Wrenches doors, single thickness | [EXT-DFPA-A-A| ([INT-DFPA- A-A] 


walls, etc. 


eee sonata sam 
be seam, tlie pending, =/ 0m 


signs, fixtures. 


crades.Bomfoce sound, | [Ext aye 


solid, ac; 




















st) (moximum re-use) 





Unsanded structural and — 
maintenance panel. c-¢c ORD} ——_—PlySeord® (C-0) 
Sheathing, crating, temp- (also evailable with 
orary screening. ” o a Exterior glue) 

















SIZES: Standard fir plywood thicknesses are from 4” through 34”; standard size is 
4’ wide, 8’ long. Other thicknesses and sizes are also available, including “‘king-size” 
scarfed panels up to 30’ and 50’ long. 
. New sizes " _ and available TEXTURED FIR PLYWOOD — Fir plywood OVERLAID FIR PLYWOOD —is Exterior 
in an established line of open —_— in — smart bee nee pone fir myweed —_ sein Giber, os pe. 
: or special decorative applications suc manent u to one or both sides 
end-box type wrenches. Size as elding, aneling, displays and fixtures. panel. High density is hard, glossy, abra- 
range has been extended with the These include Texture One-Eleven Ex-  sion-resistant (use for long-lasting signs, 
cas f 1-11/16, 1-34, 1-13/16 terior plywood (deep parallel groove shelving, concrete forms); Medium den- 
addition of 1-11/16, 1-4, 1- ’ pattern, shiplapped edges) and panels’ sity overlaid plywood is smooth, with 
1-% and 2 in. 12-point opening with attractive brushed, striated, or em- _texture similar to drawing paper (ideal 
: bossed surfaces, paint base for signs, fixtures, siding). 
sizes. Wrenches are drop-forged 


from selected alloy steel, heat- 


treated and chrome-plated over * ws FREE WALL HANGERS — Handsome 18”x33” wall hanger. 


: F . a Handy fir plywood grade-use-specification guide. Order 
nickel, and they have exceptional one for everyone in your firm who specifies fir plywood. 
strength for their thin, slim jaws \ ez , Also available, specification portfolio. Includes detailed 

‘li pte description all grades, sizes, specialty panels, Commer- 
and sleek handles. J. H. Williams j cial Standards requirements. Offer ees USA only. 
& Co., 400 Vulcan St., Buffalo \ Douglas Fir Plywood Assoc., Tacoma 2, Wash., Dept. 192. 


7, M. %. 
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TWAS EXPANDED 
ADDS MORE FLIGHTS... 





























Larger, faster Super Sky Merchant Fleet provides more 


e Across The U.S.A., TWA's expanded Super Sky Merchant Fleet adds more flights... 
offers more service with great, all-cargo Super-H Constellations, to provide the most widely 
scheduled air freight service. Daily service to New York, Philadelphia, Pittsburgh, Columbus, 
St. Louis, Kansas City, Chicago, Los Angeles and San Francisco. 

e Overseas to Europe, TWA's new Super Sky Merchants now offer four transatlantic flights 
each week to provide service to Shannon, London, Frankfurt, Paris, Zurich, Geneva, Milan, Rome. 





Whenever—whatever you ship, specify TWA. 





Call your Freight Forwarder or your nearest 
TWA Air Freight office today. 








PURCHASING 





SKY MERCHANT FLEET 
OFFERS MORE SERVICE! 








widely scheduled air freight service than ever before 


e Huge Cargo Doors permit handling of extra-length items, and make it possible to load 
bulky machinery and equipment without disassembling. 

e Pressurized and temperature-controlled cabins mean almost anything goes by TWA—from 
live animals and perishables to delicate electronic equipment. 

e Spacious Compartments and reinforced flooring do away with almost all restrictions on 


the weight and size of your shipments. 





SHIP THE FASTEST WAY 


sup 1 WA 


USA* EUROPE - AFRICA: ASIA 
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it's Jewel Bright 
takes tough twists without 
~ FLAKING: POWDERING, or PEELING Vy, 


CONTINENTAL® 


ere 


A PATENTED GALVANIZING PROCESS 


CHAIN QUALITY WIRE @N 


—_ 
The Zinc Coated Wire with the Plated Look \\ 
Brytite Wire is so shiny bright and satin smooth that elec- ‘ 
troplating and special finishing operations are not needed 
—a valuable saving in labor and materials! The coating 
is so tight that it withstands severe deformation of the 
base metal—takes hard turns and twists without flaking, 
powdering, or peeling. 





In Many Sizes, Finishes, Tempers and Analyses 
Specify BRYTITE in Satin Finish, Unwiped, or redrawn 
(in certain sizes) ...in various tempers and analyses in low 
carbon and medium low carbon steels... for quality 
weldless or twisted wire chain, or wherever long-lasting 
brightness is desired. Special shapes, too. 








Free Manual of Continental Manufacturers’ 
Wire. Contains details of BRYTITE and other 
types of Continental Wire. Write for copy. 


Fine Finishes in Manufacturers’ Wire 


CONTINENTAL STEEL 


CORPORATION—KOKOMO, INDIANA 


PRODUCERS OF: Manufacturers’ Wire in many sizes, tempers and finishes, 
including Galvanized, KOKOTE, Flame Sealed, Coppered, Tinned, BRYTITE, 
Annealed, Liquor-Finished, Bright, and Special Shaped Wire. Also Reinforcing 
and Galvanized Fabric, Nails, Continental Chain Link Fence, and other products. 
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New Photo-Copyer 
Needs Only One Negative 


The Royal Scot Laird is a new 
photo-copying unit introduced by 
Hunter Photo-Copyist, Inc., 566 
Spencer St., Syracuse, N.Y. The 
machine copies originals up to 
12” in width and length and 
makes any number of true photo- 
graphic copies from one negative 
or master. It is 234%” x 15” x 
534” and has 70” per minute ex- 
posure speed and 56” per minute 
development speed. With a 60 
cycle single phase, it operates on 
110 volts. 

Write No. 22 on Inquiry Card—Page 32 


New Line of 
Oil-Resistant Gloves 


Oil-resistant terry-cloth work 
gloves in a new line retain their 
dexterity and positive grip when 
used to handle oiled or greased 
material. Thick loop-pile fabric is 
treated to prevent oil-absorption, 
and gloves do not become slippery 
or heavy and cumbersome. Thick- 
ness and flexibility of material 
cushion the hands against sharp 
metal edges, and gloves will re- 
tain their oil-repellant characteris- 
tics even after repeated dry clean- 
ing. Jomac, Inc., Philadelphia 38, 
Pa. 
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39 MILLION BEARINGS... 


and every one fas given 
perfect performance! 
that’s the record of 


GRAMIX bearings in 
the famous TAYLOR-TOT° SLEEPER WALKER-STROLLER 


Where there are youngsters, there are Taylor-Tots . . . and 
where there are these familiar sleeper walker-strollers there 
are GRAMIX bearings . . . in fact, 35 million to date have 
been shipped to the Frank F. Taylor Company of Cincinnati 
and have been accepted by their receiving inspection depart- 
ment without a single rejection. The strength, durability 
and resistance to wear of these GRAMIX bearings, two of 
which are used in each wheel, help give Taylor-Tot easier 
steering and handling. Even though Taylor-Tot strollers 
are run through snow, dirt and many times are left out in 





adverse weather, GRAMIX bearings provide the maximum 
in quietness, free running and long life. 


GRAMIX is the ideal bearing material because it can be oil- 
impregnated for self-lubrication, requires no machining and 
is completely dependable. 


If you are not already using GRAMIX in 
your products, it will pay you to consult 
our engineers .. . to discover how you 
can benefit from the high quality . . . low 
cost... top performance of GRAMIX 
products of powder metallurgy. 


Write today for Engineering Bulletin No. 18, which covers design and 
metallurgical requirements and alloy selection of GRAMIX bearings. > 


THE UNITED STATES GRAPHITE COMPANY 


DIVISION OF THE WICKES CORPORATION, SAGINAW 15 MICHIGAN 
GRAPHITAR® carson-crarnite © GRAMIX® powoeR METALLURGY © MEXICAN® crapnite prooucts © USG® Brushes 
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BEARINGS, BUSHINGS AND SPECIAL PARTS 
OF CAST BRONZE OR SINTERED METALS 
ALCOA’ ALUMINUM BARS 


| FIRM NAME | 











Toleda l, (Yuin 





YES NO REMARKS 





Are its products available from stock? Readily 





Do local distributors have stocks? All over America 





Cast Bronze Bearings 866 sizes 





Sintered Oil-filled Bronze Bearings 667 sizes 





Cast Bronze 13’’ Bars 267 sizes 





Sintered Oil-filled Bronze 6%4’’ Bars 84 sizes 





Aluminum 13’’ Bars 138 sizes 





Bunting 72 Bronze Alloy 
(SAE 660) 
Alcoa Aluminum 





Q KIS ISIS 


Is it a high quality product? 





Are stock sintered bearings made to 
ASTM Standards? 


4 


Always 





Any restrictions on quantity? Small lots at big run prices 





Does it render extraordinary service 


in emergencies? Large reserve facilities 





Does it have ample production 


capacity? Two large modern plants 





Is the range of stock sizes complete? Meets every usual need 








Does the company publish catalogs? See below 





In all catalogs and in 


Does it publish technical data? special literature 





Over 50,000 patterns for 


Does the company make products to 
customer free use 


blueprint? 





Does it give competent engineering 


aid? It’s free 











Ri 1S IS IIS IN 


Is the company well established? Over 50 years 








+ 


7 e Z, 


CATALOG 258 lists 
Electric Motor 
Bearings. 


.? 
a% 
' 
i 
= 
hs 
afi 
3: 
; 


may 
1 
i 
i} 


. 


BAR CARD 40 lists 138” CATALOG 58 lists J hosmsnge 02 ol 


sizes of Bunting Bunting C 
. a & Cast Bronze 
ioe Aluminum —andSintered Oil-flled + VANOBOOK J POwoER 
‘ . ronze Bearings METALLURGY” details 
manufacture and use 


and Bars. ’ 
of sintered metal 
bearings and parts. 


Write for Catalogs or ask your Distributor 


e ® 
Bu nti ng local distributors are listed in classified section of 


telephone directory under “‘BARS-BRONZE” or “BEARINGS-BRONZE” 
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New Wire Guard 
for Portable Lamps 


With a newly designed wire 
guard for portable lamps, neces- 
sity of removing guard to change 
bulb is eliminated because end 
swings open. Upset thumb screw 
which cannot fall out holds the 
guard when it is closed, and no 
tool is required to open it. Hook 
is located in the center of the 
guard end, a feature not obtain- 
able with open-end guards. End 
cover is strongly constructed, 
both for protection and for hold- 
ing swivel hook. Wire is heavy 
gage cadmium plated. Ericson 
Mfg. Co., 1660 Hayden Ave., 
Cleveland 12, Ohio. 
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“Due to our profit sharing agree- 





ment, you each owe the com 
$187.00.” _— 
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with 





- beaver 
service! 








Here’s an easy way to save up to 50% on shipments of certain commodities. 
Just give Railway Express a total of 300 lbs. in any single pickup. It doesn’t 
matter how many consignees you name—we’ll aggregate the weights of indi- A 
vidual small shipments to help you qualify for our new lowered rates. d NX 
. . . . . ’ A ni LW4 » 
Railway Express gives you service no other organization can match. Look! “es 


ee sa EXPRESS 

@ Nationwide coverage to 23,000 communities in the U.S. 

@ International service to almost anywhere in the world 

@ Unified, one-carrier responsibility all the way 

@ Door-to-door delivery at no extra charge (within authorized limits) 

@ Special low rates on many commodities 

@ The kind of transportation that best suits your particular needs 

. . . , RAILe AIR e SEA 
We’re busy as beavers these days carrying out our long-range improvement 

’ : : HIGHWAY 

plans. You'll find us eager—and able—to give your shipments the thorough 
service you want. Call Railway Express—and see! 
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THOMAS JEFFERSON 
BUILDING 


Electrical services are fed from two 
4,000 amp. main distribution boards. 
Each of the main switch boards is fed 
by 8-500 MCM conductors per 
phose. 

Switch Board #1 
Protected by: 3-4000 amp. BUSS 
Hi-Cap Fuses . . . 12-600 amp., 
30-400 amp., 3-200 amp. FUSE- 
TRON Fuses. 

Switch Board #2 
Protected by: 3-4000 amp. BUSS 
Hi-Cap Fuses . . 6-600 amp., 
33-400 amp., 39-200 amp. FUSE- 
TRON Fuses. 


All distribution panels protected by 
FUSETRON duval-element fuses. 





cal Protection 
coes MODERN with BUSS Fuses 


in St. Louis’ Newest Multi-Storied Office 
Building .. . 


The Thomas Jefferson Building is another out- 
standing example of BUSS Hi-Cap and FUSETRON 
dual-element fuses meeting the requirements for 
a modern protective device for use in modern 
electrical systems. 


Today’s electrical networks, with their tre- 
mendous capacities, have emphasized the need for 
a superior protective device that can be relied on 
to safely and dependably handle faults of great 
magnitude. 

BUSS Hi-Cap and FUSETRON fuses, because 
of their high interrupting capacity and life-time 
dependability have become the natural choice in 


both new installations and when electrical systems 
are being modernized. 


WHY HIGH-INTERRUPTING CAPACITY AND 
DEPENDABILITY ARE ESSENTIAL FOR A MODERN 
PROTECTIVE DEVICE... 


CAPACITY 


The magnitude of fault current is only limited 
by the capacity of the transformers or networks. 


These capacities have been increasing yearly — 
and most likely will continue to increase. 


A modern protective device, therefore, must be 
capable of interrupting faults of 75,000 to 150,000 
ampere which are available today — and be ade- 
quately safe to Allow for future system growth. 


BUSS Hi-Cap and FUSETRON dual-element 
fuses meet this requirement. The interrupting rating 
of BUSS Hi-Cap fuses is 200,000 rms symmetrical 
— and for FUSETRON fuses it is 100,000 rms 
symmetrical. 


LIFE-TIME DEPENDABILITY 


The Modern protective device should remain just 
as safe and accurate through the years as it is on 
the day installed. Otherwise, how can you be sure 
it will interrupt these high fault currents should 
trouble occur 10, 15 or 20 years from now. 


This requirement too, is met by BUSS Hi-Cap 
and FUSETRON fuses — They remain safe and 
accurate and require no periodic inspection or re- 
calibration, as they have no hinges, pivots, latches 
or contacts to stick or get out of order. 


ANOTHER BUSS HI-CAP AND FUSETRON FUSE INSTALLATION 


PURCHASING 








Owner: CARADINE HAT CO., St. Louis, Mo 


Architects: JAMIESON, SPEARL, HAMMOND 
& GROLOCK, St. Louis, Mo. 


Consulting Engineers: JOHN D. FALVEY, 
St. Lowis, Mo. 


Electrical Contractor: SACHS ELECTRIC 
St. Lowis, Mo. 


On installation of 0 to 600 amperes... 


FUSETRON DUAL-ELEMENT FUSES HELP YOU 
AVOID EQUIPMENT LOSSES AND SHUTDOWNS 


Unlike other types of protective devices which, 
except in rare cases, protect only against short 
circuits ... 

FUSETRON dual-element fuses safeguard equip- 
ment and circuits against damage due to overload- 
ing, single phasing, short circuits and other electrical 
faults. 

They reduce down-time because they wipe out 
needless outages caused by harmless overloads or 
excessive heating of panels or switches. 

Write for bulletin FIS. 


On installation above 600 amperes. . . . 
BUSS HI-CAP FUSES OFFER MAXIMUM SAFETY 


BUSS Hi-Cap fuses give protection against 
dangerous overloads as well as high fault currents. 








BUSSMANN 


NovEMBER 9, 1959 


When coordinated with FUSETRON fuses, they 
will not open ahead of the fuse nearest to the fault 
— thus outages caused by fault currents are limited 
to circuit of origin. Write for bulletin HCS. 


MFG. DIVISION, McGrow-EdisonCo. ST. LOUIS 7, MO. 
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10U can name your own 


WR MI 


PHOSPHOR 
=1540) 74 = 


—hecause it's Custom-Processed 
for YOUR application 


Waterbury Rolling Mills can tailor phosphor bronze so 
closely to your specific requirements that it practically be- 
comes your private brand. You'll get the finish, grain size 
and physical properties that will suit your purpose to a “T” 

Waterbury has the latest in rolling and annealing equip- 
ment plus the intimate knowledge of the metal that comes 
with over 50 years of specialization. That's why WRM can 
make phosphor bronze that will behave exactly as you want 


it to under your tools and in your product. 


Available in strip, sheet or coil 


For complete information on Waterbury 
Rolling Mills facilities, abilities and metals, 
send for this new, 60-page catalog. A phone 
call or a note on your letterhead will bring 
it to you, without obligation. 


Products 








Powered Wheelbarrow 
For Industrial Use 


A powered wheelbarrow with 
improved controls incorporates an 
all new drive engineered for in-. 
dustrial use. Transmission fea- 
tures full torque shifting and con- 
stant mesh, with instant shift 
from forward to reverse. Powered 
with a 7 HP air-cooled engine, 
wheelbarrow has a % ton capac- 
ity and easily takes 20% inclines 
fully loaded. The 10 cu. ft. dump 
bucket is quickly interchangeable 
with a flatbed platform, making 
it adaptable for in-plant construc- 
tion, moving scrap, maintenance, 
etc. Unit is 31-% in. wide x 65- 
1% in. long. The Prime-Mover Co., 
Muscatine, Iowa. 
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Heavy-Duty 28 KV 
Power Cable 


A new 28 kv power cable has 
33/64 in. thick butyl-rubber in- 
sulation and a 7/64 in. neoprene 
outer jacket. Produced to meet 
the need created by the increas- 
ingly higher voltages in modern 
transmission systems, cable is ex- 
pected to have a: wide applica- 
tion in electric utility field. Out- 
side diameter is 2.3 in. arid’ Weight 
is 3.6 lbs. per foot. Most common 
use of new product is as primary 
lead cable for generators, trans- 
formers, and other distribution 
equipment. National Electric Div., 
H. K. Porter Co., Inc., Porter 
Bldg., Pittsburgh 19, Pa. 
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Z|P-TOP CARTON 





just grab tab and... zip! 


FAST! EASY! Now ... all Niproc Towels come in the time-saving ZIP-TOP Cartons at no 


CLEAN! ' ‘ ° ‘ ; 
extra cost! No tearing or slashing of carton—they zip open with an easy pull 


SAVES TIME AND 
TEMPER! 
SAVES FINGER about Nisroc Hi-Dry Quality Towels in the new, easy-open carton. 
NAILS! 
SAVES CARTONS SEND TODAY for samples complet infor’ “BROWN [ij COMPANY 
FOR RE-USE! that will help you reduce maintenance costs. Dept. NG-11, Towel Sales Division 


For the name of your nearest Nibroc Deal- 
er, see “Paper Towels” in the Yellow Pages. 150 Causeway St., Boston 14, Mass. 


and close again neatly to keep your Nisroc Towels sanitary. Ask your dealer 
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automatic! — 
Feed, perforation, and cutoff equipment | Be. 


are all completely automatic, supply- 


ing single operator with prepared sheet 
for final forming. 


FOR YOUR ALUMINUM 


What’s done automatically cuts labor 
cost! Here, a single operator easily 
completes the entire fabrication process 
required for production of auto grilles 
or similar components, from continuous 
feed to final reblank. 


Karl Gauger, MIRRO stamping spe- : . 
cialist, finds that, with more than half We can apply automatic equipment 


his job done automatically, he turns ' like this to your aluminum component 
out more work with less work, and requirements, to give you high-speed, 


with a reject rate that’s almost dis- * : 
enpennal dit tis batten teat precision production at lowest cost. We 


PURCHASING 








COMPONENTS...MEANS LOWER COST!? 


are also prepared to finish your com- 
ponents automatically, applying the 
chemical or mechanical finish best 
suited to your needs, whether for 
appearance or protection. 


For complete details on the economy 
and accuracy of automatically produced 
and finished aluminum components, 
send us your inquiries. They will re- 
ceive prompt, interested attention. 


Ss 
4 
; ~ Aa 
Po NEY f 
aust MIRRO 
\ wets THE FINEST ALUMINUM st 
ba 


MIRRO ALUMINUM COMPANY 

(Formerly Aluminum Goods Manufacturing Company) 

MANITOWOC, WISCONSIN 

FIFTH AVENUE BLDOG., NEW YORK 10 - MERCHANDISE MART, CHICAGO ™ 
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Theyre TAYLOR-made.. 


theyre streamlined 


* It’s new, it’s a Halsey Taylor 
first... . the WALL-MOUNT 
Cooler. Mounted on the wall, 
off the floor! No exposed fit- 
tings, easy to keep clean, no 
corners to catch dirt! 


Ultra modern, recessed and face-mounted foun- 
tains, and battery types as well! The last word 
in performance and appearance. 


.-built for today’s modern architecture 


To get the newest in fountains or 
coolers, all you need do is to spec- 
ify Halsey Taylor. Then you know 
you can meet the most modern 
architectural decor! Ask for latest 
catalog or see Sweet’s. 


The Halsey W. Taylor Co., Warren, Ohio 








At P-1-E 
where 
People 

Spell the 


At the P-I-E dock, your shipment is 
Always on the Move 


From the pick-up—across the dock to the waiting line-haul 
trailer—the latest modern equipment keeps your shipment 
moving toward destination. But more than mechanization—it’s 
the people at P-I-E who spell the difference! It’s people like 
Gordon Cole of Portland who keep P-I-E’s promise to “deliver 
the goods—in good shape—in good time.” 


PACIFIC INTERMOUNTAIN EXPRESS 


AINALS G OFFICES IN PRINCIPAL CITIES. GENEF FFICES P-l-E 
BLDG., 14TH G CLAY STREETS, P.O. BOX 95¢ XAKLAND 4, CALIFORNIA 





PeleE Delivers the Goods...in good shape...in good time! . 
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New Electric-Magnetic 
“Wet-Type”’ Clutch 


A new wet-type electromag- 
netic clutch is designed for use 
in semi-automatic and fully auto- 
matic process machines, as well 
as in program and tracer ma- 
chines. Unit permits an almost 
unlimited variety of spindle 
speeds, feed and traverse move- 
ments and directional changes. 
Clutch has high torque capacity, 
and automatic wear take-up 
eliminates adjustment problems. 
90 volt DC coils are standard; 
other voltage coils available. No 
transformer is needed on the 
standard unit. Eight sizes, from 
3.3 in. to 11.5 in. dia. Twin Disc 
Clutch Co., Racine, Wis. 

Write No. 27 on Inquiry Card—Page 32 


Fan Shield Combines 
Vision and Ventilation 


A new concept in safety face 
shields is designed for use by in- 
dustrial workers who need both 
visibility and face protection 
while working in heated areas. 
Shield features an optically cor- 

(Please turn to page 124) 


For More Information about ad on facing 
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CHANGE LIGHTING FIXTURES AS OFTEN 
AS YOU WISH WITHOUT COSTLY REWIRING 


Modern BullDog 20-amp 
Universal Lighting Duct 
permits fixture modernization at 
substantial savings over pipe 
and wire systems. 


You know what an expense it is to 
install new lighting fixtures, espe- 
cially when you’re saddled with a 
pipe and wire electrical system. Ex- 
tensive and expensive rewiring is just 
the beginning. There are fixture loca- 
tions to plan, new hangers to install 
... and usually long production shut- 
downs. Waste is great, too, since old 
wiring can never be reused. 


It’s just the opposite with 20-amp 
Universal Lighting Duct. The system 
is exceptionally easy to install—both 
feeds and supports lighting fixtures. 
Twist-in plugs attached to each fix- 
ture let you tap into power in seconds. 
No costly rewiring. No production 
shutdowns. The entire system can 
even be relocated without loss if the 
need ever arises. 


Further, since fixtures can be posi- 


tioned at any spot along the duct, 
you can reposition them or add new 
ones whenever desired. In short, 
ULD will suit your lighting needs 
exactly, now and in the years to 
come. 


When you modernize your lighting, 
modernize with BullDog Universal 
Lighting Duct. It is, by far, the most 
flexible and economical lighting sys- 
tem ever devised. 


BULLDOG ELECTRIC PRODUCTS DIVISION 
I-T-E CIRCUIT BREAKER COMPANY 
BOX 177 ¢ DETROIT 32, MICHIGAN 


® 
In Canada: 80 Clayson Rd., Toronto 15, Ont. Export Division: 13 East 40th St., New York 16, N.Y. 














HOW CERAMIC 
MAGNETS 
ENERGIZE 
NEW IDEAS 


-22In Liquid Flow Registers «+ 











Water 
and liquid meters of all kinds can be 
read at a distance with the remote- 
indicating ‘Read-O-Matic” Register 
developed by the Badger Meter Mfg. 
Co., of Milwaukee. Heart of the 
“Read-O-Matic’s” self-contained gen- 
erator is an inexpensive 6-pole ring 
magnet of Stackpole Ceramagnet. The 
quick release of the magnet under 
spring tension induces a 3-volt pulse in 
6 coils. This is accurately transmitted 
to a remote totalizing counter. 


...2in Appliances «+ Powerful, lowcost Cera- 

















eS 
\ po 


-../In Automotive Equipment - 


magnet ceramic permanent magnets 
open, close and hold: doors; put snap 
into snap-action switches and thermo- 
stats; catch lids from can openers; in- 
crease lint catcher efficiency . . . make 
dozens of other magnet uses commer- 
cially practical for the first time. Cera- 
magnet magnets require no keepers; 
retain magnetism indefinitely, can be 
molded in practically any shape. 


High 
coercive force and high electrical re- 
sistivity make Ceramagnet ideal as 
field magnets in small dc motors. In 


addition, these ceramic magnets are 


likewise being investigated for use on 
fuel-pump drives, speedometers, am- 
meters, carburators, and other devices. 


Where can YOU use Ceramagnet? For practical suggestions, 





and engineering details, write for Stackpole Bulletin, RC-11A. 
STACKPOLE CARBON COMPANY, St. Marys, Pa. 


Paws rel TOE PERMANENT 


Ceramag® ferromagnetic cores 
Slide & Snap Switches « Electrical 
contacts + Coldite 70+ fixed com- 
position resistors » Variable com- 
position resistors « Brushes for 
all rotating electrical equipment 
Graphite bearings, seal rings & 
anodes . . . and many other car- 
bon, graphite and electronic 
components. 


MAGNETS 
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rect acetate window in a fine 
metal 24 mesh screen, 8 x 11-% 
in. Adjustable fibre headband 
holds shield securely before the 
face, permitting it to be worn 
with or without regular prescrip- 
tion eyeglasses. Acetate windows 
are available in clear, green or 
aluminized. American Optical Co., 
Southbridge, Mass. 
Write No. 28 on Inquiry Card—Page 32 


High Power, Low Cost 
Fractional HP Motor 


A new fractional HP motor was 
developed to meet the demand for 
low cost motors that are smaller 
in size but produce more power. 
44% in. diameter motor has a 
stamped steel case and exposed 
laminations. Motor comes in 4- 
and 6-pole design in HP range 
from Yth through 1/50th. Ideal 
for applications in heating, air 
conditioning, ventilating refrig- 
eration and appliance  indus- 
tries, unit is available with in- 
ternal fans and totally enclosed 
or open ventilated. Redmond Co., 
Inc., Owosso, Mich. 

Write No. 29 on Inquiry Card—Page 32 


Thermometer for 
Lab and Production Use 


A new thermometer for labor- 
(Please turn to page 128) 


PuRCHASING 





Announcing 


a versatile high-strength, heat-treatable 


copper alloy with this valuable 
combination of properties 


HIGH 
YIELD STRENGTH 
70,000 psi @ .50% 
extension under load, 
min., in precipitation— 
hardened condition. 
Elongation in 
4xD, min., 8%. 
READY 
MACHINABILITY 


Compared with Free 
Cutting Brass Rod at 100 
its machinability 
ge hilare| is 
folelelgey duleli-ih ae it) 


METALLURGICAL COMMENT. Most of the nickel and silicon 
in heat-treated Cunisil are present as an intermetallic com- 
pound, nickel silicide, and it is the precipitation of nickel 
silicide in the form of particles of submicroscopic size by a 
relatively low temperature heat treatment that accounts 
largely for the distinctive properties of the alloy. 


Prior to the hardening heat treatment, the alloy is brought 
to a proper condition for hardening by giving it a solution 
anneal at a much higher temperature and then a quenching 
from this temperature; at this stage the alloy is quite soft 
and in a condition for drastic cold-working operations. The 
hardening heat treatment consists of heating at a controlled 
temperature for a definite length of time to obtain the de- 
sired mechanical properties. 


HIGH CORROSION 
RESISTANCE 
Comparable to copper | 
and Everdur copper- 
silicon alloys. 


NEW 


FROM 
PANN. Voxe) | py \ 


HIGH ELECTRICAL 
CONDUCTIVITY 
30 to 42% IAC! 


treated 


ae 
< 


> AVAILABLE 
* AS ROUND ROD 
In straight lengths 
including Vis” dia, 
: to 1" dia. In coils 
Dm V6" dia. to %”’ dia. 
z Inquire for 
other sizes. 


— 


CUNISIL-837 is a high-strength, corrosion-resistant alloy that 
includes many of the desired qualities of Silicon Bronze or 
Everdur®. Its applications to date have been primarily in 
the electrical equipment field. 

FOR MORE INFORMATION—sce your American Brass repre- 
sentative or write: The American Brass Company, Water- 
bury 20, Conn. In Canada: Anaconda American Brass Ltd., 
New Toronto, Ont. 


6947 


® 


Copper and Copper Alloy Mill Products 


MADE BY THE AMERICAN BRASS COMPANY 
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Here are the most dramatic new 
lamps this year...and every one 
came first from General Electric! 


Further proof... your best bargains in 
light are General Electric fluorescent, 
filament and mercury lamps 


4 NEW G-E FLUORESCENT TYPES 
(1) Multiple Power Groove, most powerful fluores- 
cent you can buy, saves up to 40¢ a square foot 
initial investment over other fluorescents. (2) The 
F-40, for universal use, costs 5¢ less . . . and delivers 
6% more light than previous 40-watt G-E Rapid Start 
Lamps. Operates in starter-type circuits, too. (3) 
PREMIUM 33, first 40-watter ever to exceed 3,000 
lumens (3,250 in white), also operates in either type 
of circuit. (4) The T10 is the first fluorescent lamp 
ever designed for outdoor use. Rated at 13,000 
lumens and designed for enclosed single lamp fixtures 
it stays brighter even in cold, windy weather. The 
T10J (shown at right) is a T10 lamp fitted with a glass 
jacket and is made for exposed lamp installations. 


2 NEW G-E BONUS LINE FILAMENT 
LAMPS—(1) New smaller 100-watt bulb... small 
as a 60-watt, but delivers more initial light than two 
60’s. More light than any previous 100-watt bulb. 
How? With the General Electric “stand-up” filament 
that delivers more light. (2) New G-E RB-52 Reflector 
Lamp has special “‘bulge’’ shape to distribute heat, 
permits economy of regular glass construction; silver 
reflector instead of aluminum; the first thousand- 
watt reflector lamp with the “stand-up” filament . . . 
puts 20-30% more light on work area. 
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New 15,000 lumen apie Rien ead: New 2,800 
G-E Power Groove G-E Premium 3 


= 


onei2a 18 @ Weanas 
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Color improved White Reflector Color Improved White 
(H33-1FY) Reflector (H33-1DN/C) (H33-10N/W) (H33-1GL/c) (H33-1GL/W) 


FIRST COMPLETE LINE OF 400-WATT in their life, will outperform any other brand the same age. 
BONUS LINE MERCURY LAMPS _ Bonus Line What’s more, they’re built to last as long or longer than any 
Mercury Lamps give you more light for the electricity, and other. Bonus construction eliminates arc tube blackening. 
like other General Electric Mercury Lamps, at any given time Choose from six G-E Bonus Line 400-watt Mercury Lamps. 


New 100-Watt . 
G-E PAR Lamp (6 Colors) 


NOW—MORE ECONOMICAL FLOOD- 


LIGHTING IN COLOR — Dramatic new 100- 
watt G-E color PAR Lamps for display or decoration, 
available in red, yellow, blue, green, pink and blue- 
white. Newly developed silicon coating lets more light 
through—positively won’t crack in rain or snow. 


FREE FROM G.E.—Right now... today 
you can get a startling new 20-page pic- 
ture paper packed with factual informa- 
tion on lamps and lighting that can save 
you big money. Write for your free copy 
today. Just send your name, company, 
address, to General Electric Co., Large 
Lamp Department, Building C-937, Nela 
Park, Cleveland 12, Ohio. Be sure to ask 
for “FACTS OF LIGHT”. 


New 1500-Watt 
G-E Quartzline Lamp 


New 45-Watt 
G-E Quartzline Lamp 


3 NEW G-E QUARTZLINE LAMPS-— smallest, brightest, 
most efficient incandescent lamp ever offered commercially. Packs 
tremendous amount of light into tiny unit (1/200th the size of other 
lamps of equal wattage). Pencil-thin, now available in 45-, 500- and 1,500- 
watt sizes. No lamp blackening, no dust accumulation. Rugged quartz 
tube won’t crack even if splashed with ice water. 


WHICHEVER LAMP YOU CHOOSE, know how your 
lighting costs break down. For example, on 40-watt fluorescents, your 
costs average only 10% for lamps, so even a 50% lower price would cut 
your costs by just 5%. Electricity uses 70%. The other 20% is mainte- 
nance (here G-E Lamps really save money!). Across the board they're 
more uniform in light output, predictable life, color and freedom from 
defects. They’re right at the start... and have fewer early burnouts, so 


"maintenance costs drop. This same uniformity makes all G-E Lamps your 


BEST BARGAINS in light. 


Progress /s Our Most /mportant Product 


GENERAL @@ ELECTRIC 
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we have it! 


If your call is for copper, call a nearby 
Hussey warehouse. Complete stocks of 
copper pipe, rods, bars, strip, sheets 
and many other necessities are ready 
for delivery in day-to-day quantities— 
or in production lots direct from the mill. 
Today's favorable copper prices make it 
easy to get the extra quality of copper as 
compared with other metals. Call Hussey 
today for mill or warehouse service on 
copper and brass products. 


C. G. HUSSEY & CO. 
(Division of Copper Ronge Company) 
Rolling Mills and General Offices 
PITTSBURGH 19, PENNA. 


PITTSBURGH (19) 2850 Second Avenue 
CLEVELAND (3) 5318 St. Clair Avenue 
CINCINNATI (37) 1045 Meta Drive 
NEW YORK, LONG ISLAND CITY (6) 
34-39 Thirty-first Street 
CHICAGO (18) 3900 N. Elston Avenue 
ST, LOUIS (1) Globe Democrat Building 
PHILADELPHIA (30). 1632 Fairmount Avenve 
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atory and production use can be 
reset and recalibrated by user if 
necessary. Sturdy instrument has 
stainless steel stem, tip and 
mounting which make it immune 
to corrosion from almost all chem- 
icals. Thermometer is waterproof 
for intermittent immersion and 
for continuously humid atmos- 
pheres. Range is from 0 to 220 
degrees F. Stem length is 6 in. 
with a diameter of % in. Diameter 
of dial is 2 in., and overall diam- 
eter is 2% in. Pacific Transducer 
Corp., 11836 W. Pico Blvd., Los 
Angeles 64, Calif. 

Write No. 30 on Inquiry Card—Page 32 


New Magnetic Base 
Indicator Holder 


A new model magnetic base 
indicator holder holds all types 
of dial indicators, including rack 
and pinion models with lug type 
backs. Large diameter push but- 
ton permits one-hand control of 
powerful permanent magnet in 
base, while other hand is free 
to position the indicator. All 
working surfaces of the base are 
precision-ground. Non-working 
surfaces have a fine wrinkle fin- 
ish. A V-step across top of base 
adapts for mounting on horizontal 
or vertical arbors. Dimensions of 
base are 1-15/16 in. high x 1-% 
in. x 1-% in. L. S. Starrett Co., 
Athol, Mass. 

Write No. 31 on Inquiry Card—Page 32 
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Arrangeable, changeable, and everything custom but the price 


Your cabinet bench requirements are peculiar to 
your business, to your way of operation. Ordinarily 
this might call for a custom installation at an 
unjustifiably high price were it not for Hallowell. 


There are so many variations of the basic Hallowell 
Cabinet Bench that you can have custom conve- 
nience, custom arrangement and custom quality at 


CUSTOM-TAILOR HALLOWELL CABINET 


Add shelves... Add doors or drawers 


standard bench prices. There’s more to the story. 


Change as your needs change— 

Start with Hallowell Cabinet Benches and you can 
count on years of service. Should your requirements 
ever change, you can easily and quickly change 
these cabinets, paying only for any parts or acces- 
sories you add. 


BENCHES TO YOUR SPECIFIC NEEDS 


nations of 
ther 


yvailable 


Add stc rage w il units 


See your authorized Hallowell Distributor or write direct 


COLUMBIA-HALLOWELL Division Sps JENKINTOWN 31 PA. SPS WESTERN, SANTA ANA, CAL. 


NOVEMBER 9, 1959 
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Sand... heavy rain...extreme heat... 


Nothing stops 
These Westinghouse 





dependably driving oil well pumps in Odessa, Texas 
district of The Atlantic Refining Company, 
24 hours per day, 7 days a week! 


“‘Here’s an application,” says A. P. Johnston, 
procuction engineer at The Atlantic Refining 
Company, “‘where we must have continuous 
motor operation . . . sometimes for as long as 18 
months . . . with virtually no maintenance or 
repair. Many of our pumping stations are re- 
motely located, automatic and unmanned. Any 
stoppage or motor failure would result in the 
loss of several hundred barrels of oil. Motor 
repairs in the field are prohibitive in cost. We 
must have complete motor reliability and that’s 


exactly what we get from our Westinghouse 
Life-Line® “‘A”’ motors.”’ 


How about you? Got a really tough motor 
application which you can’t afford to pamper? 
Then ask your Westinghouse sales engineer to 
show you how the dependable Life-Line ‘‘A” 
pays for itself through reduced maintenance and 
repair. Or write to Westinghouse Electric Corp., 
P.O. Box 868, 3 Gateway Center, Pittsburgh 


30, Pennsylvania. J-22055-R 


: You CAN BE SURE...1F iT Westi nghouse we 


om 


On this pumping unit, the 
15-hp Life-Line “A” motor 
operates in an atmosphere 
of damaging dust, sand and 
moisture. Despite continuous, 
heavy-duty service, motor 
has never suffered any over- 
heating since first installed. 
Prelubricated bearings 
of the Life-Line “A” eliminate 
periodic greasing . . . keep 
lubricant in... dirt out. 


poem soeaenere 
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Protected Work Aisle for 
Metal-Clad Switchgear 





Pi 
Ht 4 Nery CORPORA Thre 
; COMERAL OFFICES 


“s J 
A new protected work aisle has 
been developed for 5 and 15 kv 
metal-clad switchgear. Unit of- 
fers protection to both mainten- 
ance crews and switchgear, and 
permits maintenance schedules to 
be kept without interference from 
the weather. Wide aisle provides 
space for two breakers to pass, 
—— for installation of small work 
= desk, and for mounting of a test- 
Industrial Towel ing panel. Of sturdy steel con- 
struction, work aisle is completely 


weatherproofed and comes 


x : Peace 5 : 
ENE Cee me mo 
Enna 


Rental Service helps cut costs | cvs w txeces te 
Pacific Electric Co., 50 Paris St., 


Newark 1, N.J. 
Write No. 32 on Inquiry Card—Page 32 


Moéern plants use the modern way to handle wiping material require- . , K 
ments—through “KEx”, the Industrial Towel Service that cuts costs, boosts High Quality, High 
efficiency. Voltage Power Supplies 
Endorsed by the Garrett Corporation AiResearch Manufacturing Divi- 
sion in Los Angeles, the “KEx” Service System, through proper installation 
and control, has provided the most efficient and effective means of handling 
wiping material requirements at this plant. “KEX” can do the same for you. 


AiResearch is serviced by Prudential Overall Supply of 
Los Angeles, one of the independent, franchised distribu- 
tors available through the “KEX” nation-wide service. 


See “Wiping Cloths” or write to ““KEX” National 
Service, 295 Fifth Avenue, New York 16, N. Y. 


Two new high quality, high 


"7 KEX” NATIONAL agp yuigeie r 
SERVICE sais ans aa ee aioe 


REG. U.S. PAT. OFF. and laboratory applications, in- 
cluding operation of cathode ray 
as tubes, electrostatic precipitators, 


: sprayers, insulation testers, etc. 
It isn’t “KEX” unless it’s imprinted with the “KEX’’ name. (Please turn to page 134) 
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TUBES... 


and the new standard in COMMUNICATIONS 


Sylvania Gold Brand tubes are playing 
an important role in the continuing prog- 
ress of communications. They have helped 
to establish new standards of reliable 
performance in military, commercial and 
industrial communications equipment. 
Now, in keeping with this outstanding 
record, Sylvania offers a line of trans- 
mitting tubes made in the tradition of the 
famous Gold Brand line. 


AM, FM, TV, VHF, UHF—whatever 
the service, there isa Sylvaniatransmitting 
tube to fill the bill. And it will meet your 


requirements with greater reliability be- 
cause of Sylvania’s Gold Brand back- 
ground. This means extra quality controls 
and stringent specification requirements 
for premium efficiency from every tube. 
The end result is less down time and 
more dependable communications. 


Here are some of the 
more popular classes of Sylvania 
Communication Tubes: 
e@ High Vacuum Amplifiers 
@ Planar Triodes 
@ Lighthouse Triodes 


@ Modulator Amplifier and Oscillator types 
—forced air, convection or water cooled 


@ Power Triodes—forced air, convection or 
water cooled 

e@ Transmitting Beam Amplifiers 

@ Pliotrons 

@ Power Tetrodes 

Before your next order for power tubes, 

check out the Sylvania transmitting tube 

line. Your Sylvania distributor or sales- 


man will be glad to give you the whole 
story on the complete line. 


SYLVANIA ELECTRIC PRopucts INC. 

1740 Broadway, New York 19, N. Y. 
In Canada: Sylvania Electric (Canada) Ltd. 
P. O. Box 1190, Station ““O,” Montreal 9 


¥ SYLVANIAS 


Subsidiary of 
GENERAL TELEPHONE & ELECTRONICS 
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NEW ENGLAND DIVISION 
Milford, Connecticut (Trinity 8-1761) 


B 
(emis pal 
PENN DIVISION 
Hatboro, Pennsylvania (Osborn 5-4560) 


Cs8. sisi 
ILLINOIS DIVISION 
Aurora, Illinois (Aurora 2-4278) 





E 
OHIO DIVISION 
Elyria, Ohio (Fairfax 3177) 


ea 


PACIFIC DIVISION 
Norwalk, California 
(Phone Whittier: Oxford 3-3777) 


MILFORD 
MANUFACTURING 
PLANTS 


Tee Al ialiameoh c-laalle lal 
big tle) qialemeli-jt-lalet—me)| 


Aol eime-t-t-1—laalel hal lal-e 


To give you unmatched service on tubu- 

lar rivets, Milford has five manufactur- 

ing plants and twenty sales offices 

strategically located across the country’s 

industrial beitline. 

For the answers to delivery problems 
. get in touch with Milford first! 


MILFORD RIVET 
& MACHINE co. 


MILFORD, CONNECTICUT ° HATBORO, PENNA 
ELYRIA, OHIO * AURORA, ILL. « NORWALK, CALIF. 


For More Information Write No. 236 
on Inquiry Card—Page 32 





Products 





(Continued from page 132) 


Units are instrumented with dual 
range voltage and current meters, 
electronically protected against 
overloads. Current rating of two 
models is 5 milliamps and 2.5 
milliamps respectively. Kilovolt 
Corp., 2 Manor House Square, 
Yonkers, N.Y. 

Write No. 33 on Inquiry Card—Page 32 


New Pushbuttons 
Feature Low Silhouette 


Sy 


A new line of low-silhouette 
pushbuttons is designed for use 
where space and appearance de- 
sign are important. Features in- 
clude minimum projection in 
front of panel, a shallow contact 
block behind the panel, and inter- 
changeable color caps on the oper- 
ators. Pushbuttons measure 1-%4 
in. from the front of the panel to 
the back of one contact block 
with a projection of 3 in. in front 
of the panel. Contact blocks are 
3%4 in. deep, 2-1/32 in. wide and 
1-% in. high over terminals. 
Westinghouse’ Electric Corp., 
P.O. Box 209, Pittsburgh 30, Pa. 
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“The purchasing agent wasn’t in, 
but I sold his secretary.” 





Get the advantage of “single-source” 
buying for all your needs in industrial 
track and crane runways. Prompt de- 
liveries assured from the nation’s larg- 
est warchouse stocks of rail, switch ma- 
terial, tools and construction products. 
Foster is national distributor to industry 
for major manufacturers, such as Weir- 
Kilby, Woodings-Verona, Nolan, West- 
ern Industries and others. 


Refer to our catalogs in Sweet’s File 





James B. Mackey, P. A., The Sloan Valve Company, Chicago 


“We always specify Chicago 
Molded for plastic parts, says Pur- 
chasing Agent Jim Mackey of the 
Sloan Valve Company, and we’re 
always sure of purchasing for profit. 
It’s a combination of reliable cus- 
tom molding service, finest qual- 
ity, expert engineering assistance, 
the right price and on-time-deliv- 
ery.”’ Take the word of a man who 
knows, for help in plastic parts, 
call, specify: 


CHICAGO MOLDED 


PRODUCTS CORPORATION 
1028 North Kolmar Avenue, Chicago 51, Illinois 


For More Information about ad on facing 
pg. Write No. 237 on Inquiry Card - pg. 32> 
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The Stainless Steel products 
illustrated are made by 
STEELEX Corporation, 
Williamsport, Pa. 


.. uperior otainless 


STRIP STEEL 


SERVICE-ABLE Superior Stainless performs handsomely 
in these functional utensils—always bright, easy to clean, 
with extra strength for extra years of use. ¢ Superior Stain- 
less delivers handsome performance in fabrication, too. . . 
handles right because of superior quality control at every 
stage of manufacture. e We have much to offer in technical 
assistance. Write us on your stainless applications. 


SUPERIOR STEEL DIVISION 


OF 
COPPERWELD STEEL COMPANY 
CARNEGIE, PENNSYLVANIA 


For Export: Copperweld Stee! International Company, New York 











for complete flexibility rapid _ 

© EC a 

€ fastening 

the NEWR!7.2.f screw driver 
by Ingersoll-Rand 














You get complete fiexibility by moving, adding 
or removing powerheads—by varying screw 
types or sizes—or by adjusting power ranges to 


meet different torque requirements. 


Now you can automate your fastening opera- 
tions without buying expensive, custom-built 
fastening equipment. With the versatile, new 
R.A.F. Screw Driver, you can run one job in the 
morning, and a completely different job after 
lunch. Changing the screw pattern is as simple ° 
as loosening and then tightening two power- | 
head bolts. 


dividends on payroll dollars 


Using the new R.A.F. Screw Driver, one man 
can outperform a half dozen operators using 
conventional hand held screw drivers. As an 
example of savings possible with Rapid Auto- 
matic Fastening, multiply the yearly wage you 
pay one operator by the number of operators 
the R.A.F. Screw Driver replaces. This figure, 
minus the cost of the R.A.F. Screw Driver, 
represents your Dividend on Payroll Dollars 
for the first year alone. 


For the full story on Dividend Dollars with Rapid 
Automatic Fastening, call your local Ingersoll- 
Rand office today, or write for Bulletin 5266. 


@ Ingersoll-Rand 


1] Broadway New York 4, N.Y. 


7 lag nal! Tools plus AlRengineering 


increase output per man 


For More Information Write No. 238 on Inquiry Card—Page 32 
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DA 


WHATEVER YOUR NEEDS... spetneee, eco 
9! 


an 


Hid nl 
MOST COMPL 
LINE OF QUALITY V-BELTS 


DA 358 V-BELTS 








For highly compact, 
plus-power drives. 
First major design DA POSITIVE DRIV LTS 
change in Multiple , : 
V-Belts in the last Combines the advantages of the chain and 
30 gear with all of the advantages of the 

yuan. belt. No stretch, no metal to metal contact, 
no constant lubrication. 








STURDI-LINK GENERAL DUTY V-BELTS STEEL CABLE V-BELTS 


Pre-stretched link 
belting available 
in regular, 
oil-resistant 


Steel cable permits 
Power-balanced no-stretch 
construction installation. All 

: for flexibility, belts are 

and static- durability and fluoroscoped to 
conductive strength. assure extra 

types. : high quality. 


RAILROAD BELTING DOUBLE V-BELTS OPEN END V-BELTING 











High tensile Relieved cross section Used on drives 
strength, low assures maximum where endless 
stretch belting flex resistance. New ag V-Belts are 
features high control methods . Bis prec tical. 
fastener tear-out provide uniform igh fastener 
resistance. cord section. tear-out 
resistance. 











RED SHIELD 

MULTIPLE V-BELTS VARIABLE SPEED BELTS 
Red Shield Belts now offer 
40 per cent extra 
capacity. Iso Dynamic 
matching and cord 
stability assure precise 
balance and long 
belt life. Also available Ar ; 
in oil and heat Y Abrasion resistant cover assures maximum 
resistant and static life. Crowned cross section 
dissipating constructions. : | maintains stability under extreme loads. 

















. Compare .. You’ ll Select 


DURKEE -ATWOOD V-BELTS 


DURKEE-ATWOOD eee ae MINNEAPOLIS 13, MINNESOTA 


Look for the ==". on your V- Belts 


For More Information Write No. 239 on Inquiry Card—Page 32 
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You get MORE 


for your money with 
WAVERLY 
* 


WAVERLY PETROLEUM PR C 
= PHIL ADEIPHIA er a 
tc sate ali 


e MORE COVERAGE -by ac- 
tual test, WAVERLY HI-DRI 
will cover up to 3314% more 
floor space than competitive 
products. 


e MORE ABSORPTION — HI- 
DRI is thirstier than ordinary 
absorbents. In every 50 Ib. bag, 
there are more than 37 million 
highly absorbent granules — to 
soak up oil and grease faster. 


@ MORE SAVINGS — because 
HI-DRI goes further and works 
harder than other products, you 
save up to one-third of your 
costs. 


* MORE SATISFACTION— 
and you can prove it! Test HI- 
DRI in your own plant. Call or 
write for a generous FREE 
sample. 





er 
ry 


om 


WAVERLY 


PETROLEUM PRODUCTS CO. 


3018 Market Street 
Philadelphia 4, Pa. 


Since 
1880 














For More Infofrmation Write No. 240 
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Below-the-Hook 
Lifting Devices 





A new line of below-the-hook 
load gripping devices includes 
especially designed plate lifting 
clamps, tongs, hooks and grips in 
a variety of types and sizes. Five 
types of plate lifting clamps are 
offered in sizes from 1000 through 
40,000 Ibs. capacity. Tongs are 
available in six specific types: 
crate, pipe, rail, beam, timber, 
and barrel or drum tongs. Hooks 
include two types of box hooks 
and a trip hook, and grip category 
includes various types for safe, 
efficient handling of barrels, 
drums, kegs and boxes. Shaw- 
Box Crane & Hoist Div., Man- 
ning, Maxwell & Moore, Inc., 
Muskegon, Mich. 

Write No. 37 on Inquiry Card—Page 32 


One-Use Carbide 
Insert Drill Bits 


One-use carbide insert drill bits 
have been added to an established 
line of dust collecting bits. Cost 


per unit is low, and new bits are 
intended to be thrown away when 
they are finally dulled. Bits are 
of the cross-type, 5-hole design 
and are available in three sizes, 
13, 14%, and 1% in. Inserts are 
made of top quality tungsten. Bits 
can be utilized with any stopper, 
air leg or hand sinker drill that 
uses the dust collecting principle. 
Le Roi Div., Westinghouse Air 
Brake Co., Milwaukee 1, Wisc. 

Write No. 38 on Inquiry Card—Page 32 


New, Low-Pressure 
Air-Driven Tacker 


A new low-pressure air-driven 
tacker staples into the hardest 
woods. Unit operates on pressures 
as low as 40 lbs. per sq. in. Re- 
duced recoil produces less oper- 
ator fatigue and less wear and tear 
on tacker itself. More tools can be 
used on existing air systems, and 
less costly air supply equipment 
can be employed in new installa- 
tions. Tacker can use low-cost 
.025 in. round wire staples as well 
as .050 by .019 in. staples, and it 
provides quick change-over to any 
staple length from 3/16 in. to 9/16 
in. Bostitch, Inc., 2011 Briggs Dr., 
East Greenwich, R. I. 

Write No. 39 on Inquiry Card—Page 32 


Continuous-Purge 
Tank Gauges 


A new line of remote-indicat- 
(Please turn to page 142) 


For More Information about ad on facing 
pg. Write No. 241 on Inquiry Card—pg. 32> 
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Famous Model 


“AF” Bagpaker weighs, fills, settles 
and closes a 100-Ib. bag every 2’ seconds! 


ITH THIS engineering marvel at his com- 
Wat the one man in our picture can 
package from 15 to 25 BPM. And he can instantly 
adjust the rate of speed through the machine's 
variable drive. 

The operator simply hangs empty multiwalls 
on the hopper spouts as the 10-station turret 
rotates past him. The Model AF Bagpaker takes 
over from there. 

It accurately weighs any free-flowing or semi- 
free-flowing material, quickly fills the bag, set- 
tles it by vibration, automatically preforms the 
top, and stitches it tight. You can choose from nine 
different closures. Bagpak’s exclusive “Cushion 


Stitch,” a reinforced two-thread double-lock chain 
stitch, is standard equipment. 

The Model AF Bagpaker is ruggedly construc- 
ted of heavy welded steel throughout. Gears 
are fully enclosed and bathed in oil. Critical 
parts are of stainless steel. 

There is a Bagpaker model for every need. 
They range from the completely automatic Model 
“A” Bagpaker, capable of packaging up to 60 
tons per hour, to small, manually operated econ- 
omy models. 

Whatever your multiwall packaging needs, it 
will pay you to talk to your Bagpak sales an 
service representative. 


Bagpak Division INTERNATIONAL PAPER New York 17, N. Y. 
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AHEAD! 


Barreled Sunlight’s superior yardage gives you 
measurably more for your painting dollars! 





You measure the cost of a can of paint two ways. Price per gallon is the 
most obvious . . . but least reliable. A far more accurate way to figure it is 
by the square yard . . . including labor costs which today take 80¢ out of 
every painting dollar. 


Figured this way, it’s easy to see why cost-conscious maintenance engineers 
and purchasing agents specify Barreled Sunlight Engineered Paints. Their 
experience shows that a gallon of Barreled Sunlight covers up to 20% more 
area...and covers it better. This extra “yardage” — the unique way in 
which Barreled Sunlight covers more area in fewer coats in less time — is 
just one of many factors determining their choice. Its smooth, dirt-resistant 
surface is another. Ability to stand up under severe conditions still another. 
Plus the fact that “Barreled Sunlight” on a purchase order means fewer paint 
purchases in the long run! 


All things considered, you'll find that Barreled Sunlight Interior and Exterior 
Paints give you full measure and more for your paint investment. Our famed 
“On-the-Wall” Test will prove it to you — in your own plant — without obli- 
gation. Arrange it now by filling in the coupon. 


eeeeeeeveeseseee#eeee#e#e#e#esekee#ee##ee###ee#tetet eee ¢ 


BARRELED SUNLIGHT PAINT COMPANY 
18K Dudley Street, Providence 1, Rhode Isiand 


We'd like to get more for our painting dollars . . . tell me more 
about Barreled Sunlight Paints! 


Barreled Sunlight 


Please send me your new “Quick Reference Guide” 
J to Barreled Sunlight Paints. 


Please have your representative call me to arrange 


C) a free “On-the-Wall” Test. 


Name 
FOR A BETTER LOOKING, LONGER Company 
LASTING PAINT JOB AT LOWER COST 


For More Information Write No. 242 on Inquiry Card—Page 3 
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TOPS inv 


STRENGTH 


You'll find TM Alloy Chain is used 
wherever rugged “brute strength” 
is a requisite. For example— 

the working load limit of 

%" TM Alloy is 23,000 pounds. 
It's tougher, safer and far less 
costly than other grades of chain 
tested. Assemble your own 
slings with TM Hammerlok links, 
or order to your specifications. 
See your distributor or write. 
S.G. Taylor Chain Co., Inc., 
Hammond, Ind. 


Everything Swings 
on TM Slings 


aylor 
ade 


CHAIN “5 
1873 
For More Information Write No. 243 
on Inquiry Card—Page 32 
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Products 


(Continued from page 138) 





ing, manometer-type, continuous- 
purge tank gauges features in- 
tegral design and simplified front- 
mounted controls. Instruments 
are applicable to gauging all types 
of liquids, from petrochemicals to 
water, and they may be used for 
any size or shape vessel, open or 
closed, overhead or underground. 
Major emphasis has been placed 
on simplification of installation, 
controls and method of operation, 
with integral safety checks to pre- 
vent misuse. Available in ranges 
up to 60 in. Meriam Instrument 
Co., 10857 Madison Ave., Cleve- 
lartd 2, Oh‘o. 

Write No. 40 on Inquiry Card—Page 32 


Disposable Boots 
of Polyethylene Film 


The manufacturer of a line of 
polyethylene gloves is now pro- 
ducing a disposable “boot” of the 
same material. New product is 
packaged in rolls primarily for 
use by technicians in biological 
and atomic laboratories where 
control of spread of contaminating 
elements is vital. Boots are pulled 
on over regular shoes and can be 
worn open at: top or closed by 
rubber band or paper clip. Low- 
cost boots are watertight and can 
be worn for several hours before 
the film wears through. Plastic- 
smith, Inc., P.O. Box 1071, Pitts- 
burg, Calif. 

Write No. 41 on Inquiry Card—Page 32 
Lvs 
Columbium, Tantalum, 
Vanadium Tubing 


Three metals from the reactive 
group are commercially available 
in small tubing form. Columbium 
tubing has low electrical and 


thermal conductivity, excellent 
corrosion resistance, and is suit- 
able for high temperature struc- 
tural applications. Tantalum tub- 
ing features high melting point, 
low vapor pressures, good elec- 
tion emission and good gettering 
properties. Vanadium is extreme- 
ly ductile, has good corrosion re- 
sistance, and its density is approx- 
imately two-thirds that of colum- 
bium. Tubing is available in sizes 
from .012 to 1.125 in. O.D. Su- 
perior Tube Co., 1605 German- 
town Ave., Norristown, Pa. 

Write No. 42 on Inquiry Card—Page 32 


New Compound Simplifies 
Bonding of Teflon 


A new compound provides a 
fast, simple way of bonding Teflon 
to itself and other materials. Basis 
of compound is activated form of 
sodium in solution which reacts 
with Teflon to produce a film. 
This film in turn serves as a 
means of anchoring adhesives to 
the Teflon. Product is easy to use, 
and treatment time is short, mak- 
ing compound ideal for field ap- 
plication as well as in-plant work. 
W. L. Gore & Associates, Inc., 487 
Papermill Rd., Newark, Del. 

Write No. 43 on Inquiry Card—Page 32 


Gage for Simple, 
Fast Groove Location 


(Please turn to page 144) 
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DISSTON HAS THE EDGE 


in quality at the tooth edge where 
the work is done Right down on the business end 


of the saw is where Disston quality shows up best. Disston 
saw teeth have extra quality engineered and crafted in their 
bite. And these teeth are supported by tough, resilient backs. 
That’s why Disston saws produce better work faster and cleaner 
—and they last longer, too. See your distributor, or write to 


H. K. Porter Company, Inc. 


, Disston Division, 00 Tacony, 


Philadelphia 35, Pa. In Canada, Box 530, Acton, Ontario. 


Hard Edge Flexible Back Band Saws. 
Lancer tooth is specially designed with a 
10 degree positive hook and uniformity 
of set to enable each tooth to produce a 
fully formed chip. This permits smooth, 
economical, high-speed production cut- 
ting of non-ferrous metal, plastic, and 
wood. Regular pattern teeth supplied in 
both Raker and Group set to meet all 
cutting requirements. Available from 
stock in full line of widths and tooth 
spacings. 


DISSTON DIVISION 


PORTER SERVES INDUSTRY: with Rubber and Friction Products 


PEERLESS ELECTRIC DIVISION; Specialty Alloys 
VULCAN-KIDD STEEL DIVISION; Fabricated Products 


Carbide Tipped Saws. These outstanding 
saws are precision-crafted by Disston 
to maintain their keen cutting edges 30 
to 50 times longer than ordinary steel 
saws. The carbide tips are brazed under 
the most rigid controls to insure maxi- 
mum strength. Packaged in special pro- 
tective reusable containers to insure 
safe shipment and storage. Made in all 
popular styles and sizes to fill the needs 
of the wood, plastic, and metal cut- 
ting trades. 


Machine Hack Saw Blades. Disston’s 
complete line includes: High Speed Steel 
for precision-cutting of tool steels and 
high abrasive steels; Di-Mol, a high 
speed all-hard blade with maximum 
toughness, for general shop work where 
it’s necessary to take abuse, and nest- 
cutting is required; Super Safe High 
Speed Steel Welded Blade . . . tough, 
shatterproof...withstands heavy strains 
or feeds at maximum operating speeds. 
Available from stock in all popular 
lengths and tooth spacings. Also avail- 
able for hand use in 10” and 12” length. 


Style "'P"’ Smooth Trimmer Saw. Elimi- 
nates sanding. Butt joints come out 
absolutely accurate... perfectly flat, 
without tearouts or splintering. When 
you join them, they fit precisely. Ex- 
cellent for double-end tenoner work, 
also where 1/20” veneer is laminated to 
core, and for trimming lumber to size. 
Has four gauges of hollow ground to 
eliminate heat during cutting. From 8 
to 30 inches in diameter. 


H.K.PORTER COMPANY, INC. 


THERMOID DIVISION; Electrical Equipment—DELTA-STAR ELECTRIC DIVISION, NATIONAL ELECTRIC DIVISION 
RIVERSIDE-ALLOY METAL DIVISION; Refractories — REFRACTORIES DIVISION: Electric Furnace Steel 


CONNORS STEEL DIVISION 


DISSTON DIVISION, FORGE AND FITTINGS DIVISION, LESCHEN WIRE ROPE DIVISION, MOULDINGS DIVISION, H. K 
PORTER COMPANY de MEXICO, S.A.; and in Canada, Refractories, “Disston” Tools, “Federal” Wires and Cables, “Nepcoduct” Systems 


H. K. PORTER COMPANY (CANADA) LTD. 


For More Information Write No. 244 on Inquiry Card—Page 32 
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Questions from the floor 








Are you getting most floor absorbent bulk (not weight!) for 
your money? 


Does your floor absorbent become saturated before it does 
its job? 


Does your floor absorbent create new hazards by absorbing 
light, thus reducing needed working light? 


Does your floor absorbent “mud up” with oil and water? 
THERE’S A TEST THAT ANSWERS ALL _ — 


In less than 15 minutes in your own 
office, you can get all the right answers 
scientifically. Our Eagle-Picher repre- 
sentative will bring a miniature labora- 
tory right to your desk. Compare Eagle- 
Picher Floor-Dry with any other floor 
absorbent. See which wins out on overall 
economy and full-range safety. Eagle- 
Picher is eager to face comparative tests. 
Write today. 


EAGLE 


, EAGLE-PICHER 


Since 1843 The Eagle-Picher Company 
PICHER Dept. P 11 9, Cincinnati 1, Ohio 


For More Information Write No. 245 on Inquiry Card—Page 32 
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A versatile new depth gage pro- 
vides accurate location of hard- 
to-reach internal or external 
grooves. Featuring speed and sim- 
plicity, unit measures tapers with 
a special attachment; by simply 
adding a measuring ball it be- 
comes a pin gage. Dial indicator 
accurately measures the travel of 
the footed rod, and direct meas- 
urement may be obtained for both 
location and width of groove in 
one simple, speedy operation. In- 
terchangeable straight and footed 
rods increase gage’s useful range. 
Mueller Gages Co., 1062-1068 N. 
Allen Ave., Pasadena, Calif. 

Write No. 44 on Inquiry Card—Page 32 


Cast-Iron Sections 
for Jigs and Fixtures 


Standard micron cast-iron 
shapes are now available for the 
economical building of small jigs 
and fixtures. Shapes include U’s, 
T’s, H’s, hollow squares, rect- 
tangles and flat plates. They are 
cast in a practical range of sizes 
from 3 to 8 in. and in lengths of 
25 in., which are cut to order. 
Micron sections give a rigid struc- 
true for making drilling and mill- 
ing jigs without welding and with 
a minimum of machinery. All out- 
side surfaces are machined square 
and parallel within .005 in. per 
foot. Ex-Cell-O Corp., 1200 Oak- 
man Blvd., Detroit 32, Mich. 
Write No. 45 on Inquiry Card—Page 32 


“What are my duties here? Why, 
taking up the collections——.” 


For More Information about ad on facing 
pg. Write No. 246 on Inquiry Card—pg. 32> 
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YOU GET MORE KNOW-HOW 
WHEN YOUR “SPECS” READ HYATT 


because HYATT has built millions more cylindrical roller bearings than 
anyone else for two thirds of a century. And every year for the last 67 
years we have learned to make them run longer, smoother, more reliably. 
Remember, no bearings carry radial loads like cylindrical bearings—and 
nobody knows them like HYATT. Hyatt Bearings Division, General 
Motors Corporation, Harrison, New Jersey. 


Bo 
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IN ROLLER BEARINGS HYATT IS THE WORD FOR GM RELIABILITY 
{‘so" 





Republic’s CE NT 


High Strength, Stress Relieved, 
Cold Finished Steel Bars 


What Is The CENTURY SERIES? A family of five grades 
of cold finished, specially processed, stress relieved 
bars having a minimum yield strength of 100,000 psi. 
Available from Republic in C-1144, C-1141, C-1151, 
C-1050, C-1045. 

Why a CENTURY SERIES? To meet the needs of steel 
parts producers requiring high strength with varying 
degrees of machinability. The CENTURY SERIES 
assures dimensional stability with excellent machin- 
ability, provides high mechanical properties in a 
range of chemistries. 

Republic’s overall policy has always been to suggest 
the least expensive grade of steel that will adequately 
meet the mechanical requirements of the application 
and the degree of machinability desired. 

C-1144, for example, would be the proper choice 
for a part requiring high strength combined with 
maximum machinability. However, it may not be the 
best or most economical selection for parts on which 
machinability is not of prime importance. 

Republic’s CENTURY SERIES makes it possible to 
achieve considerable savings by selecting the grade 
best suited to a specific requirement. Where maximum 


machinability is not required a lower sulphur grade, 
such as C-1141 or C-1151, can be considered. If 
machinability is a minor factor, C-1050 or C-1045 
may be considered. As sulphur decreases, toughness 
and resistance to shock increase. Therefore, it is 
frequently possible to obtain a better strength/tough- 
ness ratio at lower cost by using one of the lower 
sulphur steels as indicated on the chart. 





BEST 

ANALYSIS COMBINATION 
EXTRA OF STRENGTH 

& TOUGHNESS 


GRADE MACHINABILITY 





C-1144 $1.35 
C-1141 1.10 
C-1151 70 
C-1050 AS 
& C-1045 | | 




















Which Grade Is Best For Your Production? Republic 
offers the services of expert metallurgists—field, mill, 
and laboratory—and machining specialists to work 
directly with your personnel in selection, application, 
and processing of the right grade for your particular 
application. . 








CENTURY SERIES C-1144 Distributor Shaft 





CENTURY SERIES C-1141 Hoist Support Shaft 


PURCHASING 





CENTURY SERIES C-1045 Shaft 


Want More Facts? This FREE BOOK provides the basic 
facts you need to determine where Republic’s CENTURY 
SERIES may help you save time and money in the production 
of steel parts. Mail the coupon for your copy. 


EPUBLIC 
STEEL 


Wolds Witleat Range 


REPUBLIC STEEL CORPORATION 
DEPT. PH -6872 
1441 REPUBLIC BUILDING + CLEVELAND 1, OHIO 


0 Send the free CENTURY SERIES booklet 


0 Have a metallurgist call 


Name 





of Standard Steels and 


Company 





Address 





Steck Produclg 


ee ee ee 
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Electrically welded, 
leakproof 


flaring pails 


nest to save storage 
and shipping costs 








9,000 vs. 3,000 
A boxcar holds 3 times as many 
flaring as straight-sided pails. 
Same 5-gal. capacity! 


gives leakproof 
protection for 
hard-to-hold products 


Ideal for liquid roof- 
ing cements, paint 
and petroleum prod- 
ucts, dry or powdered 
materials. Ask your 
Continental man for 
details. 


Cc CONTINENTAL 
CAN COMPANY 

Eastern Division: 100 E. 42nd Street, New York 17 

Central Division: 135 So. La Satle St., Chicago 3 

Pacific Division: Russ Building, San Francisco 4 


Canadian Division: 790 Bay St., Toronto, Ont. 
Cuban Office: Apartado =1709, Havana 


For More Information Write No. 248 
on Inquiry Card—Page 32 
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Caps and Connectors 
for Safety Connections 


Yellow rubber caps and con- 
nectors in a new line are made of 
DuPont Neoprene. Color which 
identifies caps and connectors as 
grounded is not a finish or spray, 
but is molded throughout and will 
not wear, chip or flake. Suitable 
for safety connections everywhere, 
units are available in conventional 
two wire and three wire types; 
grounding types in three wire- 
two wire styles. Ratings: 15 am- 
pere, 125 volts; 15 ampere, 250 
volts; and 20 ampere, 250 volts— 
10 ampere, 600 volt AC. Arrow- 
Hart & Hegeman Electric Co., 
103 Hawthorn St., Hartford 6, 
Conn. 

Write No. 46 on Inquiry Card—Page 32 


New Counterbalanced 
Paper Transporter 


A new counterbalanced oper- 
ator-led truck handles huge paper 
rolls faster, more efficiently and 
with greater economy. Ideal for 
companies requiring only inter- 
mittent movement of loads, truck 
has a capacity of 4000 Ibs. When 


equipped with a revolving paper 
roll attachment, it will handle 
rolls 40 in. in diameter and up 
to 2200 Ibs. in weight. 200 degree 
steering angle gives maximum 
maneuverability, and safety fea- 
tures are stressed. Automatic 
Transportation Co., 149 W. 87th 
St., Chicago 21, Ill. 
Write No. 47 on Inquiry Card—Page 32 


New Line of Low-Cost 
Ball Bearings 


pn dia 


Ball bearings in a new line 
are made of high carbon steel. 
Manufactured under the most 
rigid conditions to produce high 
quality ground bearings, they of- 
fer large price reductions over 
precision bearings. The most ef- 
fective use of the new bearings, 
therefor, is as substitutes for more 
expensive precision bearings in 
applications where such bearings 
are not really needed. Global Ball 
& Bearing Co., Inc., 1847 High- 
land Ave., New Hyde Park, N. Y. 

Write No. 48 on Inquiry Card—Page 32 


Solvents Remove Grease 


Quickly and Safely 


Non-flammable and virtually 
non-toxic “Freon” solvents quick- 
ly remove most greases and dirt, 
yet are safe for delicate motors 
and precision instruments. Chem- 
ically related to fluorinated hy- 
drocarbon compounds which are 
widely used as refrigerants and 
aerosol propellants, “Freon” sol- 
vents leave no detectable residue 
and are extremely effective on 
electric motors. Small motors can 
be cleaned effectively by im- 
mersion and operation in solvent, 
and larger motors can be cleaned 
in place by spray method without 
complete dismantling. DuPont, 
Wilmington, Del. 

Write No. 49 on Inquiry Card—Page 32 
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G.S. makes all types 
of Small Gearing with 
custom precision in pro- 
duction quantities — at 


production prices — for 
Appliances - Electrical Motors - Computers - Missiles - and all critical requirements 


CTIONAL Ho, Have you been penalizing yourself with short-run production — at short- 
- oe run high cost — to get the custom precision you require for an especially 
difficult, especially complex power transmission problem? Then G.S. has 

a lot to offer you. 


Because they know that G.S. does much more than just “make 
Gears,” a long list of leaders in a dozen major industries — and hundreds 
of smaller but mighty important producers of quality units — have for 
many years depended on G.S. ability, G.S. experience and G.S. perform- 
ance to supply all or the major part of their Small and Intermediate Gear- 
ing requirements. 








If you need Small or Intermediate Gears of any type, made to meet 
high-precision specs, G.S. can do more for you, too — whether it’s a mat- 
ter of developing better methods of power transmission for new projects, 
or improving performance and costs on old ones. Our engineers are at 


Spe rat: Ities, In C. your service — call or write us today. 


2635 WEST MEDILL AVENUE SEND FOR G:S. illustrated folder! See where and how we mass-manufacture 

CHICAGO 47, ILLINOIS Small Gearing to uniformly fine tolerances. Folder contains 23 pictures of 
Small Gears, plant view, as well as Diametral and Circular Pitch Tables. 
Ask for your copy on company stationery, please! 





SPURS © SPIRALS © HELICALS © BEVELS © INTERNALS 
WORM GEARING * RACKS © THREAD GRINDING 


WORLD'S LARGEST EXCLUSIVE MANUFACTURERS 


OF FRACTIONAL HORSEPOWER GEARING F5 Yeats of cpucialyging in nal Gearing! 


For More Information Write No. 249 on Inquiry Card—Page 32 
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FOR TOP 
PERFORMANCE 
EVERY TIME 


Zr owRAMCO 


MAKES 

m= BOTHTYPES 
em __ OF MODERN 
(ZS RETAINING RINGS 


~~ Retaining Rings by THOMPSON PRODUCTS 


another product of Thompson Ramo Wooldridge Inc. 


PURCHASING 





PERFORMANCE? ASSEMBLED COST? APPEARANCE? 


WHAT IS YOUR MAJOR 
FASTENER PROBLEM? 


If it is performance, Ramco retaining rings will give you the one best answer! 


Sixers 


A time-tested Ramco design; full-circle 360 
degree retaining ring opens up unlimited pos- 
sibilities for improved design and economies 


thousands of new or present products. 
Uniform wall allows installation 
with minimum clearance. 


Two turn, full-circle design 
eliminates gaps. 

No special tools needed for 
installation or removal. 

No tooling needed for prototypes — 
complete design flexibility. 
Develops a unique “‘friction lock’”’ 
under load. 

Aiways uniform in quality. 

Special designs for high speeds or 
tolerance stack-up problems. 


Y) @eQiox 


The answer to easy, lightweight, low cost 
assemblies and reduced manufacturing costs. 
Made in a variety of types and sizes for the 
smaller shaft or housing diameters. 


“J ’ 


Vv 


v 


V 


Vv 


— - <— = 
Address 


| City 
TRW | 
automotive group AZ. 


NovEMBER 9, 1959 


‘“‘Deep-groove”’ design permits maxi- 
mum thrust with minimum weight. 


Easily installed or removed. 
Available in a variety of materials. 
Wide choice of finishes. 


Always uniform in quality. 


Thompson Products Ramco Division 
Box 513, Dept. O, St, Louis 66, Mo. 





Only Ramco makes both types of modern 
.. both engineered for 
peak performance... ample safety for 
thrust load... rings that won't be sloppy 


retaining rings . 


in the groove...that can't jump out... 
that are dependable, dynamically balanced 
and made in a wide range of designs, 
styles, materials and finishes. 


You're further assured of top performance 
because Ramco Rings are manufactured 
in the world’s most modern ring plant... 
designed to the highest engineering stand- 
ards established by Thompson Products 
and Ramco...the same engineering skill 
that serves the nation’s car factories, air- 
craft builders, missile and electronic man- 
ufacturers. 


Send us a blueprint of your toughest 
retaining ring problem. We'll send you 
the one best answer to your problems of 
increasing performance, cutting assembled 
cost, Or improving appearance. A special 
Retaining Ring engineering Catalog and 
Price Lists are yours without cost or obli- 
gation. Why not mail the coupon today 
for your copies? 


Send latest Engineering and Price Catalogs of Spirolox 


and Circolox Retaining Rings. 


Name... 


Samples Wanted: Spirolox [] Circolox [] Size 
Copyright 1959, Ramsey Corporation 64 


Our credo for serving America’s giant 
monutacturing industry is simply stoted 


“Give the GENTLEMAN what he wents 


For More Information Write No, 250 on Inquiry Card—Page 32 





LESS 
LINER! 


MORE 
GLOVE! 


Photomicrograph of a 
cross section of a typical 
North PVC glove. Notice 
the extra-thick coating. 
That's where the wear is! 


That's why North PVC gloves 


by Jomac give longer 
service... better protection! 


When you compare gloves, remember this: we use a special light- 
weight knitted liner and extra coating. Some manufacturers use 
heavy canton flannel liners and /ess coating. Although total weights 
may be the same, you get a better value with North PVC gloves, 
because you’re paying for gloves. . . not liners! The wear, after all, 
is in the coating. 

And that isn’t all! We offer a better selection of sizes . . . and that 
means greater comfort, greater dexterity, greater productivity for 
every worker on every job. 


FREE OFFER! On your business letterhead, send us complete details of 
your working conditions, and we will send you a sample pair. Do it today! 


JOMAC 


INDUSTRIAL GLOVES 
Jomac Incorporated, Dept. F, Philadelphia 38, Pa. 


Plants in Philadelphia, Pa., and Warsaw, Ind. 
in Canada: Safety Supply Company, Toronto 
In Europe: North-Jomac Ltd., Londen, W1 


For More Information Write No, 251 on Inquiry Card—Page 32 





Products 


New 60-Ton 
Press 





A new 60-ton press built on 
the modular principle is front-to- 
back, eccentric shaft machine of 
completely enclosed construction. 
Three basic units, the frame, the 
drive, and the head, are com- 
pletely interchangeable. Press 
features air-friction clutch in 
which bronze friction plates op- 
erate in a sealed-in-oil enclosure. 
Oil not only lubricates and dissi- 
pates heat but absorbs the shock 
of the “pickup” load. Clearing 
Division, U. S. Industries, Inc., 
6499 W. 65th St., Chicago 38, 
Illinois. 

Write No. 50 on Inquiry Card—Page 32 


New, Ultra-Fine 
Hole Driller 


An ultra-fine hole driller for 
mill or drill press stresses sensi- 
tive control and high precision. 
Featuring the Albrecht microm- 
eter chuck or the small Jacob’s, 
hole driller achieves accurace of 
.0002. Made by firm which has 
already had success with small 
hole driller, ultra-fine hole driller 

(Please turn to page 156) 


PuRCHASING 





SPREAD RESISTANCE... 


WHERE YOU NEED IT! 











DROP-FORGED 


Five styles in a broad range 

of sizes and capacities up to 18”. 
Drop-forged from selected steel 
and heat-treated to further 
increase strength and reduce 
liability of springing. Screws 
are made of special grade steel 
hardened and tempered. 


DROP-FORGED 


SEWN Alloy Hoist Hooks add 27 


additional capacities to Williams 
extensive line of carbon and 
alloy steel hooks. Eye and shank 
styles in regular and safety 
patterns. Safe working load 
capacities up to 70 tons. 

Write for new brochure A-575. 


all are stronger and safer because... 


THEY'RE DROP-FORGED BY WILLIAMS 


FOR PROMPT, 
PERSONAL 
SERVICE 


TON. ee 


DROP-FORGED 


Vulcan Eye Bolts are 
proof-tested to military 
standards to 50% beyond 
“safe working load”. Plain 
and shoulder patterns, 
Blank or threaded, 
Capacities from 

400 lbs. to 16 tons. 


CALL YOUR 
LOCAL 
DISTRIBUTOR 


(WILLIAMS 


DROP FORGED 


TOOLS OF INDUSTRY 


For More Information Write No. 252 on Inquiry Card—Page 32 
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Who cares about your 
Wire Cloth Fabrications? 
CAMBRIDGE does... 


that’s why you automatically get service 
with your order . . . whether you need 
dozens of midget strainers or a single 
giant-sized retaining screen. 


Careful, competent workmanship and 
constant inspection assure you of quality 

modern machinery and accurate 
scheduling assure you of prompt delivery. 


And, a Cambridge Field Engineer follows 
up your order to make sure our product 
is giving you the best possible service. 
Let us quote on your next order for wire 
cloth fabrications. We manufacture wire 
cloth from any metal or alloy—including 
titanium—in nine basic weaves. We'll 
work from your prints or draw up prints 
for your approval. Call your Cambridge 
Field Engineer . . . he’s listed in the yellow 
pages under “‘Wire Cloth’. Or, write for 
FREE 94-PAGE CATALOG. 


The Cambridge 
Wire Cloth Co. 


Department AK e Cambridge 11, Md. 


Manufacturers of Wire Cloth, 
Metal-Mesh Conveyor Belts, Wire Cloth Fabrications 


For More Information Write No. 253 on Inquiry Card—Page 32 
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Once you’ ve tried 
Jetweld Low-Hydrogen Electrodes, 
you'll agree with us when we say, 


There's 
no such thing as 


ard-to-weld steel! 


Sulphur-bearing steels that normally 
can’t be welded without porosity — 





High-tensile steels that are susceptible 
to underbead cracks and microcracks— 
Heavy plate on which welds often crack— 


All are welded easily and successfully, 

in any position, with Jetweld Low-Hydrogen 
rods. 

An iron powder coating makes for 

fast, smooth operation. 


And three tensile classifications 
handle every Low Hydrogen application. 


Jetweld LH-70, E-7018, 
Jetweld LH-90, E-9018-G, 
Jetweld LH-110, E-11018-G. 


Try them for the very finest physical properties 
and on steels you thought were tough to weld. 


THE LINCOLN ELECTRIC COMPANY 
Dept. 1408 ¢ Cleveland 17, Ohio 





The world’s leading manufacturer of arc welders and 
electrodes, ac motors and battery chargers. 


For More Information Write No. 254 on Inquiry Card—Page 32 
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CAUSTIC 
SOLUTION 


A CASE IN POINT-—This is a 19 pound Ni-Resist valve body de- 
signed to handle caustic fluids at 400 psi. It was cast for the John Bean 
Division of Food Machinery & Chemical Corp. Ni-Resist is ideal for this 
application because it combines high corrosion resistance with superior re- 
sistance to erosion from high velocity fluids. 

The intricate coring required demands unusual skill to produce Ni-Resist 
castings leak-proof at 400 psi operating pressures. Hamilton Foundry suc- 
ceeded in producing pressure tight castings, an accomplishment difficult for 
the best of foundry men. 

When new and unusual design problems arise in the selection of metal 
and the casting of parts, you will find that the skill and integrity of your 
foundry is your best insurance that specifications—and delivery schedules— 
will be met. 


GRAY IRON * ALLOYED IRON « MEEHANITE® * DUCTILE (NODULAR) IRON © NI-RESIST * DUCTILE NI-RESIST © NI-HARD 


7 
1551 LINCOLN AVENUE * HAMILTON, OHIO * TWinbrook 5S-7491 
For More Informaton Write No. 255 on Inquiry Card—Page 32 
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Products 
(Continued fram page 152) 





has finger-tip control which al- 
lows operator to “feel his way,” 
thus eliminating breakage of 
many small drills. Hunter Tool, 
P.O. Box 564, Whittier, Calif. 

Write No. 51 on Inquiry Card—Page 32 


Low-Cost Slitting Unit 
for Short-Run Needs 


A newly available slitting unit 
offers economical servicing of 
short-run orders with accurate 
cutting and uniform take-up. 
Especially designed for plastic 
films, lightweight paper and 
similar materials, low-cost slitter 
is intended to serve where short 
runs or low volume will not 
justify more costly equipment and 
as economical auxiliary unit dur- 
ing peak production periods. Rolls 
as narrow as ¥% in. can be slit 
and wound quickly and accurate- 
ly. Slitter operates at approxi- 
mately 80 ft. per minute and is 
equipped with automatic yardage 
counter. Leedpak, Inc., 294 Fifth 
Ave., N. Y. 1, N. Y¥. 

Write No. 52 on Inquiry Card—Page 32 


Wheel Forming 
Attachment for Surface 
Grinders 


(Please turn to page 158) 


PuRCHASING 





H-K EXPANDS LABORATORY FACILITIES 





PR edna tain 





aol 


“AND ADVANCE= 


bo ; 
ae 


TO MAINTAIN 

















There’s more to making socket screws than meets the eye... 
there’s more to selling quality socket screws than talking price! 
Skilled engineers, laboratory technicians and metallurgists, 
working with a costly array of complex equipment, are an 


important part in producing the H-K reputation for 
manufacturing quality socket screws. HOLO-K> AE 
Ox (9) & aN SOCKET SCREWS 
4, S “a }, THE HOLO-KROME SCREW CORPORATION © HARTFORD 10, CONN.) 


: SOLD ONLY THROUGH AUTHORIZED DISTRIBUTORS 
For More Information Write No. 256 on Inquiry Card—Page 32 
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i Life in these excited states... 


“Sunday morning 
is no time to call me 
about a little leak” 


Saree 


Pvc eee ee 

















For Men Who - 
Work 24 Hours 
a Day 


Like the phone ringing when you’re 
in the shower, corrosion and con- 
tamination wait for no man. Best 
way to confine it to normal working 
hours is to specify trouble-free Ace 
chemical-resistant equipment by 
American Hard Rubber Company. 
Best for the money anywhere... 
backed by 108 years of experience. 
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RIVICLOR | 


for ageless strength \ 


ORR IANS YY 
¥ 
a 


All-purpose rig- 
id PVC. Sched. 
40, 80 & 120, 42 
to 4”. Threaded 
or socket-weld 
fittings. Valves 
¥y to 2”. NSF- 
approved. Bul. 
CE-56. 


pn om ee Ga a ee a Oe Se 


mo wa —_ PORT “Th Reci 


if NEW 

a 
Improved de- § ACE Gear Pump 
Sign... now 12 
gpm. All wet- {| 
ted parts acid- 
resistant, wear- _ 
resistant Ace €& 


hard rubber. v 


Finest availa- 


| 





ble. Bul. CE-SS5. 


poe sliamtnaie 


rn i 


69 CR A CTR PT’ Ce oe 


VALVE 
World's best 


SUPPLEX 


Flexible poly 


chemical valves 
... at moderate 


HEADQUARTERS | 


pipe, ideal for 


tops in economy 


water lines, 
drains, under- 
ground pipe or 
conduit. Sizes 
2 to 2”, long 
coils, NSF-ap- 
proved for 
drinking water. 
Bul. CE-57. 





ae A ES et mer 


[ee ee ee ee eee os ee es ee 
| 


prices, All-plas- 
tic,rubber-lined, 
or all-hard-rub- 
ber. %” pet 
cocks to 24” 
gate valves. 





DIVISION OF AMERACE CORPORATION 
Ace Road * Butler, New Jersey 





Products 





(Continued from page 156) 


A new wheel forming attach- 
ment is intended for use on tool- 
room surface grinders. Unit is de- 
signed for permanent mounting 
on spindle head, where it is in- 
stantly available when needed. 
Accurate to a few ten-thousandths 
of an inch, unit is supplied in two 
sizes. The first, for surface grind- 
ers with table working surfaces 
of approximately 6 x 18 in., will 
form-true grinding wheels up to 
7 in. diameter x 1 in. face; the 
second, for grinders with table 
working surfaces of approximate- 
ly 8 x 24 in., will true-form wheels 
up to 10 x 2 in. Pratt & Whitney 
Co., Inc., Charter Oak Blvd., West 
Hartford 1, Conn. 

Write No. 53 on Inquiry Card—Page 23 


Simultaneous Monitoring 
of 100 Temperature 
Points 


A new temperature alarm read- 
out simultaneously monitors up to 
100 temperature points, depending 
on the number of 10-unit panels it 
contains. When temperature point 
reaches temperature indicated on 
control dial, an alarm is sounded 
and critical point is identified by 
numbered light. Actual tempera- 
ture of any point may be deter- 
mined by depressing quiet, “no 
alarm” button and then rotating 
appropriate dial until light flashes 
on. Available in self-contained 
standard cabinets or in individual 
racks. Fischer & Porter Co., 303 
Jacksonville Road, Hatboro, Pa. 
Write No. 54 on Inquiry Card—Page 32 


For More Information about ad on facing 
pg. Write No. 258 on Inquiry Card—pg. 32> 
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Big glass clock “floats” safely home 


Prize winner! This clock container won a Gold Award at the Fifth Annual Fibre B 


~ 
ox Compe tition, 


in this new container by International Paper 


It’s quite a trick to deliver 

this clock in one piece. The 

mechanism is delicate. The 

glass face is 12 inches across! 

But the packaging experts 

of International Paper's Con- 

tainer Division did the trick. So well, in 

fact, that the container they designed won 

a Gold Award (one of ten different awards 

won by International Paper) at this year’s 
Fifth Annual Fibre Box Competition 

The same design and manufacturing ex- 


Container Division 


perts are constantly busy creating new and 
ingenious corrugated shipping containers 
for our customers—and every container gives 
you these 7 extra values: 

1. First-class engineering. Truly creative 
packaging by the same team that originated 
the tube-and-cap design, now standard in 
the industry, and many others. 

2. Time-proved boxmaking skill: several 
hundred million containers annually. 


3. Built-in savings. Maximum strength, least 


weight, best cost-saving design. 


4. Convenient delivery: from 19 box plants. 


(2 others are now unde r construction 


5. Virgin fibre for greatest strength, smooth 


surface, uniform color. 


6. Fair prices in line with top quality. 


7. A dependable source of supply. The only 
containers backed by the full resources of 
International Paper 

See your Container Division packaging 


expert. He’s a good man to know. 


INTERNATIONAL PAPER New York 17, N.Y 





Remington-Mall 


33 GREAT MAKES 


with ONE big feature in common= 


Chicago Pneumatic Buckeye i 


Milwaukee Pioneer Master Pneumatic Millers Falls 


Porter Cable %, Sunbeam a McGraw-Edison wr Ward's Powr-Kraft 





Sacobs 


CHUCKS Thor Speedy 


Dormeyer Electro Engineering Sears’ Craftsman 


Keller % a Air Speed 


A PARTNERSHIP IN PROGRESS 


Your industrial supply distributor makes it his business to know your business. He is 
always available and ready to fill your needs quickly, dependably and economically. 
When you need chucks, you can depend upon Jacobs and the Jacobs industrial 


supply distributor who works with you... your partner in progress through service. 


THE JACOBS MANUFACTURING COMPANY, WEST HARTFORD, CONNECTICUT 


For More Information Write No. 259 on Inquiry Card—Page 32 





Products 





New Coupling Tool 
for Link V-Belts 


A new tool is designed for safe, 
easy coupling and uncoupling of 
link v-belts. Made of heavy gauge 
steel, tool has cadmium plated 
handles for added durability. 
Especially designed tool points are 
tempered for maximum strength, 
and a steel spring is permanently 
locked in place. When the handles 
are squeezed, the points grip and 
open the hole in the link. In this 
way each link can be easily and 
quickly removed from the stud. 
Manheim Mfg. & Belting Co., 
Manheim, Pa. 

Write No. 55 on Inquiry Card—Page 32 


Military Cargo Winch 
for Commercial Use 


Lightweight military cargo 
winches are now being manufac- 
tured for commercial distribu- 
tion. Portable winch is capable of 
moving 4 ton loads at any speed 
up to 45 ft. per minute or 16 ton 
loads at 11 ft. per minute. Unit 
weighs 196 lbs., including 100 ft. 
of steel cable. Two models are 
available, to accommodate the use 
of either 28 V. DC or 600 cycle 
AC electrical power source. Air 
Cargo Equipment Co., 1121 East 
Colorado St., Glendale, Calif. 
Write No. 56 on Inquiry Card—Page 32 


New Screw Cover 


Pull Boxes 


Screw cover pull boxes in a 
new improved line are designed 
to simplify difficult wiring instal- 
lation problems. Available in two 
types—for flush installations and 
for surface mounting—units are 
suitable for use on junction and 
pull box applications and are 
readily adaptable to other on-the- 
job installation problems. Carried 
in wide range of standard sizes, 
from 4x 4x 4 in. to 24 x 24x 6in., 
with or without standard knock- 
outs, boxes are formed of heavy 
gauge, one-piece sheet metal with 
all corners folded in and welded. 
Keystone Mfg. Co., 23328 Sher- 
wood Rd., Warren, Mich. 

Write No. 57 on Inquiry Card—Page 32 
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SPECIAL RIVETS 


like some of the samples shown 
here .. . or the more commonly 
used tubular and split rivets... 
they're all alike to the American 
Rivet Co. And always—our own 
special brand of quality and 
service that gets you what you 
want when you want it. 


THE AMERICAN RIVET CO., Inc. 
849 N. Kedzie Ave., Chicago 51, Ill. 


Write for price list. For 
specials, send specifications 
for prices. 


BUY AMERICAN Zidulor and Gplit RIVETS 


For More Information Write No. 260 on Inquiry Card—Page 32 





Dorcas 
for Profit! 


Campco Polypropylene 


Campco Polypropylene offers an unusual 
combination of dielectric, chemical and heat 
resistant properties—is highly imprevious to 
stress cracking—withstands temperatures to 
240°F. This plating tank takes advantage of 
these properties, especially the material’s fine 
behavior under chemical attack. The lowest 
specific gravity of any plastic (0.91) means 
more products per unit weight of Campco 
Polypropylene than from any other formable 
sheet material. Purchase for profit, specify: 


CAMPCO Sheet and Film 


division: Chicago Molded Products Corp. 
2715 Normandy Ave., Chicago 36, Ill. 


PURCHASING 





IF YOU’RE COOKING UP NEW WAYS TO SELL YOUR APPLIANCES, 
call on Brown-Lipe-Chapin right now! Let B-L-C engineers work with you at the design stage. 
We can help you add new sparkle to your product and help spark sales with Dura-Plate—the 
first major advance in chrome plating in the past twenty-five years. Also, under the same roof 
at Brown-Lipe-Chapin, you’ll find mass-production facilities for quality, precision die casting and 
metal stamping. And for the finishing touch, there’re facilities to anodize, polish and buff, electro- 
plate and precision-paint any parts. Two plants, strategically located at Syracuse, 

New York and Elyria, Ohio, are ready to serve you with the same under-one-roof facil- 


ities. For further information, call or write Brown-Lipe-Chapin, Syracuse, New York. 


REL | ABILITY » BROWN -LIPE-CHAPIN 


[MOTORS | 


PAV 1. £2 @ 2 6oeé& Sw € MOTOR S €e@oeremee”*@gRrearti«@sa 


For More Information Write No. 261 on Inquiry Card—Page 32 
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Office Equipment and Supplies 





A machine capable of moisten- 
ing gummed labels up to 534” has 
just been introduced by Glue-Fast 
Equipment Company, Inc., 13 
White Street, New York, N. Y. A 
large capacity reservoir permits 
large mailing operations without 
filling delays. A chromium guide 
is adjustable to take any thickness 
of paper. The unit rests on rub- 
ber tabs to prevent marring. 
Write No. 58 on Inquiry Card—Page 32 


Purchasing agents will want to 
have the new Cormac Select-O- 
Matie Office Systems Guide. The 
guide lists office copying applica- 
tion for various departments in 
any industry. The system guide 
lists the results of field studies by 
Cormac Photocopy Corporation, 
80 Fifth Avenue, N. Y., N. Y., 
and time and motion experts in 
the field of office procedures. The 
guide resembles a_ simplified, 
hand operated, rotary slide rule 
and can be had without charge. 
Write No. 59 on Inquiry Card—Page 32 


. at. 
a a 
rouge SCARS OSS SAY 


A kit containing material for 
planning a graphic visual control 


164 


is available from Graphic Sys- 
tems, 55 West 42nd Street, N. Y. 
36, N. Y. This new package has 
many suggestions for picturing 
facts graphically for production, 
scheduling, inventory and other 
applications. A collection of 25 
ideas for tailoring a system to 
individual requirements is pre- 
sented in a new brochure en- 
titled, “How to Plan.” Each idea 
is illustrated with suggested ap- 
plications. 

Write No. 60 on Inquiry Card—Page 32 


Newest entry in the business 
machines field is the Cole Dicta- 
ter. A dictating and transcribing 
unit, it was designed by German 
technicians for Cole Steel Office 
Machines, Inc., 415 Madison Ave., 
New York, N. Y. Weighing 11 
pounds, 4 ounces the new ma- 
chine will operate in planes, 
trains and autos. An automatic 
microphone provides finger con- 
trols which guide all dictating 
operations. A special volume con- 
trol eliminates background noises. 
The new unit records up to two 
full hours, while the dual record- 
ing track provides for corrections 
and additions. 

Write No. 61 on Inquiry Card—Page 32 


Availability of a new, direct 
positive paper that cuts cost and 
time of reproducing positive prints 
has just been announced by the 
Photostat Corporation of Roch- 
ester, N. Y. The new positive 
paper eliminates the extra step 
of making negatives in reproduc- 
ing positive prints of top quality. 
Significant advantages: faster 
positive print delivery, permanent 
quality reproduction, fine detail 
and easy change of scale. 

Write No. 62 on Inquiry Card—Page 32 


Promotional or sales literature 
need not be stacked on a recep- 
tion room table. The Rak Makers 
of New London, Conn. have de- 
signed display rack of extruded 
anodized aluminum, faced with 
Rohm & Haas Plexiglas. The 
racks are available for either wall 
mounting or for floor positions. 
Write No. 63 on Inquiry Card—Page 32 


A new four-color 16-page cata- 
log on its line of office furniture 
has been released by the Colum- 
bia-Hallowell Division of Stand- 
ard Pressed Steel Co., Jenkin- 
town, Penna. Full-color illustra- 
tions show the various types of 
work stations that can be formed. 
The catalog points out extra 
quality features found in the 
units, including such items as 
one-piece wrap around desk ped- 
estals. 

Write Ne. 64 on Inquiry Card—Page 32 


Something new in pen design 
has been developed and patented 
by Kountour Pen & Pencil Co., 
150 Sharpe St., Cleveland, Missis- 
sippi. The new pen is fitted to the 
contour of fingers and thumb in 
the writing position. The case is 
made of Eastman Tenite II, and 
the pen is equipped with finely 
crafted threaded fittings. It is 
available in several colors, includ- 
ing maroon, green, telephone red 
and black. 

Write No. 65 on Inquiry Card—Page 32 
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partners in precision 





























Behind the excellent performance of IBM punched cards lies a painstaking quality-control program that 
“has no parallel in the industry. The continuing progress of IBM Research, coupled with more than forty years 
of manufacturing know-how, has achieved production techniques that assure you a precision partnership 
of IBM equipment and supplies. By insisting on IBM punched cards, you can be sure of securing the pre- 


cision engineering so essential to accurate and reliable data processing. 
® 


For More Information Write No. 262 on Inquiry Card—Page 32 
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Acco binders secure records, invoices, catalogs, 
safely—papers can’t slip out. No needless bulk! 
Unlike ordinary binders, trim, space-saving Acco 
binders slim to their contents—whether 1 sheet or 
1000 sheets. 5 colors. Many sizes — from 36 ¢ up. 


ASK FOR ACCO's new booklet ® 
amar ACCOPRESS 
available free at office outfitters. 
GENUINE PRESSBOARD BINDERS 


Or write: ACCO PRODUCTS, 
A Division of Natser Corporation, Ogdensburg, N.Y.- In Canada: Acco Canadian Co., Ltd., Toronto 


() REGO. TM. 
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A new kind of lead pencil that 
writes as black as a soft pencil, 
is as strong as a hard pencil, 
makes many carbon copies and re- 
produces clearly on office dupli- 
cating machines has been created 
by the Venus Pen & Pencil Cor- 
poration, Lewisburg, Tenn. The 
new development is due to the 
creation of an improved clay and 
graphite structure formed through 
new methods of processing. 
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Nylon post binders for filing 
unburst or burst control punched 
forms are now available from 
UARCO, Incorporated, 300 West 
Congress Parkway, Chicago 7, Ill. 
There are no protruding parts on 
the outside of the covers. The 
posts lock with one motion. The 
binders are available in a range 
of sizes with permanent or flex- 
ible covers. 
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The first issue of Donner Tech 
Notes, a 4-page publication deal- 
ing with analog computer tech- 
niques, is now available from 
Donner Scientific Company, 888 
Galindo Road, Concord, Calif. 
Subject of the first issue is “How 
to Simulate a Non-Linear Con- 
trol System with An Analog Com- 
puter”. Diagrams of a typical con- 
trol system and plots showing res- 
ponse of the system at various 
points with different parameters 
are included. Copies of the publi- 
cation can be had free of charge. 
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He hasn't damaged one 
Since Purchasing standardized 
on Bostitch staplers 
































Bostitch office staplers operate with a light touch; 
and they'll take a heavy wallop, too! When you 
standardize on Bostitch office staplers, you're 
buying staplers built to last. 


Extra strength goes into every Bostitch office 
stapler. They’re built to the same quality stand- 
ards and tolerances as the entire line of 800 
Bostitch stapling machines. 


Fasten it better and faster with 








uu 


Extra strength and completeness of line are 
two good reasons for standardizing on Bostitch. 
Another is convenience in ordering. One call 
and one order can care for all your stapling needs. 

The man to call is your Bostitch Economy Man, 
who is listed under “Bostitch” in your telephone 
directory. Ask to see the “B-line,” ten stapler 
models to meet all your office requirements. 


BOSTITCH 


STAPLERS AND STAPLES 


731 BRIGGS DRIVE, EAST GREENWICH, RHODE ISLAND 
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Office Equipment systems and combinations of sys- 


tems are discussed as well as a 
list of uses, sizes and specifica- 
tions. 
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Royal McBee Corporation, Port 
Chester, N. Y. recently announced 
a new line of Nylon post binders 
for burst and unburst continuous 
forms. The special construction 
provides fool-proof locking and 
prevents hinges from _ tearing 
loose. The binders are available 
in a range of sizes and styles, in- 
cluding vinyl-coated Tolex fabric 
covering. 
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How to eliminate the sorting A new design has been added to 
bottleneck of paperwork, how to the line of water coolers manu- 
speed up pre-filing, how to speed _factured by Halsey W. Taylor Co., 
ERALING... i up finding and filing of papers Warren, Ohio. The new unit rests 

i is contained in a new booklet, on the floor and fits snugly against 
“Sort-O-Mat” published by Yaw- the wall facing. It is available in 


lake Y OU i man & Erbe Mfg. Co., Inc., Ro- 6, 11 or 16 gallon capacities. 
Pi L/ ; chester, N. Y. Various sorting Write No. 71 on Inquiry Card—Page 32 





KLENZO-33 


WITH AND WITHOUT BRUSH 





k ERASER 533.7 


Muon _) ’ 
» e - 
yh “fe T Style 


HURON COPYSETTE saves typing time up to 
Y2 hour per day for each typist 


HURON COPYSETTE eliminates the need for over 
lapping inventories. Each second sheet carries 
its own fresh carbon! 
HURON COPYSETTE makes cleaner, more legible 
copies 

A Kienzo erases equally good HURON COPYSETTE is smudge-free typist’s 
wrapped in paper or cased in wood. fingers never touch the carbons 

HURON COPYSETTE is easy to use just align 


AT BETTER STATIONERS EVERYWHERE : 
with original sheet, place in typewriter and 
proceed 


Famous Klenzo quality in 
convenient wood-casing. 
Sharpens to “needle point"’ 
for ballpoint, typewriter and 
ink work. 


t 
: 
§ 
f 
iy 

y 


(OR OH eee a 


Sitlaisdelf KLENZO ink «1 


KLENZO 


WITH AND WITHOUT BRUSH 





The standard for erasing. 
Paper wrapped to permit 
quick, economical repointing. 


Send 10c for twin samples naming this 
publication. 
Write for free samples and brochure 


insist on the finest, ask for HURON COPYSETTE by name.. 


blaisdel/ WES. : PORT HURON SULPHITE 
e & PAPER CO. 


PENCIL COMPANY | 


BETHAYRES, PA. * Licensed under Kerr Patent No. 2,557,875 





Available in Canada through 
APSC? PRODUCTS, LTD., Toronto, Canada 
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WHITE-RODGERS COMPANY OF ST. LOUIS, 
mo. well-known manufacturer of au- 
tomatic controls for heating, refriger- 
ation, air-conditioning and appliances. 


ALL NECESSARY DATA IS CAPTURED into 
punched cards as an automatic by-product 
of posting the hard-copy accounting records, 


EDWIN W. KUHN, CHIEF ACCOUNT- 
ANT of White-Rodgers Company. 


“Our Calional System with Card Punch Coupler 


saves us*4,800 a year... 


returns 50% annually on our investment.” 


“We feel that our National System is 
the fastest, most efficient system on the 
market today. With our National “31” 
and Card Punch Coupler, we are able 
to automatically process approximate- 
ly 2000 Voucher Checks and 6000 dis- 
tribution cards per month. 

“Our National System has helped us 
reduce costs in a number of ways. We 
have eliminated the need for a numer- 
ical copy of our vouchers since the ven 
dor’s name is automatically punched 
on all cards. In addition, all pertinent 
invoice data and the standard product 
cost is punched into these cards. This 
provides us with a Daily Voucher and 
Cash Disbursement Register plus a 
listing and totaling of accounts for 
purposes of budget comparison and re- 
porting. It also facilitates trial balance 


and general ledger work. The result is 
a reduction of form and filing costs, an 
automatic account analysis and a short- 
ening of the time required to reconcile 
bank statements. 

“We wholeheartedly recommend a 
National System to any manufacturing 
company. Our National System pro- 
vides us with accurate records and 
reports so essential to proper manage- 
ment. It saves us $4800 a year and 
returns 50% annually on our invest- 


Chief Accountant, 
White-Rodgers Company 


THE NATIONAL CASH REGISTER COMPANY, Dayton 9, Ohio 


1039 OFFICES IN 121 COUNTRIES + 75 YEARS OF HELPING BUSINESS SAVE MONEY 
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—White-Rodgers Company, 
St. Louis, Mo. 


Your business, too, can benefit from the 
time- and money-saving features of a 
National System. Nationals pay for 
themselves quickly 

through savings, then \aB4 
continue to return a Wialional 
regular yearly profit. 7. no 
National’s world-wide peed 
service organization YEARS 
will protect this profit. 1998 


* TRADEMARK REG. U.S. PAT. OFF. 


Oalional® 


VERSATILE DATA PROCESSING 
ADDING MACHINES + CASH REGISTERS 
ACCOUNTING MACHINES + NCR PAPER 
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* Low initial cost 
* Low replacement 
* Rugged and durable 











These desk sets save 
replacement and repair dollars! 


It’s a fact! Almost all pen repair 
problems result from dropped or 
abused points. It’s no problem for 
you if your company distributes 
Esterbrook desk sets to employees. 


Esterbrook’s 32 precision points 
are instantly replaceable—fit all 
Esterbrook pens, regardless of model. 

And, Esterbrook desk sets are value 
priced —always dependable! 


Esterbrook FEED-MATIC* base desk set 

Holds up to 6-month supply of ink. Reservoir in base 
seals ink against evaporation and dust—feeds enough ink 
to the point to write 500 words. Spill-proof. Black, colors 


(Model 444). 


$4.507 


Office Equipment 





A new engraved interchange- 
able desk name plate is now 
available from Acme Products 
Company, Box 223, Green Bay, 
Wisconsin. Furnished in black or 
grey with metallic gray stands, the 
name plates come in three sizes: 
6%”, 10” and 13”. Name plates 
with gold stands and mahogany 
are also available. 

Write No. 72 on Inquiry Card—Page 32 


An ordinary office or factory 
paging system can now be used 
for broadcasting music and other 
programs. This is achieved by at- 
taching a new FM tuner made by 
Granco Products, Intc., 36-07 20th 
Avenue, Long Island City, N. Y. 
to the speaker-amplifier system. 
The new unit will pick up FM 
broadcasts and transmit them 
with clarity. 
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Esterbrook DESKMASTER* fountain pen desk set 
Fastest selling desk set in America—Esterbrook’s precision 
fountain pen in a lustrous, porcelain base. Compact, effi- 
cient. In popular colors and black (Model 112). 


Black $3.75T 


Esterbrook RECORDER? ball point desk set 
Writes 6 months in normal office use—A truly dependable 
ball point! Comes in choice of ink colors, fine or medium 
point. Deluxe Black, colors, $3.95} Black $2.95T 

An office desk designed to ef- 
fect economies in office floor area 
has been announced by the Co- 
lumbia - Hallowell Division of 
Standard Pressed Steel Co. The 
space saving feature is achieved 
through a design that elimi- 
nates the usual center drawer. By 
eliminating the drawer and the 
need for “push-back” space, this 
space is made available as usable 
floor space. 
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All desk sets available with chain and adhesive base for public counter 
use. Also doubles for use with two ink colors. 


{ List price per single unit. See your supplier for quotations. 


Gsterbrook 


*T.M.—The Esterbrook Pen Co. 
10-DAY FREE TRIAL—Get one of these quality Esterbrook desk sets from 
your regular dealer. Use it 10 days. If you aren't completely satisfied, 
return it to your dealer with no cost to you. 
For More Information Write No. 268 on Inquiry Card—Page 32 
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IN PURCHASING OFFICE FURNITURE, 
SINGLE-ITEM BUYING IS GOING THE 
“ONE-HOSS SHAY" 


WAY OF THE 


MM you remember the story of 

the famous “one-hoss shay” — a 
vehicle that performed admirably for 
100 years to a day— and “went to 
pieces all at once...just as bubbles 
do when they burst”, 


Well, you might say the venerable 
practice of buying office furniture 
piecemeal —a chair. here—a file there 
— is going the way of the famous shay. 
It, too, may soon vanish altogether. 


That’s because more and more busi- 
nesses, regardless of size, are standard- 
izing on office furniture and equipment. 
And a healthy portion of them insist 
on General Fireproofing’s products. 


Why GF Standardization? 


Progressive purchasing people know 
they won’t have to waste time or 
money in shopping around for indi- 
vidual purchases. GF’s fair prices and 
the high quality of its products are 
clearly established. 


There are other practical reasons for 
GF’s popularity: 


Unparalleled Product Diversity 
Only GF offers the diversity of prod- 


ucts necessary to achieve attractive, 
complete and uniform standardization 
from reception room to executive suite. 


And GF makes available complete 
office decorating, layout and plan- 
ning services. 


Gir 


Built-in-Efficiency 


Every item in the GF line is designed 
for maximum efficiency that increases 
employee productivity and cuts office 
operating costs, 


Convenient Flexibility 


GF furniture and equipment are easily 
adapted to changing business needs —. 
can be interchanged from office to 
office, department to department with 
no disruption in the decorating theme. 


You can conveniently add to existing 
GF equipment and match original 
pieces in color or design. 

Quick Service 

If a service problem should ever 
arise, only one company —GF —has 
to be called. 

Prompt, Satisfactory Delivery 


You get better delivery when you 


standardize on GF. Your account is 
more valuable to the local GF branch 
or dealer...who will stock more of 


the items you are most likely to need. 


View the GF standardization pack- 


age from any angle. You'll find it’s by 
far the most modern and business-like 
solution to office furniture buying. 


Next time you have need of any of 
the broad range of GF products, call 
your local GF branch or dealer. Let 
him show you how standardized GF 
buying can save you time, money 
and headaches, 


An informative booklet, ““PLAN TO 
PROFIT FROM YOUR OFFICE 
INVESTMENT”, is yours for the 
asking. Just call your GF branch or 
dealer, or write the General Fire- 
proofing Co., Department Y-12, 
Youngstown 1, Ohio, 


GENERAL FIREPROOFING 





METAL BUSINESS FURNITURE 
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Saves 50% on costs 


... proved in exhaustive 
operating tests 


When it comes to business, Scripto S.P.0. saves 
a good 50% of the costs of other pens recently 
tested for economy and efficiency. In a marathon 
writing test} (see footnote) Scripto won on all 
counts...1. Uniformity of writing. 2. Economy 
of ink consumption. 3. Lowest “operating costs” 
of all pens tested—a full 50% lower! M 





Here’s the record: 
The cost for 20 miles of 
non-stop writing 
SCRIPTO S.P.O. 
BRAND “A” 
BRAND “B” 
BRAND “C” 





$1.43 
2.82 
3.29 
3.66 








Even on cost of refilling, Scripto proved 
better than 50% more economical. 
(Two other brands tested weren’t 
refillable at all). Scripto Ball Pen with 
complete choice of points for general 
office, stenographic, accounting, 

etc. Full size refills cost less than 

10¢ each in dozen lots. Completely 
leakproof and specially low 

priced for office use. Ask your 
stationer for quotations. 


A complete service 
with all these 
accesssories: 


* Economy priced 





RP, NO-STAIN 


SHA 
bs SPIRIT CARBON 


for 


+ TABULATORS 
+ HIGH SPEED PRINTERS 


+ TELETYPE 
and many other 


« AUTOMATED MACHINES I 
is definitely 





Just as CBP is best for straight 


duplicating! 


licating master 
want 


CBP is the one dup i 
with all the features use™ 
CLEANLINESS ® VERSATNN 
GUARANTEED Re) te. eee 
UNEQUALLED SHELF | 
Provides 350 and more perfect co 
r Old Town dealer now ° 


pies! 


Call you 
write: 


OLD TOWN CORPORATION 
‘ 


stad heo ¥ - : 
750 Pacific Street, Brooklyn 38, 


ol abe: ee 
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BOSTON CHAMPION 





desk base. 


* Memo pad and 
pen holder 


SCRIPTO now serves industry 


with the best in writing...at any price! | 
Test “52782 condueted in the laboratories of United States Testing Co. 
Scripto, Inc., P. O. Box 4847, Atianta 2, Georgia, U. S. A. 


For More Information Write No. 270 on Inquiry Card—Page 32 
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4 decorative colors; 
blue—green—sandtone—gray 
The finest in convenience! Boston 
Champion portable pencil sharp- 
eners save time... 

build efficiency. 
Order today from 
your local stationer. 


x 
BOSTON 


C. HOWARD HUNT PEN CO., CAMDEN 1,N.J. 
For More Information Write No. 272 on Inquiry Card—Page 32 
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A new 42”-high swinging-door 
cabinet has been added to the line 
of the Borroughs Manufacturing 
Co., 3002 N. Burdick St., Kala- 
mazoo, Mich. The new cabinet 
has a central, single heavy duty 
handle with built-in lock. Shelves 
are adjustable on 2” centers with- 
out tools, nuts or bolts. 
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Publication of a colorful new 
12-page manual entitled, “Visible 
Control for Machine Systems” 
has just been announced by Rem- 
ington Rand Division of Sperry 
Rand Corporation. This manual 
explains how visible recordkeep- 
ing systems and housing equip- 
ment get the work done. 
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Dictaphone Corporation has 
broadened the scope of interview 
recording by its development of 
a new portable electronic re- 
corder. The machine can operate 
on any of four sources of power, 
including a built-in rechargeable 
battery. Recording medium is a 
plastic belt which both records 
and reproduces the recording 
with high fidelity. Each belt will 
record a full 15-minute interview. 

Write No. 77 on Inquiry Card—Page 32 
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Perhaps it’s time for a fresh design 
and a bright new WESTON paper 


Your printer, advertising agency or letterhead designer will 
gladly suggest a new design and a paper of appropriate quality 
from the complete family of Weston cotton fiber letterhead 
papers — including Old Hampshire Bond (Extra 

No. 1, 100%), Defiance Bond (100%), Win- 

chester Bond (50%), Weston Bond (25%) and 

Weston’s Hand Weave (25%). Write Dept. PN 

for samples. 


Better Papers are made with cotton fiber 


BYRON WESTON COMPANY 
Daliton, Massachusetts 


Makers of Papers for Business Records Since 1863 


W ESTO N PAPERS 


Leading Makers of: LETTERHEAD PAPERS « POLICY PAPERS « LEDGER PAPERS + INDEX BRISTOLS 
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Association News 





2 N EARLY 500 purchasing agents 
500 P.A. S Attend and guests were greeted with 
traditional southern hospitality at. 
. ° the Sixteenth Annual Conference 
District 7 Conference of District Seven of the National 
Association of Purchasing Agents. 
This year, Chattanooga was the 
hcst city. General Conference 
Chairman T. A. Cubine, Vice 
Chairman J. G. Sanders, Program 
Chairman M. B. Eubanks, and 
others deserve congratulations for 
their work in making the meeting 

a brilliant success. 
Theme of the two-day meeting 
was “Professional Purchasing— 
Southern Style.” First major 
speaker of the two day meeting, 
W. F. Robertson vice president of 
Riegel Textile Corp., didn’t devi- 
ate from the theme a bit (and, 
in fact, started P. A.’s thinking 
about it). Title of his talk was 
“Purchasing’s Ten Command- 

ments.” 


President's Talk 


Then came the “piece-de-resist- 
ance” of the morning: the talk by 
N. A. P. A. President Tom Eng- 
lish. The title of Mr. English’s 
“ay talk was “Some Things to Think 
ee About.” The audience agreed that 
Chet Ogden, Detroit Edison Co., opened the morning program of the second he accomplished his objective; he 
day in Chattanooga with his business survey report. gave purchasing agents something 
to think about—ideas that they 
can carry back to their jobs with 

them. 

The conference continued on 
the theme of professional pur- 
chasing with a presentation by 
the N. A. P. A. Committee for 

(Please turn to page 176) 


Speaker at the banquet was the well-known columnist for the Atlanta Con- . . . the ladies even doubled up so 
stitution, Leo Aikman. as not to miss Aikman’s remarks. 
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Heat-Resistant Thermoid-Quaker Conveyor Belting is en- _ the cover to resist heat that causes ordinary covers to harden 
gineered to carry hot materials at elevated temperatures of and crack. The low cost of this belt makes it economically 
350°F and above. Specially developed compounds are used in _ replaceable when used in severe applications. 


NAME YOUR SPECIAL BELTING REQUIREMENT 


makes it... packs in performance and long life! 


Is your conveyor belting subject to heat, oil, abrasion, knows how to help you select the proper grade and 

corrosion, excessive wear, long hauls or steep angles? type for the job . . . how to help you apply it. 

You just name it . . . Thermoid-Quaker makes it... So consult your Thermoid-Quaker distributor or 

and builds in long-lasting performance. write for detailed information to Thermoid Division, 
It’s easy to choose the right conveyor belting when H. K. Porter Company, Inc., Tacony & Comly Sts., 

you call in your Thermoid-Quaker distributor. He Philadelphia 24, Pennsylvania. 


y 


me 2 55 
Victor Conveyor Belting is designed Shockmaster Conveyor Belting is Special ‘‘Coledge’’* Construction 
for the toughest handling problems— constructed to give the service life of lengthens belt life against excessive edge 
oily, highly abrasive materials. Engi- two belts in light applications. Reversi- wear. Flexible edge withstands abuse 
neered to withstand cutting of covers ble for extra service after top cover has standard edges can’t take. Available on 
and tension of long hauls. worn away. all Thermoid-Quaker grades. 
*Patent Applied For 


THERMOID DIVISION PORTER H. K. PORTER COMPANY, INC. 


PORTER SERVES INDUSTRY: with Rubber and Friction Products—THERMOID DIVISION; Electrical Equipment—DELTA-STAR ELECTRIC DIVISION, NATIONAL ELECTRIC DIVISION; 

Specialty Alloys —RIVERSIDE-ALLOY METAL DIVISION; Refractories REFRACTORIES DIVISION; Electric Furnace Steel —CONNORS STEEL DIVISION, VULCAN-KIDD STEEL DIVI- 

SION; Fabricated Products—DISSTON DIVISION, FORGE AND FITTINGS DIVISION, LESCHEN WIRE ROPE DIVISION, MOULDINGS DIVISION, H. K. PORTER COMPANY de MEXICO 
S. A.; and in Canada, Refractories, “Disston” Tools, “Federal” Wires and Cables, “Nepcoduct” Systems—H. K. PORTER COMPANY (CANADA) LTD 
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ASSOCIATION NEWS) coninued from page 174) 


Professional Development. The 
speaker was Seventh District 
committee chairman Marshall G. 
Edwards. His subject: “What is 
Professional Development?” He 
was followed by Galen Andrews, 
vice chairman of the national 
N. A. P. A. Committee for Pro- 
fessional Development, who dis- 
cussed the “Dividends on your 
NAPA Investment” that accrue 
from professional development. 
Bill Harrison, who is chairman 
of the Data Processing Committee, 
NAPA Committee for Profession- 


al Development, then presented 
“Data Processing, A Research 
Case Study.” 

The afternoon program was just 
as packed full of purchasing ideas 
as the morning program. Valuable 
ideas on public relations in pur- 
chasing came from Otto Reiner, 
vice president of Birmingham 
Paper Co. Title of Mr. Reiner’s 
talk was “The Public Decides.” 
L. E. Tinnell, vice chairman of the 
7th NAPA District’s Public Rela- 
tions Committee, then discussed 
“Leadership Development Neces- 


Everyone who attended the Seventh District Conference was there to learn. 
They packed the ballroom for each session. 


T. A, Corcoran (c.), Louisville Courier-Journal, listens attentively during 


the talk by Tom English, N.A.P.A. president. 
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sary to Purchasing Executive Suc- 
cess.” 

An inside look at economic 
developments was provided in a 
talk, “Economic Outlook,” by Dr. 
Arthur Smith economist and vice 
president of the First National 
Bank of Dallas. An interesting 
talk, “Purchasing—the American 
Way,” by J. Roger Deas of Amer- 
ican Can Co. followed. 

Then NAPA Seventh District 
Vice President S. L. Jackson de- 
livered his talk “The Vice Presi- 
dent Reports.” Few disagreed 
with one P. A.’s comment that it 
was both “interesting and infor- 
mational.” The days’ business ac- 
tivities were concluded with a 
district activities report by George 
Bosworth, 7th District activities 
chairman. Then came the fun and 
social side of the meeting. At 
6:30, purchasing agents and their 
wives met for a jam-packed cock- 
tail party in the Continental Room 
of the Read House. Following this 
“warm-up” period, they adjourned 
to the ballroom for a banquet. 
Speaker was Leo Aikman, well- 
known columnist for the Atlanta 
Constitution. Then there was 
dancing ’til midnight. 

Next morning, bright and early, 
a remarkably large group (only 
a infintesimal minority slept in) 
heard Chet Ogden give the busi- 
ness survey report. This report 
is an excellent one to have first 
thing in the morning; no one can 
afford not to get up for it! 

Then came from “Ahl to All” 
by NAPA Executive Secretary- 
Treasurer G. W. Howard Ahl. It 
was no surprise to purchasing 
men that heard him before that 
Mr. Ahl’s talk was one of the 
highlights of the conference. 

Mr. Ahl was followed by W. 
W. Voigt, vice president of the 
Provident Life and Accident In- 
surance Co., who discussed “In- 
flation Proof Pensions.” Then a 
program on value analysis and 
standardization was presented by 
E. Philip Kron, assistant director 
of purchasing of Eastman Kodak’s 
Kodak Park Works. Mr. Kron 
urged associations to buy the 
Value Analysis and Standardiza- 
tion Committee’s new slide film. 
It only costs $15 and can be in- 
valuable to members for showing 
in their companies. 
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BOOST PRODUCT APPEAL with OILITE 





ae sigs is "i ‘ : 
These 2 Oilite components now do the work Not one “squeak” from this conveyor . . . yet 


of 4 former machined parts . . . contribute the dirt-encrusted Oilite bearings haven’t been 
new economy, less upkeep. lubricated in 7 years. 


a * Be 
*— ” ie. 
i 


Yrteerrpecrrtt ~*» 


Tough, wear-resistant Oilite gears, sprockets The Oilite pulley of this heavy-duty belt 
and clutch shoes keep costs low . . . make sander provides yet another example of 
power saw more dependable. improved performance at less cost. 


Quality-built OILITE®* parts and bearings add For another, Oilite components drastically 

sales appeal to many fine products. For one reduce cost by eliminating material waste and 

thing, close tolerance Oilite parts wear less, costly machining. Why not contact your Oilite 

weigh less and are quieter running . . . and representative today? Look for him in the 

Oilite bearings are tougher, maintenance-free. Yellow Pages under “bearings — Oilite” or 
* Only Chrysler Makes Oilite write Dept. F-11. 


the meet trusted mame in powder metallurgy | 


since isan AMPLEX DIVISION 


CHRYSLER CORPORATION, DETROIT 31, MICHIGAN 
SELF-LUBRICATING BEARINGS © PRECISION PARTS © METAL FILTERS © FRICTION UNITS 
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APPLICATION ENGINEERING—General Electric appli- 

cation engineers are available to assist you with specific 
; ‘ application problems, integrating services of other G-E engi- 
d neering components. 


PRODUCT DEVELOPMENT—At General Electric, one of 

every 13 employees is a scientist or engineer. Product re- 
search and development is carried on in 98 laboratories. G.E. 
currently invests over three times as much, per sales dollar, 
in research and development as the average for all industry. 


NATIONWIDE SERVICE SHOPS—To assure you con- 
tinued, uninterrupted performance of vital electric 
components, G.E. maintains one of the nation’s most com- 
plete and extensive systems of service facilities. Also, General 
EB lectric offers you help in setting up a modern Productive Main- 
tenance program, and provides emergency downtime service. 


Q wstauation AND SERVICE ENGINEERING—To facili- 
tate on-timestart-upand furnish technical advice for you 
during installation, and to help train your operating personnel 


and check operation during initial stages, G.E. maintains an 
extensive Installation and Service Engineering organization. 


ANALYTICAL ENGINEERING—G-E analytical engi- 

neers, working with the latest tools of rapid analysis 
and computation, are available for studies on your special 
industrial problems. Their efforts constantly result in valuable 
additions to industry’s knowledge of electrical engineering 
technology. 


Pia rrosecr COORDINATION—General Electric’s system 
of project coordination focuses the full capability of 
management and engineering on your order for product com- 
binations or systems. 


V4| PROMPT DELIVERY—Minimizing time between con- 
tract and start-up is an important added value of 
General Electric service. Prompt delivery assures you of 
obtaining improved product benefits as soon as possible, 
permitting you to realize production and operating economies 
with a minimum of delay. 





CHARLES B. ADAMS—Manager of General Electric Purchasing Service 
Discusses Productive Purchasing: 


Teamwork Helps Purchasing 
Identify Added Values 


Today’s purchasing agent no longer looks only for “‘ the lowest priced product 
that will meet specifications” but for added product functions, values, and 
economies which provide greatest total value. The phrase “‘ productive purchas- 
ing” aptly describes this modern outlook. 


Because of its broadened perspective, productive purchasing depends more 
and more on mutually helpful relationships with other people in other func- 
tions. Call this a team approach to determine total value if you wish, for 
that’s just what it is. 


Someone in your product engineering function, for example, would welcome 
an opportunity to simplify his own job by helping you to evaluate a supplier’s 
product development or application engineering function. Your marketing 
or sales management should also be delighted to help you pinpoint added 
values in a supplier’s product which he can pass on to customers. 


Teamwork in finding total value is at the heart of productive purchasing. 
It is also at the heart of the enhanced prestige which the purchasing function 
enjoys in industry today. General Electric Co., Section 666-2, Schenectady 5, 
New York. 


GENERAL @@ ELECTRIC 


GENERAL ELECTRIC COMPANY 

SECTION A666-2 

MARKET SUPPORT—General Electric is vitally inter- SCHENECTADY 5, N. Y. 
ested in the welfare and growth of your business and 

industry and is active in supporting programs to help stimu- 

late the nation’s economy. 


Fejovaur CONTROL—At General Electric, quality FREE BULLETIN 
control goes well beyond inspection of incoming ma- Please send me GED-3877 
terials and statistical testing of finished parts or products. 
The cost of this vital function is reduced, and the benefits 
passed on to customers through a new concept, total quality 
control, which influences every operation from receipt of 
order to shipment. 


containing more information 
on Productive Purchasing 


VALUE ANALYSIS—Almost every product manu- NAME... 
factured by General Electric has been value analyzed 
to enhance final product usefulness and value content while 
at the same time reducing product costs. Customers benefit by 
getting the lowest price for products that will reliably supply 
all the values needed. 


COMPANY 


ADDRESS... 





It’s easier and 
less costly to 
buy Mellowes 
Lock Washers 


because MELLOWES 
S/MPLIFIES your 
“PAPER WORK” 


Cutting corners in office routine is 
just as important in business today 
as cutting costs and saving time in 
other operations. That’s why we, 
here at Mellowes, have adopted cer- 
tain policies to reduce the amount 
of “paper work” you have to do 
when you buy lock washers from us. 
The freight is prepaid on all ship- 
ments of Mellowes Lock Washers of 
200 lbs. or more. This policy alone 
eliminates a lot of checking and re- 
checking, costly correspondence and 
accounting procedures. 
We accept your “col- 
lect’’ long distance 
calls when you want 
to place an order in a 
hurry. Next time you 
need lock washers fast, 
phone Mellowes collect. 
Your orders for Mellowes Lock 
Washers are shipped the same day 
received via a fast carrier, elimi- 
nating the need for follow-up. 
Mellowes packing slips are fully 
descriptive. You know what is in 
each carton, in each shipment. 
Mellowes invoices are clear and 
accurate and mailed promptly to 
save time and work in your follow- 
up and accounting departments. 


Your correspondence with Mel- 
lowes is handled with speed; in- 
quiries regarding prices, delivery, 
special designs, get prompt attention. 


Mellowes policies are sure to save you 
time and money, not only in cutting down 
your “paper work"’, but in other ways, too. 
We invite you to put them to the test. 


The Mellowes Company 
141 E. Nash Street * Milwaukee 12, Wis. 
Call Long Distance, Collect! 


A. W. Melliowes, 
Founder and Chairman 
of the Board 


Note: 
This is one of a series 
of advertisements pre- 
senting Mellowes cus- 
tomer-service policies 
which benefit vou, the 
buyer of Lock Washers. 
A8-2018-1/3 
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Association News 


N.A.P.A, President 
Tells Milwaukee P.A.’s 
To Think Ahead 


“It is time that the N.A.P.A. 
gave up neutrality and take sides, 
when the issues are philosophies 
or legislation which pose a threat 
to free enterprise.” 

These were the thoughts ex- 
pressed by N.A.P.A. President 
Thomas O. English at a recent 
meeting of the Milwaukee Asso- 
ciation of Purchasing Agents. 
This is a challenge to the long 
standing position of neutrality 
maintained by N.A.P.A. 

President English urged ac- 
tive participation, by purchasing 
people, in local political affairs 
without having to be pushed into 
them. While purchasing people 
have acquired prestige and a de- 
gree of professional status, they 
should be doing some “thinking 
ahead.” 

“One problem of importance 
and great interest is the rapidity 
of economical change in our coun- 
try. A purchasing agent not agile 
enough in mind or body to keep 
abreast of this change can be 
swept aside.” 

At a noon luncheon reception 
for Mr. English and former Presi- 
dents of the Milwaukee Associa- 
tion, the president discussed the 
current steel situation. 

“Many firms will have to look 
to foreign steel in self-defense. 
However, foreign steel is short of 
numerous sizes and shapes, and 
can only scratch the surface of the 
needs of this country.” 

The commodity discussion prior 
to the evening meeting was con- 
ducted by C. O. Hutchinson, man- 
ager of industrial sales, Glidden 
Company in Chicago. Mr. Hutch- 
inson provided a very interesting 
session on “Functional Industrial 
Paint Finishes” 


Dallas Plans 
Exciting Program 


Robert H. Campbell, Burgess- 
Manning Company found that 
everyone wanted to talk at the 
same time when he asked his 
quickie question at a recent meet- 
ing of the Purchasing Agents As- 


sociation of Dallas. His question 
was: Should a buyer ever pay 
different prices for the same item 
at the same time to different sup- 
pliers?” 

The regular program for the 
meeting was sponsored by the 
Value Analysis-Standardization 
Committee with Gerdes W. Rice, 
Lone Star Gas Company as chair- 
man. 

The topic was “Standardization 
—Dynamic Key to Industry.” 

Planning ahead, the program 
chairman at Dallas scheduled 
speakers for the November and 
January meetings. The December 
meeting will be the traditional 
Christmas Dinner Dance. 

For November: Dr. P. A. Cas- 
truccio, director of Astrautics In- 
stitute, Westinghouse Electric 
Corp. will speak on “Problems of 
Space Communications.” 

For January: Phillip E. Cold- 
well, director of research, Federal 
Reserve Bank of Dallas will dis- 
cuss “Economic Trends of 1960.” 


Toledo Buyers Have 
Developed New 
Meeting Techniques 


The Toledo Purchasing Agents 
Association sent out a “hypotheti- 
cal case” with the regular meet- 
ing notices. Members were asked 
to read it, decide what should be 
done, and to come to the meeting 
prepared to discuss their answers. 

The situation as developed by 
the Toledo purchasing agents is 
reprinted below in its entirety. 


Significance of Quotations 


Charlie Jackson is a buyer of 
maintenance, repair and operating 
items in the non-product section 
of the purchasing department. 
One of the products he buys is a 
liquid cleaning compound which 
is required continuously and in 
very large amounts. 

Recently, he has noticed that 
suppliers have become extremely 
cooperative and attentive, and 
that all are unusually anxious to 
write new business. This, inci- 
dentally, is directly contrary to 
the way they behaved during the 
seller’s market of the recent past. 
As a matter of fact, up to six 
months ago the market was so 

(Please turn to page 184) 
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BUSINESS IN MOTION 





Tt mer CoM aguee on a Lenton 


Next time you open the door of your medicine chest 
remember: it’s entirely possible that you are coming 
face to face with a Revere product that saved the 
manufacturer of that mirror frame on your medicine 
chest $10,000 a year. 

Here’s how this substantial saving came about. 
The Revere Technical Advisor 
calling on a leading maker of 
medicine cabinet mirror frames 
suggested that perhaps by 
changing the grain size of the 


brass he was using he might be 





able to save money on his polish- 
ing costs and at the same time 
improve the quality of his product. (The 90° bend 
to which the mirror frames are subjected also had 
to be taken into consideration. ) 

The suggestion interested the manufacturer and 
he asked the T.A. to submit samples. 

Samples were made up, using a Revere Brass Strip 


with a smaller grain size than the manufacturer had 


been using. Tests showed that, as a result of the 
change the manufacturer was able to realize a saving 
of 17¢ per mirror frame on polishing costs alone, 
with no increased costs in other operations, including 
the 90° bend. Based on the saving per frame this 
manufacturer has saved $10,000 per year for the 


past 4 years! 


So the next time you look 


into the mirror of your medi- 
cine chest while shaving, re- 
flect on the 


saving made 


possible by properly “fitting 

the metal to the job.” And 

remember that Revere’s Tech- 

nical Advisory Service may be able to help you 

realize savings similar to that of the mirror frame 
manufacturer. 

That manufacturer, too, 

has found that only by working closely with your 


supplier are you able to realize the highest return 


per dollar invested. 


REVERE COPPER AND BRASS INCORPORATED 


Founded by Paul Revere in 1801 
Executive Offices: 230 Park Avenue, New York 17, N. Y. 
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This New Airco 9500 Torch was 
designed with the operator in 
mind. Its smooth-working 
“E-ZE-OX"' cutting oxygen valve, 
its fine balance and heft, its 
preheat valves located on same 
side of torch, its rugged trian- 
gular tube arrangement, its 
“corncobbed” knurled handle 
for nonslip grip — all make the 
9500 a favorite with experienced 
welding men. Sizes 13” to 72”. 


the Heart 
of tte NEW 
AIRCO 
9500 TORCH 


is the exclusive NEW “E-ZE-Ox” VALVE for Cutting Oxygen 


When an operator starts a cut with the Airco 9500 ticularly important in piercing starts. Heads available 
Torch, the new “E-ZE-OX” valve lets him open the cut- in three angles: 45°, 75° and 90°. Look in the Yellow 
ting oxygen valve smoothly — and effortlessly — so there Pages of your phone book under “Welding Equipment 
is no splash of molten metal. Nor will the torch kick up and Supplies” for the Airco Office or Authorized Airco 
to mar the plate outside of the work area. This is par- Dealer nearest you. 


On the west coast— 
Air Reduction Pacific Company 


AIR REDUCTION SALES COMPANY __ itternationaity- 


Airco Company International 


A division of Air Red i c any, incorporated In Cuba— 

See a - Cuban Air Products Corporation 
150 East 42nd Street, New York 17, N.Y. In Canada— 
Air Reduction Canada Limited 
Offices and authorized dealers in most principal cities All divisions or subsidiaries ‘ 
of Air Reduction Company, Inc. 
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The Car That Remembers 
The Fleet Operator... 


RAMBLER FOR 1960! 








Proved by 10 Years’ 
Experience and 
25 Billion 
Owner-Driven 
Miles! 


In 1960—more than ever before—it makes good sound business sense to 
switch to Rambler for all your fleet requirements. For Rambler is the one 
car that offers the perfect balance fleet operators want: 


From The World’s @ LOW FIRST COST—Compare Rambler’s initial cost with 


that of your present fleet units. You'll find you save when 
you buy Rambler. 


La rgest B Ul | de r @ TOP ECONOMY —Rambler is America’s recognized economy 
king. With more miles per gallon and low maintenance costs, 
you save every mile your Rambler fleet units operate. 


Of Com pact Ca c‘s— HIGHEST RESALE VALUE—You save again with Rambler 


when it comes time to trade or sell. Rambler has top resale 


value of all low-priced cars according to official used car 
RAMBLER ot: 
@ STRONGER, SAFER SINGLE UNIT CONSTRUCTION—Pio- 
neered by American Motors, Single Unit Construction means 
FOR 1960 lasting freedom from body-bolt squeaks and rattles . . . cuts 
maintenance costs to the bone. Deep-Dip Rustproofing 
means lasting protection against rust and corrosion. 


FLEET LEASING ARRANGEMENTS | Write or Wire 
AVAILABLE | FLEET SALES DEPARTMENT 
If your firm leases fleet units,ask your leasing company for DEPT. I-11 
| 
| 
| 


low Rambler rates or write us for the names of leasing AM ERICAN MOTORS CORP. 


companies with whom we have working arrangements. 14250 Plymouth Road, Detroit 32, Michigan 
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MORE SKILL 
EVERY HAND 


Vitalloy® Forged 


ENGINEERS’ 


15° Angle - Double Head 


“The Aristocrat of Wrenches” 


They feel good in your hand. Balanced 
to permit continuous use with less “‘lift 
fatigue"’. Light weight and plenty strong. 
Drop forged from special analysis alloy 
steel, heat treated, quality controlled 
and have the Billings guarantee to meet 
today's industrial production needs... 
skilled hands like to use Billings Tools. 


from your Gap 
BILLINGS DISTRIBUTOR 


BILLINGS 


WRENCHES 
SHOP TOOLS 


Since 1869 Tools and Forgings of Quality 


THE BILLINGS & SPENCER CO. 
HARTFORD 1, CONN 
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tight on these cleaning com- 
pounds that Charlie was hard- 
pressed to fill his normal require- 
ments. 

Recently, the decision was 
made to buy these compounds on 
an annual basis, thereby assuring 
a continuity of supply, and also 
perhaps, of achieving some price 
reductions. Accordingly, on Au- 
gust 10, Charlie contacted eight 
vendors, and requested them to 
submit firm quotations for a 
year’s supply. He set a closing 
date of August 27, at which time 
all prices were to be submitted. 

The day before the closing date, 
one of the suppliers called and 
said he wanted to submit a new 
bid. He indicated that he would 
fill out a formal proposal and rush 
it down immediately by messen- 
ger. From that moment on, the 
telephone never stopped ringing. 
Supplier after supplier of the 
eight invited submitted second, 
third, fourth, and even fifth bids. 
It is now five days beyond the 
closing date, and the calls are still 
coming in. Prices are down to 65¢ 
a gallon. The original round of 
prices started with a low quote of 
$1.13 a gallon. 


Questions 
What does Charlie do now? 
Comment on the way he han- 
dled. the procurement from the 
very beginning. 


Utica and Rome P.A.’s 
Form Association 


A new purchasing group, 
known as the Mohawk Valley 
Purchasing Association was 
formed recently in the Utica- 
Rome area. 

Membership is open to both 
men and women who are engaged 
in purchasing for industrial, com- 
mercial, institutional or govern- 
mental organizations in the Mo- 
hawk Valley area. 

Meetings will be held on the 
second Tuesday of each month. 
For additional information about 
the new group, which has about 
80 members, interested purchas- 
ing agents may get in touch with 
one of the officers. 

They are: R. K. Searles, Sperry 
Rand Div., Remington Rand, Inc., 


Utica, president; Alan J. Dodd, 
Utica Div., Bendix Aviation 
Corp., Utica, first vice president; 
F. Howe, Cherry Burrell Com- 
pany, Little Falls, second vice 
president; Miss Nellie Izzo, Grif- 
fiss Air Force Base, Rome, secre- 
tary; and Glenn Irish, Mohawk 
Airlines, Inc., Utica, treasurer. 


N.E. Penna. Opens 
Season With Talk on 
Standardization 


Davis K. Blackburn, Blackburn 
Electronic Corp., program chair- 
man of the Purchasing Agents 
Association of Northeastern Penn- 
sylvania selected standardization 
as the topic for the opening meet- 
ing. 

As principal speaker, Scott Lis- 
ton, Diamond Alkali Co., Cleve- 
land chose the title, “The Strange 
Case of The Seven Sided Post 
Hole.” Many members brought 
along, as guests, engineers from 
their companies. 


Cleveland P.A.’s 
Get Look At 1960 


A recent meeting of the Pur- 
chasing Agents Association of 
Cleveland was titled, “Profession- 
al Development Night.” The pro- 
gram was arranged by J. Vincent 
Collins, Freeway Washer & 
Stamping Co., chairman of the 
Professional Development Com- 
mittee. 

Speaker for the evening was 
James M. Dawson, vice president 
of the National City Bank. His 
topic was, “An Early Bird Look 
at 1960.” 

The afternoon forum was de- 
voted to “How To Negotiate A 
Price Decrease.” W. H. Williams, 
Eaton Manufacturing Co. was the 
speaker and Del Sabin, Leece- 
Neville Company acted as mod- 
erator. 

Prior to the dinner meeting the 
following purchasing agents were 
voted upon and elected members 
of the Cleveland Association: Al- 
bert R. Arnold, The Warner & 
Swasey Co.; Herbert J. Bedell, 
The Warner & Swasey Co.; Vir- 
gil W. Boone, United Tube Corp. 
of Ohio; Richard A. Houser, W. 
L. S. Stamping Co.; Phillip Kauff- 
man, Thompson-Ramo Woolridge 

(Please turn to page 188) 
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J. F. HARPER, OF HARPER 
BUFFING MACHINE COMPANY, SAYS... 





“General Electric Motor Econo-matching™ 
Saved Me Over $1300 Per Machine!” 


* *GENERAL ELECTRIC ECONO-MATCHING is the 
quick and accurate matching of Tri-Clad ‘55’ a-c 
motors to machines by skilled G-E engineers. 
ECONO-MATCHING recently helped increase 
equipment efficiency and reduce unit costs at 
Ss Ecvasrae sithsater-ae\y e-Coettel-m @reycel elton mm Or-t-jam s E-beslelaelen 
Connecticut. 

After selecting a drive to power his new ‘“‘Harper- 
izert’’ free-grain buffing machine, J. F. Harper 
(above center) called his G-E Distributor, who in 
turn arranged for a team of General Electric Econo- 
matching engineers to study its drive requirements 


{Trademark of Harper Buffing Machine Co. 


at’no cost to Mr. Harper! 


“‘G-E ENGINEERS STUDIED OUR APPLICATION,” 
said Mr. Harper, “and advised that we could get 
pesteb abeotebesMcisslelcielenme-tele Mcrae seleeohm en meas s)t:latel-an gels 
drive we had selected with a Tri-Clad ‘55’ 50-hp 
open drip-proof motor. We did, and realized an 
immediate savings of over $1300 per unit!”’ 


MORE THAN THREE BILLION integral-hp a-c motor 
types are available to the G-E engineers who can 
select the drive to meet your needs. Let them 
help you get the most from your equipment 
investment! 


GENERAL (6 ELECTRIC 


Section C891-22A 


General Electric Company 
RETURN THIS COUPON... ores ng ig 


for more Econo-matching details, or call 
your nearby General Electric Apparatus 


Sales Office for complete information on application, which is_ 


how G.E. can ECONO-MATCH a motor to NAME__ 


meet your specific requirements. COMPANY _ 


CITY, STATE 


Please furnish more information on how you can ECONO-MATCH a motor for my 


TITLE 

















beauty is stainless steel 


Look for the beauty of Stainless Steel on your new automobile. 
Its bright finish will make your car look better, stay in style longer 
and have a higher trade-in value. 


No other metal offers the freedom of design and fabrication, 
economy of care and the durable beauty that serves and 
sells like Stainless Steel. 


McLOUTH STEEL CORPORATION, Detroit 17, Michigan 








McLOUTH STAINLESS STEEL 


HIGH QUALITY SHEET AND STRIP 


* for automobiles 
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Royal McBee had been using solid rivets and a staking machine to put 
together an assembly for their Royal electric typewriter. Lots of hand 
operations, lots of chances for scrap-making fumbles. Still, production 
costs were satisfactory . . . until suddenly the production rate had to be 
almost doubled. Costs really jumped. 

Their TRS man suggested dropping solid rivets for semi-tubular ones, 
automatically machine-fed and set, with a special TRS-designed loading 
fixture to fumble-proof the whole operation. Result: the increased num- 
ber of perfect assemblies a day . . . with the same operating crew using 
standard TRS riveters already available at Royal McBee. 

Let the TRS man look over your assemblies. You'll find that he has 
the viewpoint of a manufacturing engineer, and an unusual knack for 
making fastening simpler, faster, better. 

Of course he will recommend TRS rivets. But he will give you sensible 
reasons why they are more reliable in essential qualities and uniformity. 
Superior Quality Control is one significant result of a five-year modern- 
ization of this pioneer company. Modernization of people, policies, 
production and service facilities. You'll like to do business with the new 
TRS ... we'll make sure of it. 


THE CHANGE THE TRS MAN MADE 


Two operators assem- 
bled 2 solid rivets and 1 
shouldered stud into 
countersunk holes of 
trip pawl, placed this on 
a tray, then placed car- 
rier arm over stud. Third 
operator positioned 
bearing plate over rivets 
and stud, lifted the loose 
assembly from the tray 
and slid it under a stak- 
ing machine to stake the 
2 rivets. 


The countersink is elim- 
inated, in all three loca- 
tions. On the special 
TRS sliding fixture, each 
operator assemblies ali 
components over 2 locat- 
ing pins, with the stud 
in place. The loaded fix- 
ture is then slid into 
riveting position, and 
the riveter is actuated 
by a foot lever to fasten 
the assembly with 2 
semi-tubular rivets. 


Don’t Buy Riveting Machines until you learn how the TRS PAR process revolutionizes riveting 


TUBULAR RIVET & STUD COMPANY 


QUINCY 70, MASSACHUSETTS © TRS SALES OFFICES: Atlanta * Buffalo * Charlotte « Chicago 

Cleveland « Dallas e Detroit « Hartford « Indianapolis « Los Angeles « New York 

Philadelphia « Pittsfield « Quincy e« St. Louis « Seattle. WAREHOUSE IN CHICAGO 
See “Yellow Pages” for phone numbers. 


7 => CD 
If it’s a Tubular Rivet TRS makes it ... and Better TT W i iit if ‘a 
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time-saving L302 ALE ee 
Were DEPENDABILITY 


for metering, measuring, 
controlling any piped material! 


-_ Catawissa 
7 Cup-Orifice 
° ~ Plate CONVERTS 
: any standard 
e Catawissa Union into a 
. GASKETLESS 


ORIFICE UNION 


st 
~~ 
om 
_— 
a 
- 
ae, 
= 
a 
eae 
=> 
me, 
~ 
~ 
ce 
“=, 
a 
~~ 


Ye to 2 
pipe sizes 


ELIMINATES 


expensive gaskets...the uncer 


the necessity of 


tainty of what type gaskets are 
needed for specific temperature 
and pressure requirements... 
fumbling with extra parts!!! 


Orifice Union problems of the past are gone 
forever! Stainless or carbon steel cup-orifice 
plate fits easily, quickly, securely to form a 
good, tight, leakproof seal. Temperature and 
pressure requirements are restricted only by 
the rating of the union itself (3000-Ib. serve 
ice, 9000-Ib. test)! 


Just specify 
“Catawissa Cup-Orifice Plates” 
or “Catawissa Cup-Orifice Unions” 
at your favorite supply store—or write for 
catalog and complete information. 


CATAWISSA VALVE & FITTINGS CO. 
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Inc.; Mrs. Della Lother, National 
City Bank of Cleveland; Richard 
A. Miller, The American Mono- 
rail Co.; George J. Misch, The 
Drop Dies & Forgings Co. 

Also, James W. Murphy, The 
Warner & Swasey Co.; Walter J. 
Nagle, Mau-Sherwood Supply 
Co.; Howard W. Ohlemacher, Ely- 
ria Mfg. Corporation; Russell V. 
Parks, Addressograph-Multigraph 
Corp.; Robert W. Shaw, Alumi- 
num Co. of America; William D. 
Sterling, Ohio Envelope Mfg. Co.; 
Fred R. Stroupe, George Rackle 
& Sons Co.; and Stephen Sprin- 
gowski, McDowell Co., Inc. 





New York Association 
Hears Executive Teacher 


The director of general man- 
agement courses for American 
Management Association was the 
principal speaker at the recent 
meeting of- New York Purchas- 
ing Agents Association. 

Harold B. Schmidhauser who 
teaches management courses 
spoke on “A Purchasing Agent 
Looks At Executive Action.” 

Management is becoming in- 
creasingly aware of the purchas- 
ing agent’s place as a company 
executive. Mr. Schmidhauser pre- 
sented many techniques which 
can be applied every day in car- 
rying out this responsibility as a 
member of the management team. 

These techniques include the 
basic ingredients such as: self- 
examination and improvement; 
communications; and awareness. 
The AMA executive pointed out 
the purchasing agent’s role in 
putting the ingredients together. 

The pre-meeting forum covered 
the very provocative subject “Do 
You Negotiate Or Chisel?” The 
topic was handled by a capable 
panel of three: Douglas V. Smith, 
purchasing training and educa- 
tional director, General Electric 
Company; Edward M. Krech, di- 
rector of purchases, J. M. Huber 
Corp.; and George E. Suddell, 


president, Eastman Kodak Stores, | 


New York. 

Donald T. Keliher, United 
States Metal Refining Co. acted 
as moderator. 


industry 





Safe Manufacturers 
Combine 


Diebold, Inc., Canton, Ohio, has 
purchased the Herring-Hall-Mar- 
vin Safe Company which it will 
operate as a separate division un- 
der the original name. Diebold 
manufactures fire and burglary 
resistant equipment and office 
equipment. Herring-Hall-Marvin 
makes insulated files, cashier 
counters, hospital equipment, and 
nuclear and missile components. 


Tool Company Moves 
to New Quarters 


The Tomkins-Johnson Co. has 
moved to a new 114,000-square- 
feet manufacturing plant in Jack- 
son, Mich. The company’s main 
offices are also located in the new 
building. Increased production of 
the T-J line which includes mill- 
ing cutters, air and hydraulic 
cylinders and riveting machines 
will result from the move. 


Sand Blast Equipment 
Unit Changes Hands 


The Sand Blast Equipment Di- 
vision of Leiman Bros., Newark, 
N.J., has been purchased by the 
Pressure Blast Mfg. Co., Inc. of 
Manchester, Conn. The sale in- 
cludes all rights, patents, tooling 
and inventory of sand blast equip- 
ment manufactured by Leiman 
since 1900. Distribution will be 
handled through Pressure Blast’s 
current sales channels. 


Tenney Adds to 
Refrigeration Coil Line 


The Copper and Aluminum 
Coil Division of Kirsch Company 
has been purchased by Tenney 
Engineering Inc., Union, N.J. Ten- 
ney has also announced the ac- 
quisition of a new 75,000 sq. ft. 
plant, its third, for the production 
of refrigeration coils. These new 
sizes and a wide variety of finned 
tube combinations are added to 
the company’s coil line. 


PuRCHASING 





Mr. J. Van Krevelen, Buyer in 
Norge Division of Borg-Warner Corporation, 
buys Scott Towels because: 


“Norge towel costs dropped 30% the first year 
when we switched to Scott UHA Towels” 


It makes sense—the fewer paper towels you use, the lower your 
towel costs. Often where two, three and even four paper towels 
are used to dry hands and face, one Scott UHA (Ultra High 
Absorbency) is all that’s needed. If you’re now using another 
brand of paper towel, why not run a comparative test like Norge 
did. Your Scott distributor wil’ te'l you how to go about it. 
Look for his name in the Yellow Pages under “Paper Towels.” 


SCOTT PAPER 


yN 


Scott UHA Towels 
Scott Multifold Towels 
Scott Singiletfoid Towels 
ScotTissue 


Distributed through the leading paper merchants of America 
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in plastics 


by B. FRANK HANTZ, Vice President 


AMERICAN INSULATOR CORPORATION 


One of The Men Behind The Man From Aico 


Aico’s enviable position in the field of molded plastics has been attained 
largely through customer satisfaction and service. Since 1916, Aico has 
been a major supplier of molded plastics to many of America’s pace- 
setting industries. Each molding job presented its own unique problems 
... problems which were successfully solved by the integrated facilities 
and coordinated skill of expert craftsmen within the Aico organization. 
Perhaps the best proof of Aico’s efficient service . . . and satisfaction 
delivered ...is the record of new assignments we receive from cus- 


tomers we’ve served in the past.” 


MOLDED NYLON PUMP IMPELLERS 
ANOTHER NEW USE OF AICO PLASTICS 


These nylon pump impellers are typical 
examples of how better products result 
from the use of Aico Molded Plastics. 
Molded to extremely close tolerances, pro- 
viding precision accuracy without machin- 
ing, the nylon impellers reduce assembly 
costs while increasing pump efficiency. 
Their light weight conserves driving energy. 
lhe chemical, corrosion and wear resistant 
qualities of the nylon material promises 
longer impeller life and less pump main- 
tenance. Aico Molded Plastics can give 
your products new, impelling sales advan- 
tages, too. Discuss them with Aico now. 


AICO’S Nook of 
Plastics Knowledge 


INSERTS . . . may be used in plastic parts 
as fasteners, to support loads, simplify 
handling or facilitate assembly. (They 
may serve functional purposes or may 
be used purely for decoration.) Smooth 
rod inserts (see sample above) may be 
securely anchored by bending, splitting, 
notching, swaging or knurling. Other 
types of inserts are fully covered in 
Aico’s booklet “Good Plastics Design 
Makes Cents."’ Coupon will bring your 
FREE copy. 





FREE 
Plastics 
Designer’s 
Handbook 


Shows how good design controls unit cost of 
molded plastics. Molded plastic parts with a 
low unit cost can be achieved only when the 
practical limitations of die-making are given 
full consideration when the part is being de- 
signed. Aico has prepared a Plastics De- 
signer’s Handbook that tells and illustrates 
how costly design errors can be avoided. A 
FREE copy is yours on request . . . use cou- 
pon below. 











A completely integrated plastics 
molding service with unmatched 


* experience and coordinated 
facilities for Engineering, Mold 
Building, Compression, Transfer, 
Plunger, Injection and Cold Melding 
plus the molding of Reinforced 


Fiberglas. 


American Insutator CorrorariOn 
New Freedom, Pa. 

Please send me a FREE copy of Aico's 
PLASTICS DESIGNER'S HANDBOOK. 


Name 
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Book Reviews 





RECORDS RETENTION 


By William E. Mitchell 
Ellsworth Publishing Co., 


Syracuse, N. Y. $5.00 
Many studies in past years have 
shown conclusively that com- 
panies, departments and people 
keep records of all kinds much 
too long. American industry could 
save millions of dollars by in- 
stallation of a sound records re- 
tention program, This new book 
by Mr. Mitchell will provide pur- 
chasing executives with the de- 
tailed background necessary to 
set up such a systematic program 
within the department and within 
the company. The book starts 
right off with suggested proce- 
dures for establishing such a pro- 
gram and gives a sample question- 
naire to be used in surveying rec- 
ord requirements. Other sections 
include: Ground Rules To Keep 
In Mind; Intent of Government 
Regulations; Legal Requirements; 
Recommended Retention Sched- 
ule; and Preparing The Schedule. 
Mr. Mitchell, in his introduction, 
says, “A sloppy accumulation of 
records is an eyesore and a detri- 
ment to employee morale and re- 
flects the attitude of manage- 
ment.” 


BRAINSTORMING 
By Charles Clark 


Doubleday $4.50 
This book is the first full-scale 
presentation of the idea-making 
method that started in one of 
America’s top advertising agen- 
cies. Everything is covered from 
how to organize and run a brain- 
storm session to how to evaluate 
and sell your ideas. There are 
dozens of case histories of com- 
panies and individuals that used 
brainstorming to produce valu- 
able ideas. A particularly interest- 
ing chapter is devoted to “solo 
brainstorming.” Charles Clark 
also lists the “Killer Phrases” 
which stop the flow of creative 
thinking. 
For More Information Write No. 287 
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“+* ANCOR 2% BY WHEELING 


3 steps to 
a permanent 
steel floor 


That’s all there is to it. Three simple 
steps...and you have a quiet, per- 
manent floor. It’s a safe floor, too. 
There are 33 concrete safety islands in 
every square foot. Write for details on 
Ancor Rolled Steel Floor Plates. 
Ackermann Manufacturing Company, 
subsidiary of Wheeling Steel Corpora- 
tion, Wheeling, West Virginia. 


IT’S WHEELING STEEL! 


Remove loose flooring material and 


pour a 1%" to 2” layer of fresh concrete. 
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While it’s wet, position Ancor Plates 
and gently tap them to proper level. 





Let concrete harden around the 53 steel 
anchors on each plate. Floor’s ready! 
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VALUE ANALYSIS WORKS WITH ELECTROPLATING, TOO 





a . mo Bical the ol Ie Shoda 


economically. | from | new MaT plating discovery 


Durability of chromium plated parts in severe, accelerated corrosion tests has 

been increased up to 500% by the revolutionary “Duplex Chromium” 

Plating Process developed by Metal & Thermit. Adding only 50 to 100 millionths 
of an inch more chromium, in two layers, does more for outdoor durability than 
any other change in present plating procedure. Results show that per dollar 
invested in equipment and solutions, this new technique gives greater benefits 

than a corresponding expenditure for thicker copper and nickel undercoats. 

It saves on capital investment because existing equipment can be used 

with minor modifications. It saves by cutting rejects of parts which are now 
required to survive more rigorous accelerated life tests than heretofore. 


Ask the M&T Man about it...and about other quality M&T 
products to help you add more value to your product. 
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— 
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METAL & THERMIT 
CORPORATION | 

GENERAL OFFICES: RAHWAY, NEW JERSEY \\\, I 
1 
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MaT can help you add value to your product in all these fields... plating |. chemicals » welding 4 coatings 
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HONEYWELL 


MICRO SWITCH Precision Switches. 


Compact “‘AT’’ toggie switch 
assemblies meet wide range of 
requirements in small space 


The 13 toggle switch assemblies illustrated above 
represent a group of more than 100 similar com- 
pact assemblies designed to actuate from one to 
as many as a dozen miniature precision basic 
switching units. They find wide use in aircraft, 
mobile, marine, electronic, and all panel appli- 
cations. 

In this group are 2- and 3-position switches, in 
all combinations of contact arrangements... 
with either maintained or momentary lever posi- 
tions. Within the group are switches for special 
requirements. For example, the switch at upper 
right includes an “electric memory” unit that 
indicates by a light or buzzer which circuit was 
last actuated. Other assemblies in the line fea- 


HONEYWELL 


ture pull-to-unlock levers, sealed levers, and 
hermetically-sealed basic switches. 

All are manufactured with utmost precision, 
with consideration given to such important de- 
tails as rigidity, positive ‘“‘feel’’ and positive ac- 
tion, ease of mounting, good appearance, and 
long life. 

“AT” toggle switch assemblies are described 
fully in Catalog 73. Assistance in switch applica- 
tion is available from the micro switcH Branch 
Office near you. 


MICRO SWITCH ... FREEPORT, ILLINOIS 


A division of Honeywell 
In Canada: Honeywell Controls Limited, Toronto 17, Ontario 


Honeywell 


MICRO SWITCH Precision Switches 
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Fence value depends on 


—quality materials 
—quality installation 


You get both from PAGE 


New Aluminized Fabric! 


(other quality fabrics available: 
galvanized steel, 
aluminum, 
stainless steel) 


8 basic fence designs 
6 gate styles 


Expert installation 
by specialists 


Registered Certificate 
of Quality furnished 
to property owner 


Good fences—since 1883 


Write for 
helpful booklet 


PAGE FENCE ASSOCIATION 
si i National Headquarters * Monessen, Pa. 
A product of Page Steel & Wire Division 

American Chain & Cable Company, Inc. 
For More Information Write No. 291 
on Inquiry Card—Page 32 
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Purchasing People 


(Continued form page 57) 





The Pyle-National Co., Chicago, 
Ill. has announced the appoint- 
ment of Ernest R. Blomquist as 
purchasing agent. Prior to join- 


Ernest R. Blomquist 


ing Pyle-National Mr. Blomquist 
was purchasing agent for the 


‘Benjamin Electrical Manufactur- 


ing Co. He is a graduate of St. 
Olaf College and did graduate 
work at Northwestern Univer- 
sity. 


Fred H. Hetzler has been named 
assistant purchasing agent for the 
Fafnir Bearing Co., New Britain, 
Conn. He is chairman of NAPA’s 
committee on Continuing Educa- 
tion for Professional Development 
and has helped develop adult ed- 
ucation courses on purchasing in 
the Connecticut area. 


Jewett F. Neiley Sr. has been 
appointed vice president, purchas- 
ing for the Endicott Johnson 
Corp. Endicott, N.Y. Mr. Neiley 


Jewett F. Neiley 


is a recognized expert on hides 
and in 1949 was selected as a 
member of a team of specialists 
to revitalize Germany’s hide in- 
dustry. 


Herbert W. Winterroth has been 
appointed assistant purchasing 
agent for the Consolidated Vacu- 
um Corp., Rochester, N.Y. He was 
with CVC since 1941, recently as 
assistant project engineer in the 
systems enginering department. 
He is a graduate of the Rochester 
Institute of Technology. 


S. R. Crosby has been appointed 
vice president in charge of pur- 
chasing and sales for The Theo- 
bald Industries, Kearny, N.J. and 
the Wymat Chemical Corp., a sub- 
sidiary. 


Brown-Wales Co., Cambridge, 
Mass., has announced the appoint- 
ment of James F. Ellison as pur- 
chasing agent. He was formerly 
a steel and raw material buyer 
for the General Electric Co. 

(Please turn to page 196) 








for Profit! 
Specify Chicago Molded 


Nylon replaces metal in this idling cam 
made by Chicago Molded for Holley Carbue 
retor. By injection molding it of nylon, 
CMPC eliminated 3 operations—hardening, 
stamping, and assembly ... cut production 
costs 50%. A unique mold design provides 
for easy changes in the number and sizes 
of ratchets at minimum expense. By any 
measure of value analysis, this is purchasing 
for profit! Your part cost problems are our 
business—call, specify: 


CHICAGO MOLDED 


PRODUCTS CORPORATION 
1028 North Koimar, Chicago 51, ill. 


For More Information about ad on facing 
page Write No. 292 on Inquiry Card—pg. 32> 
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BARNES BAND SAWS INCREASE 
PRODUCTION AND LOWER COSTS! 


From high production cut-off to intricate contour sawing operations, Barnes Hard Edge Flexible 
Back Band Saws are made to last longer, cut faster and more accurately. The result is a lower 


cost-per-cut and an ultimate over-all reduction in metal cutting costs. 


You can expect superior performance from all Barnes Band Saw Blades because they are manu- 


factured to the highest standards of quality. Teeth are accurately milled and set, perfectly 
hardened; backs are flexible. 


Barnes Band Saws are packaged for your convenience and safety in 100-foot coils and in 250 
or 450-foot random lengths. Band saws perfectly welded to a desired length are also available, 
packaged individually or 10 to a carton. 


? 


%2 


%e 
"2 


ARC-LINE 
2? 

WAVY SET *, 
Best for sawing thin: sections 
and for general purpose cutting 
of varied shapes and sizes. De 
signed to absorb shock, mini 
mize tooth strippage. 


o 
e ¢, 
%4 
®e, 
ARC-LINE *, BARNES 
RAKER SET &. G SKIP TOOTH 


Preferred for accurate contour Ideal for fast cutting of non 
sawing and for straight cut-off ferrous metals, plastics and 
of large solids, thick plate. Gives wood. Provides rapid chip re 
maximum wear-resistance. moval on heavy sections. 


Call your Barnes Distributor 


w. o. BARNES co., Inc. 


BARNES 
HOOK TOOTH 


Recommended for fast cutting 
of mild steels, especially me 
dium and large cross-sections 
Also widely used on plastics 
and woods 





1297 TERMINAL AVENUE «+ DETROIT 14, MICHIGAN 
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(Continued from page 194) 


The Minneapolis - Honeywell 
Regulator Co. has appointed Rob- 
ert F. Marcy manager of pur- 
chases for its Missile Develop- 
ment Laboratory, West Los Ange- 
les, Calif. 

Eugene A. Zierhut succeeds 
Mr. Marcy as purchasing agent 
for the subsystems procurement 
section in Minneapolis. 


Charles F. Smith replaces Don- 
ald A. Monro as director of pur- 
chases for the Standard Oil Co. 
(Indiana), Chicago, Ill. Mr. Monro 
has been named administrator of 
the company’s market planning 
office in Paris, France. 

Mr. Smith has been with Stand- 
ard since 1928 in various manu- 
facturing capacities. He has been 
manager of the planning division 
of the manufacturing department 
since 1954. 


Arthur E. Beety has been made 
director of purchases for the 
Delco Radio Division of the Gen- 
eral Motors Corp., Kokomo, Ind. 


Arthur E. Beety 


He has held various positions with 
General Motors since 1927 and 
was assistant manufacturing man- 
ager for Delco Radio from 1953 
until his new appointment. Mr. 
Beety is a graduate of Purdue 
University. 


The Macklin Co., Jackson, 
Mich., has announced the appoint- 
ment of E. M. Scheiffler as direc- 
tor of purchases for the Jackson 
and Canadian plants. In this posi- 
tion he has charge of the func- 
tional and operational activities of 
the purchasing department and is 
also responsible for the control of 
supplies. He has served with the 
company for 24 years, recently 
as purchasing agent. Mr. Scheif- 
fler is a member of the Central 
Michigan Purchasing Association. 


Harold M. Zimmerman has 
been named director of procure- 
ment for the Kearfott Co., Little 
Falls, N.J. 


The appointment of William G. 
Watt as manager of purchasing 
and packaging has been an- 
nounced by the California and 
Hawaiian Sugar Refining Corp., 

(Please turn to page 198) 





BERSBURG 

BERSBURG 
SPECIALIZING IN LARGE CASTINGS OF GRAY IRON, ALLOY 
IRON AND DUCTILE IRONS * FROM 5000 to 150,000 LBS. 


For over 60 years, Chambersburg has been making large iron 
castings. For the past two decades, we have been serving builders 


Waster Test” SERIES 


Unprecedented accuracy and dependability 
in test gauges developed to meet today’s 
exacting requirements. Each gauge indi- 
vidually dead-weight tested! Guaranteed 
accurate within 4 of 1% plus or minus of 
maximum dial reading over entire range. 


of heavy equipment in the electrical, chemical, marine and 

machinery industries. Chambersburg’s unique CEMENT BONDED 

SAND MOLDING method results in closer dimensional accuracy 

and better surface finish. Our new, modern foundry and latest 

casting techniques tend to lower costs. Write or phone 
CHAMBERSBURG ENGINEERING CO., FOUNDRY DIVISION 

561 Derbyshire St. (Phone: COlony 4-7151) Chambersburg, Penna. 


Twin-tip pointer enables 
observer to read “dead- 
on" by lining up twin tips 
like gun sight. 

(below) 51,000 1b. Exhaust Casing 























bi 
Mirror dial also insures ac- 
curate “dead-on" reading. 


New “Read-easy” dial (patent pending), as 
illustrated above, assures reading accuracy 
in keeping with indicating accuracy. Also 
note three advanced means of reading 
available in all ‘‘Master-test’’ gauges: 
twin-tip pointer, mirror dial, and “non- 
parallax” dial as shown opposite. 

Sizes 414", 6”, 8”. All standard pressure 
ranges 0-15 psi to 0-30,000 psi, vacuum 
and compound. 

Ask for new 20 page bulletin covering all details 
MARSH INSTRUMENT CO., Dept. G, Skokie, ll! 
Division of Colorado Oil and Gas Corporation 
Marsh Instrument & Valve Co., (Canada) Ltd. 
8407 103rd St., Edmonton, Alberto, Canada 
Houston Branch Plant, 1121 Rothwell St., 

Sect. 15, Houston, Texas 
For More Information Write No, 303 en Inquiry Card—Page 32 For More Informaticn Write No. 304 on Inquiry Card—Page 32 
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CASTINGS 


"Nen-parallax” dial hos 
Plexiglas insert that assures 
accurate reading even 
when reed ot angle. 








Going up in the air to keep.costs down 


How Emery 

Air Freight saved 
Blairsville Machine 
Products Co. 
$4674.99 


Blairsville Machine Products Co., near 
Pittsburgh, figured that 20 four-foot 
cutters would see it through an order. 
These were not enough. So it was 
faced with buying twenty more cutters 
to assure uninterrupted production 
while resharpened cutters were in 
transit by rail and truck from Detroit. 

Rather than buy more cutters, it 
was decided to use Emery Air Freight. 
Emery gave same day or next morning 
delivery. And because of Emery’s coast- 
to-coast teletype network, Blairsville 


Machine Products Co. could determine 
within two hours when its shipment 
would reach Detroit or be returned. 

Emery Air Freight charges, based 
upon 30 shipments, were only $325.01. 
Our customer got uninterrupted pro- 
duction and saved buying 20 more cut- 
ters at a cost of $5000. 

Call today to find out how Emery 
Air Freight can fit into your every 
day operations ... help you cut pro- 
duction costs, reduce inventory and 
increase your sales. 


EE: MV. E. Fe Ware FREIGHT CORPORATION 


801 Second Avenue, New York 17, N. Y. * National and International Blue Ribbon Service. 
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to drive 


EPFICIENTLY, 


produced ECONOMICALLY 


TRACTORS * HEAVY DUTY TRUCKS * AGRICULTURAL MACHINERY * POWER SHOVELS AND CRANES 
MINING MACHINES ¢ ROAD GRADERS ¢ BUSES © STREET SWEEPERS © INDUSTRIAL LIFT TRUCKS 


FAIRFIELD 


Getting into production on new models 
and new machines often calls for quick 
action to meet desired time schedules. 
FAIRFIELD CAN HELP YOU! 


As one of America’s largest independent 
producers of GEARS and DIFFEREN- 
TIALS, Fairfield’s facilities are complete. 
You get the benefits of newest high capac- 
ity machines coupled with regular big 
volume output in an ultra-modern plan* 
designed exclusively for producing fine 
gears EFFICIENTLY, ECONOMICALLY 
Check with Fairfield NOW on your gear 


requirements. Call or write. FAIRFIELD 
MANUFACTURING CO., INC., 2321 S. 


Concord Rd., Lafayette, Indiana. Telephone 
2-7353. 
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(Continued from page 196) 





to directing the purchasing func- 
tion he will be responsible for 
package development and will 
serve as secretary to the man- 
agement research and develop- 
ment committee on matters per- 
taining to packaging. 

Mr. Watt has been with the 
company for 24 years and has 
served as purchasing agent since 
1951. He is a graduate of the 
University of California and 
past president of the Purchasing 
Agents Association of Northern 
California. 


Overs and Unders 
(Continued from page 94) 


is already prorating to his con- 
tract customers. 

Sometimes the quantities to be 
delivered under a contract are not 
definite. The use of such phrases 
as “about”, “estimated”, and 
“more or less” indicates that pre- 
cision in quantity is not intended. 
However, these provisions are 
construed by law to cover only 
slight variations or discrepancies 
from the stated quantities. Under 
a contract of sale of goods “not to 
exceed” a specified quantity, the 
phrase is construed to have a dual 
meaning of both limitation and ap- 
proximation so that delivery of a 
quantity greatly less than the 
amount specified is not in com- 
pliance with the contract. The 
same is true in contracts specify- 
ing a minimum quantity. 

If your company receives only 
a portion of the goods under a 
contract and uses the goods re- 
ceived, what price must you pay 
for them? This depends upon 
when you gained knowledge that 
the vendor intended to default on 
the balance of the contract. If you 
know beforehand that the seller 
intends to breach the contract but 
receive and use part cf the goods 
anyway, you are liable for the 
contract price of tre goods used. 
If you receive and ise goods ex- 
pecting the vendor to fulfill the 
contract with additional ship- 
ments, but find later that he in- 
tends to default, you are responsi- 
ble only for a fair market price 
on the goods used. 
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Get The Facts On 
ELPAR LEASING 


> 

‘. You can use ELPAR Leasing 
to put one of these cost cut 

etelias ot Owe U MrieltLicuht meatia <, 

to work in your plant im- 

mediately! Do it without a 

major cash outlay and, 

pay the low monthly pay- 

Pose Mmoltlanel ar a@leltc Maactice| 

by the new truck 


— 


Titan’’ Heavy Duty Fork Trucks Nichi-talii- Met aela anbalia 43 


4 Leasing Plans 
... Covering 150 
_ELPAR Models 


Straight Leasing: The lowest cost 

form of leasing — payments are 
made in equal monthly installments for 
periods up te 5 years. Trucks complete 
with battery and charger may be leased. 
Equipment can be released as often as 
desired after the initial term has expired. 


Lease With Option To Buy For 

$1.00: This plan gives you the 
option to buy the equipment for $1.00 
at the termination of the lease. 


Lease With Option To Buy At Fair 
Market Value: At the termination 
of the lease, this plan permits you to 
buy the equipment at the fair market 
value. Monthly payments under this plan 
are lower than the dollar option pian. 


Fleet Lease: Companies planning 
to lease a large number of trucks 
will find this plan attractive and eco- 
nomical. Consult the main office or 
your local ELPAR man for details. 
Fork Trucks with Attachments (Seldelo Miceli Macias Mientla £: 


GET THIS FREE FACT BOOKLET j 


' ve 


. 

hieeloleliollal Me laim-s fe)lelalehilelammehi 
TYor viele Melale Miceli Mile] elit Miialelam ol 1: 
mit you to estimate leasing costs 


Send for it today! 


“Air-Right"’ Fork Trucks 


Mobile Cranes 


THE ELWELL-PARKER eE tectric company 


4035 ST. CLAIR AVENUE «+ CLEVELAND 3, OHIO 
In Canada: International Equipment Company, Ltd. 


ae 
P ELECTRIC TRUCKS _ TWICE THE LIFE ...ONE THIRD THE OPERATING COST 
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THE HORSBURGH & SCOTT co. 


200 


New Production Capacity 
To Serve You 


Large Generated Gears 


SPUR—HERRINGBONE—HELICAL 
for a wide range of industrial applications 


Gears which must operate smoothly and without vibration at higher 
speeds and under greater loads must correspondingly be more accurate 
in tooth profile and spacing. 


H & S Generated Gears provide these results. 


To meet increasing customer demands, Horsburgh & Scott has broad- 
ened its manufacturing capacity and tooled to produce /arge Generated 
Gears up to 125” diameter. 


Offering the same high quality standards which characterize the com- 
plete H & S Gear line, production capacities for large Spur, Helical and 
Hobbed-Herringbone Gears are now available in the following dimensions: 

Up to 80” outside diameter at 1 DP 
Up to 90” outside diameter at 114 DP 
Up to 100” outside diameter at 114 DP 
Up to 125” outside diameter at 2 DP 
Face widths up to 42”, depending on helix angle. 


Take advantage of this new capacity, and our long experience as spe- 
cialists in this field. Send your specifications, drawings or plans — or tell us 
about your power transmission problem. Our technical staff will promptly 
consider your requirements and render recommendations and quotations. 





GEARS AND SPEED REDUCERS yy 
5112 Hamilton Avenue « Cleveland 14, Ohio 
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Standardization 


(Continued from page 92) 


mass production possible. 

@ Broaden and promote fair- 
ness in competition. 

@ Promote progress by elim- 
inating practices that are the re- 
sult of accident or tradition. 

@ Reduce the cost of mainte- 
nance and repairs, because fewer 
parts and supplies have to be 
carried in stock. 

@ Cut the cost of instructing 
new employees because there are 
fewer things to learn. 

@ Reduce accounting costs be- 
cause fewer record entries are 
required. 

National standards are written 
and approved by experts. About 
500 national groups in this coun- 
try are engaged in establishing 
standards. If these standards ap- 
ply to a sizeable segment of the 
economy, they may be processed 
through the American Standards 
Association and approved as 
American Standards. Additional 
American Standards are estab- 
lished by committees and confer- 
ences set up by the ASA. No 
standard is approved by the ASA 
unless it is accepted by all na- 
tional groups concerned. 

Many purchasing agents are 
standardization leaders in their 
own companies. As the savings 
from standardization become ap- 
parent in the company’s opera- . 
tions, the status of standards and 
the status of the purchasing pro- 
fession rise together. 

The encouragement of national 
standards is therefore a matter of 
enlightened self-interest for the° 
purchasing agent and his com- 
pany. Marlin-Rockwell Corpora- 
tion, for instance, relies heavily 
on standards work with national 
associations. It spent $4600 last 
year on membership fees for ten 
standards-writing organizations 
and $2600 on travel expenses for 
its representatives on standards 
committees, These representatives 
are on ten association standards 
committees, including three ASA 
committees. 


Writing Standards 


“External standards participa- 
tion enables us to influence the 
writing of standards,” the com- 

(Please turn to page 203) 
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“FITNESS” REPORT 


with millions of identical copies 


Ohio Rubber’s new high-speed continuous molding process makes 
it possible to check tolerances—as precise as +0.003 in.—for an 
unlimited quantity of small molded-rubber parts with but a single 
calibration. It insures identical uniformity and dimensional accu- 
racy for components up to 144” in diameter and 1” in thickness 
produced in cost-saving volume. 

This is still another example of Ohio Rubber leadership and 
experience in ““Customeering”* components for outstanding manu- 
facturers of original equipment in every industry. For more infor- 
mation on this and other ORCO services write direct to The Ohio 
Rubber Company, Willoughby, Ohio. 9PA 


*Trade mark of The Ohio Rubber Company 


me OHIO RUBBER comcany 
Willoughby, Ohio 


A DIVISION OF THE EAGLE PICHER COMPANY 
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Progressive Purchasing and Engineering Executives now use 
the telephone in buying more than ever before. 


Therefore, CONOVER-MAST PURCHASING DiRECTORY has added 
telephone numbers of companies selling to industry. 


In one convenient book you find who makes it, where they are 
located, and now their telephone number. 


Conover-Mast 
Purchasing Directory 


205 E. 42nd Street « MUrray Hill 9-3250 ¢ New York 17, N. ¥. 
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Standardization 
(Continued from page 200) 


pany says, “rather than having to 
meet standards which have been 
set without our consultation.” 

The use of standard parts and 
standard materials in a refriger- 
ator, for example, does not mean 
that all refrigerators look alike 
or even that every refrigerator 
performs like other refrigerators. 
There are an infinite variety of 
designs for refrigerators using 
standard parts. 

But the use of standards does 
mean, however, that a consumer 
has at least a few yardsticks by 
which to measure his purchase of 
a refrigerator—dimension stand- 
ards, horsepower ratings, voltage 
classification, and safety codes. 
Because of standards, a consumer 
can feel confident that he can 
use the refrigerator anywhere and 
have it repaired by any com- 
petent repairman. 

Then too, no standard is rigidly 
fixed. They have all subject to 
changes dictated by use. They are 
dynamic, not static. All American 
Standards are reviewed period- 


ically and revised when necessary. 

Three American Standards deal- 
ing with quality control illustrate 
the dynamic nature of standards. 
These are important to nearly 
every industry; more than 40,000 
copies of one were sold between 
1942 and 1958. Originally approved 
as American War Standards, they 
were brought up to date by a 
standards committee of the Amer- 
ican Society for Quality Control. 


Revision Committee 


In 1956, after three years of 
work, the committee canvassed 28 
national groups representing thou- 
sands of companies. Modifications 
to the revised drafts of the stand- 
ards were made as a result of 
the canvass. In 1958, the revised 
quality control standards were ap- 
proved by ASA as American 
Standards ‘Z1.1, Z1.2 and Z1.3. 

Thomas F. Griffin, general man- 
ager of purchasing for Worthing- 
ton Corporation, summed up the 
benefits of standards in a talk at 
a recent National Conference on 
Standards. “The ultimate purpose 
of any business venture is to 
make a profit,” he said, “and sta- 


tistics show that most of them do. 
However, the making of a profit in 
itself is not the true measure of 
success. What really counts is how 
much profit and what is the rate 
of return on investment. 

“The items which go into mak- 
ing up a total investment of any 
plant include: real estate, ma- 
chinery, accounts receivable, cash, 
and inventory. Often, inventory 
represents the largest single ele- 
ment of investment. 

“We, as purchasing managers, 
have learned through experience 
to draw heavily on standardiza- 
tion as a means through which 
we can make our contribution to 
the corporation’s profit picture. 
Standardization has enabled us 
to obtain competitive bids, elim- 
inate expensive specials in many 
cases, obtain material in standard 
easy-to-store packages, help re- 
duce loss through obsolescence, 
and materially reduce the lead 
time required to obtain mate- 
rials. All of these factors add up 
to lower acquisition costs and 
lower inventory, and result in a 
high rate of return on the in- 
vested dollar.” 
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with prevailing torque 


Three sectors of the tapered por- 


New Oni-Pince 
Conelok 


\ababababobahababatuth 4 


tion of the CONELOK nut are 
preformed inwardly (Fig. 1). When 
the Nut is applied to a bolt, these 
conforming sectors are elastically 
returned to a circular configura- 
tion and create an inward and 
downward pressure which pro- 
duces intimate contact between 
the load carrying flanks of the nut 
and bolt threads (Fig. 2). The 
shape of the cone sector displace- 
ment insures conformity with the 
mating bolt and maximum fric- 


tains its locking action through 
many re-applications. ... It is 
adaptable to high, and low torque 
assemblies . . . to high torque 
stop-nut applications ... and may 
be obtained in sizes from No. 10 
through 142”, Full and Thick di- 
mensions are “Standard”. . . 


Send for brochure which 
includes complete 
engineering specifications. 


tion contact area... . The closed 
stress path in the locking portion 
of the nut and the advantageous 
distribution of locking pressure, 
produce a locking device of high 
fatigue life... and equivalent 
locking force is exerted at only a 
fraction of the stress of any slot- 
ted type locknut. CONELOK main- 


p mariomat MACHINE PRODUCTS COMPANY 


company 44250 UTICA ROAD yt te mic ae 
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No. 1 Hole Saw Kit 


LIST PRICE 
$6280 
F.O.B. Chicago 
Shipping Weight 
10 Lbs. 


. he Corateh 
- Non-Slip 


ot... 


COLUMBIAN = 
DU-MOR NYLON 
or DACRON*® SLINGS 


Specially Woven for Greater 
Strength and Flexibility ¢ \ 


If the stork’s traditional role in 
parenthood were fact instead 
of fiction, he would doubtless 
deliver babies in Columbian 
Du-Mor Slings . . . they're that 
safe and gentle with the product. 

These slings are woven of 
Nylon or Dacron®. Nylon is the 
strongest of synthetic fibres with 
some degree of stretch, Dacron 
being almost as strong as Nylon, 
but without the elasticity. The 
exclusive “Durable-Weave” con- 
struction gives a higher degree 
of strength and provides a greater 


With a MARVEL No. 1 

Hole Saw Kit, you can save 

time and labor by sawing holes from 

34” to 24"diameter in sheet or plate, 

using an ordinary portable electric drill or a 

drill press. Saws to cut holes from 9/16” up to 6” dia. are 

available. MARVEL High-Speed- 26 e Hole Saws are heavy 

duty tools, having a cutting edge of high speed steel welded 

to a tough alloy steel body to insure fast cutting and long 

service life. Arbors are heat treated, rugged, and practically 

indestructible. No. 1 Kit is complete with %4”, %”, 14%”, am 
144”, 134”, 2”, 24%”, 2%” Saws with necessary Arbors. See y 

MARVEL Distributor, or write for Hole Saw Bulletin HS_475. 


ARMSTRONG BLUM MFG. CO. 


5700 W. Bloomingdale Avenue « Chicago 39, Illinois 
For More Information Write No. 302 on Inquiry Card—Page 32 








Type NT or DTt 

Webbing Sling 

with triangular 
hardware 


GET MORE OUT OF 
PURCHASING 


Put your own name on the mailing 
label that delivers PURCHASING 
Magazine ... and see how much 
more you'll get out of the contents. 


Type NEL or DELt 
Webbing Sling, 
endless type 


degree of flexibility for ease of 
use and gentleness on fine fin- 
ishes, painted surfaces, etc. 

This same woven construction 
means that Du-Mor Slings actu- 


See how much you'll gain by having 
time to really digest the material 
written just for you. 


A personal copy should always be 


ally conform to the product or 
material being lifted and provide Type NE or DEt 

: ‘ : { Webbing Sling 
a firm, non-slip grip. eS with eye in 


each end 
Send Today for Free Illustrated Folder 
and Current Price List on Columbian 
Du-Mor Slings. 


*E. 1. DuPont Trademark 


handy for easy reference—ready to 
help you when you need it. 

Order a personal subscription now— 
$4. a year. Write to PURCHASING 
Magazine 205 E. 42nd Street, New 
York 17, N. Y. 


tAvailable in both 
we Nylon and Dacron* 


COLUMBIAN 


ROPE COMPANY 


Auburn, “The Cordage City,” New York 
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Rugged and Reasonable for any Application 


Here are a few of the many precision-made 
Chicago Locks available. They’re engineered 
for maximum security — made of carefully 
selected and tested metals. And they empha- 
size attractive design and compactness. 

Whatever your needs, you’re sure to find 
a Chicago Lock that’s perfect for your pur- 
pose . . . and priced right, too. 


*One of the ACE Lock line—Maximum security locks with 
the exclusive round keyway. 


Write today for your FREE catalog showing, in detail, 
the entire Chicago Lock line. 


CHICAGO LOCK CO. 
2052 N. Racine Avenue © Chicago 14, Illinois 
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precious metal contacts give HR relay new job 


This new bifurcated-spring, twin-palladium-alloy contact assem- 
bly now lets you use the same Ward Leonard High-Reliability 
“HR” relay for ultra-reliable low-power switching as well as 
power handling. 

The entire unit-pole contact assembly is especially designed 
for reliable operation in low power (low voltage, low current) 
circuitry. Contacts are totally enclosed by individual molded 
hoods for protection against dirt, oil or other foreign particles. 
Twin palladium-alloy contacts on bifurcated springs are further 
insurance against interrupted low-power service due to oxida- 
tion, dust, film, oil or other foreign deposits on contacts. 

Each low-power unit pole is readily interchangeable with 
standard HR unit poles. You can replace as many as eight stand- 
ard poles with the new low-power contacts on an HR relay, or 

Ward Leonard will furnish 
combinations of low-power and 
standard poles to your order. 

Available with either nor- 
mally-open or normally-closed 
contacts. Ratings: 3 amps, 
120 volts, ac or de. 

Write for complete data. 
The Ward Leonard Elec- 
tric Co., 50 South Street, 
Mount Vernon, N.Y. (In 
Canada: Ward Leonard of 
Canada, Ltd., Toronto.) 9.6 


| WARD LEONARD 


|) ) ELECTRIC COMPANY - MOUNT VERNON, N.Y. 
sd 


OS Hig 


RELAYS 


[et 


Reulke E yruud £ . 
Condiols Since (892 : 


RESISTORS ! RHEOSTATS ! ' CONTROLS! DIMMERS 
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NEED 
EXPERT 


The Sylvania bearing junction box used by the U.S. Navy for 
radar control and electrical firing. 


Call on Alcoa’s Jobbing Division! 


When Sylvania needed ‘‘custom service’’ for bearing 
junction boxes, they called on the completely equipped 
engineering department of Alcoa’s Jobbing Division. 
Alcoa engineers worked with Sylvania on the design and 
engineering of this job. Then, Alcoa production special- 
ists took over and handled 100 per cent of the tooling 
and fabricating. Changes kept coming even after pro- 
duction began, but the quality of finished units was 
rated excellent. For any phase of product design or en- 
gineering, use the complete facilities and expert staff 
available to you at Alcoa’s Jobbing Division. See your 
nearest Alcoa sales office for information today! 


FREE TO MANUFACTURERS—16-page booklet. In ad- 
dition to design and engineering, Alcoa’s Jobbing Divi- 
sion has the world’s finest aluminum fabricating facili- 
ties for subcontracting to your order any aluminum 
components for anything you make. This 16-page book- 
let describes how these facilities can save you tooling- 
up costs, lighten your production load and generally 
cost less than if you shouldered the whole job yourself. 
For your copy, write or clip and mail the coupon. 


Your Guide to the Best in Aluminum Value 


For exciting drama watch “Alcoa Presents’ 
every Tuesday, ABC-TV, and the Emmy 
Award winning “Alcoa Theatre" 

alternate Mondays, NBC-TV 


atcoa &. 
ALUMINUM 


ALUMINUM COMPANY OF AMERICA 

1868-L Alcoa Building, Pittsburgh 19, Pa. 

Please send my free copy of Alcoa Aluminum Fabricating Facilities. 
NAME = —_ = 
COMPANY 





STREET ADDRESS 


CITY scaatiniseds ___ZONE STATE 
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4 -ALLIED 
2 RADIO 
ELECTRONICS 


ALLIED’S 
1960 CATALOG 


Serer esesesereeeeeseseee D 


BUY AT FACTORY PRICES 


world’s largest stocks...specializing in the supply of: 


@ Semi-Conductors © Special-Purpose Tubes 
e@ Connectors @ Test Equipment & Meters 
@ Relays @ Resistors, Controls 

@ Transformers © Switches, Timers 

@ Electronic Parts for Every Industrial Need 


ONE ORDER TO ALLIED FILLS THE WHOLE BILL 


Your ALLIED Catalog is the best single source for 
electronic supply. It puts the world’s largest stocks 
at your command—there’s no need to deal with 
hundreds of separate factories—one order to us fills 
the whole bill. You get same-day shipment (fastest 
service in electronic supply) and you buy at factory 
prices. Send today for your FREE 1960 ALLIED Cat- 
alog—your one-source electronic supply guide. 


ALLIED RADIO 
100 N. Western Ave., Dept. 143-19 
Chicago 80, Ill. 


your dependoble 
direct factory source 
for everything in 
electronic supply 


our 39th year FREE 


ee Ks 
—_ | Y ‘ ay gt 
” 
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At Lost... 


Positive Protection 
Against 


Paint Spray 


with the NEW 


PAINT MASK 


New Efficiency . 
The sensational new FLEX-A-PRENE 
Paint Mask keeps out paint pigments { 
and solvents with amazing efficiency, 
yet it’s light (just 1 ounce), comfortable 
and so easy to talk and breathe through 
you hardly know you're wearing it. 


New Economy 


Flex-A-Prene’s low first cost is only 

part of the story. Most important sav- 

ings come from its endurance in service 

and time saved through less frequent 

filter replacements. You can expect at 
\ least 100 hours of exposure before fil- 
4» ter replacement is necessary. 


Sample: +] 50 


INDUSTRIAL PRICE 


FLEXO Products, Inc. 
iit ill Westlake, Ohio 
For More Information Write No. 308 on Inquiry Card—Page 32 
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-»-from MARSH / 


Small solenoid valves that 
fill a BIG order 


Designed to meet the need for 
positive-acting tight-seating 
valves for use on wide variety of 


SOLE NOID media, including oxygen, hydro- 


gen, acetylene, etc. 





Two Types: 
Conduit type and grommet type. Port 
sizes 1/8" and 1/4” NPT. 


Ten orifice sizes: 
3/64” through 1/4”. 


Wide range of voltages: 
Standard with 115 V. A. C. but also 
available in 12, 24, 208, 230, 460 V. A.C. 


Pressure to 540 psi. 


Small, but with more strength in 
the Marsh manner. Coils never 
overheat. Entire assembly leak 
tight. Remarkably quiet oper- 
ation. Cleanable without breaking 
connections. Used in any position. 
Conduihtent Waster Bodies either brass bar stock or 
mite. Grommet-type 18-8 stainless steel. All moving 
also available. parts stainless. Underwriters’ ap- 
proved for use on oxygen and hy- 
drogen and as safety valves. 


quate MARSH INSTRUMENT COMPANY 
Dept.G, Skokie, Ilinois 
ae Division of Colorado Oil and Gas Corporation 
Marsh Instrument & Valve Co., (Canada) Ltd., 8407 103rd St., 
Edmonton, Alberta, Canada, Houston Branch Plant, 1121 
Rothwell St., Sect. 15, Houston, Texas. 
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PORTA-CHECK® 


A transistorized comparator 
for fast, accurate measure- 
( S ment to .00001”. 


Masters of 
Measurement 








For more than half a century, 
Ames measuring instruments 
have been regarded as the 
finest available. Wherever pre- 
cision is really important... 
you'll find Ames indicators, 
SERIES gauges, micrometers and com- 


One of four sizes; made parators on the job. 
to AGD specifications. 











Representatives in Principal Cities 


BCAMES CO. 


31 Ames Street, Waltham 54, Mass. 
Canadian Office — B. C. Ames Co., 45 Oriole Parkway, Toronto 
MANUFACTURERS OF MICROMETER DIAL INDICATORS AND GAUGES 
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BRAINS and EXPERIENCE 
are alloyed into every 


FRONTIER 


NON-FERROUS CASTING! 


Aircraft casting of Frontier 
40-E High strength Aluminum 

Alloy. X-RAY 

X-Ray of aircraft casting taken 
in our own X-Ray Laboratory. 
Proof that casting is sound. 


SPECTROGRAPH 


Enables our Laboratory to 
obtain a chemical analysis in 
minutes and with greater accu- 
racy than wet methods, 


Wind Tunnel Fan Wheel. Made 
of Frontier 40-E for required 
strength for high speed rotation. 


TENSILE 


Tensile tests are made regu 
Canning Machine Part. Prov- larly on all Frontier alloys to 
ing that the difficult casting is check tensile and yield strength 
routine at Frontier. and elongation. 





When you buy non-ferrous castings from Frontier, you buy 
results — not just castings. You eliminate costly rejects. You 
get delivery on time — not broken promises. 


If these are the things you want, give us a trial order. We can 
supply castings in Aluminum, Bronze, Monel and Copper to 
meet the strictest civil and military specifications. 

At Frontier, the unusual and difficult castings are routine. 
Make us prove it. 


FRONTIER BRONZE CORP. 





4806 Packard Road e Niagara Falls, New York 
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Employment Service 








PURCHASING AGENT 


for southeastern Wisconsin 
firm. Experience in produc- 
tion engineering and medium 
heavy manufacturing desir- 
able. Must have administra- 
tive experience and be cap- 
able of managing purchasing 
department of at least 10 em- 
ployees. 

Numerous employee benefits. 
Send full details and salary 
expected in first letter. Write 
Box 530. 











Experience: Five years progressive 
purchasing responsibility. Expeditor 
factory operating supplies, fixtures, re- 
pair parts for major machine tool and 
gage company. Buyer experimental 
general machining, fabrications, elec. 
compents, engineering-vendor  co- 
ordinator, vendor survey, prod. control, 
cost est. 

Education: Completed 2% yrs. toward 
B.A. degree; several courses in eco- 
nomics, labor management relations, 
government. 

Will relocate. 

Write: Box 470 


Experience: Eleven years materials 
supervisor, senior buyer, materials co- 
ordinator and contract administrator 
for general contractor doing refinery, 
petrochem, and power plant construc- 
tion. Exceptional knowledge of mate- 
rials, material procurement, expediting, 
and warehousing. Three years experi- 
ence, 

Education: Majoring in business. 

Will relocate. 

Write: Box 468 


Experience: Five years as purchasing 
agent in automotive and electronic 
field. 16 years previous in sales and 
production management. Experience in 
material and inventory control. 
Education: Completed full courses in 
production management, material han- 
dling and inventory control, motion & 
time study, bookkeeping fundamentals. 
Will relocate. 

Write: Box 469 


Experience: 2%2 years bookkeeper—112 
years offset press, 2 years shipping 
and receiving. 14% years asst. purchas- 
ing agent for bank, also handling in- 
ventory of supplies. 

Education: High school. 

Will relocate: West coast preferred. 
Write. Box 471 


Experience: Fourteen years in engi- 
neering and value analysis work in one 
of country’s leading corporations. 
Heavy experience in preparation and 
teaching value analysis with group 
that pioneered the technique. Will fit 
well in new or well-established pro- 
gram. Top references. 

Education: B.S., EE. 

Will relocate. 

Write: Box 465 


Experience: Eighteen years extensive 
purchasing experience all phases of 
procurement, policy and administration 
of single and multi-plant operation 
with steel, fabrication and manufactur- 
ing, heavy construction and shipbuild- 
ing background in big business. 
Education: B.A. degree—Job and man- 
agement instruction training. Work 
simplification and personnel relation- 
ship. Purchasing procedures. 

Will relocate. 

Write: Box 460 





Listings in this department 
are offered without charge. 
Both purchasing department 
personnel interested in chang- 
ing jobs and employers in 
search of replacements or ad- 
ditions to their departments 
may take advantage of this 
service. When writing, speci- 
fy whether you want the 
applicant’s form or the em- 
ployer’s form. Address all 
correspondence—whether for 
forms, or in answer to an em- 
ployment advertisement, to: 
Box No., Employment Service 
Department, PURCHASING 
Magazine, 205 East 42nd 
Street, New York 17, New 
York. 











Experience: One year as an industrial 
sales manager; 8% years as senior 
buyer and assistant purchasing agent in 
large chemical company; in latter post 
responsible for coordination and con- 
trol of 4 buyers, 2 clerks, with annual 
purchases of $20 million; in World War 
II directed Q.M. Market Center pur- 
chasing $60 million in supplies annual- 


y. 

Education: B.S., Chemical Engineering. 
Will relocate. 

Wrte: Box 472 


Experience: Four years with nuclear 
division of multi-plant manufacturer. 
Presently senior procurement super- 
visor. Thoroughly experienced pur- 
chasing administration and all phases 
of buying including government pro- 
curement. Helped establish present 
dept., writing manual and procedures. 
Well versed in value analysis, expedit- 
ing, MRO, traffic and receiving. Four 
years buying for chemical plant con- 
struction firm. 

Education: B.S. Bus. Adm. Company 
courses in management. 

Will relocate. N. Y. or N. J. Prefer 
Conn. 

Write: Box 475 


Experience: Seven years purchasing 
experience as P. A. for multi-plant 
metal fabricating company and for a 
large gray iron foundry. Heavy ad- 
ministrative experience. Knowledge of 
inventory control, traffic, E.D.P. and 
I.D.P. Two years experience in per- 
sonnel, wage and salary administration, 
systems and procedures and in cost 
reduction programs. 

Education: BS., B.A. in _ industrial 
management plus advanced graduate 
work. American Management Associ- 
ation courses in purchasing, systems 
and procedures and wage and salary 
adm. 

Will relocate. 

Write: Box 474 


Experience: Eight years industrial pur- 
chasing as P. A. Procurement included 
sheet and strip steel, brass and copper, 
fractional horsepower motors, cores, 
capital equipment, sheet metal tools 
and dies, office and maintenance sup- 
plies. Also experienced in inventory 
control, production scheduling, ac- 
counting and sales. 

Education: Business college courses in 
accounting and business law. Night 
school courses in electronics. 

Will relocate. 

Write: Box 473 


For More Information about ad on facing 
page write No. 312 on Inquiry Card—Page 32> 


PuRCHASING 





Designed 


to give you 


Double 


Protection! 


WAGNER TYPE DP MOTORS 


c=Ter-liat-is 
corrosion... 


| against splashing 
| liquids... 


a. a ee 

. Saitek tual OT, — 
DOUBLY PROTECTED— Air intakes and outlets are 
positioned to provide complete protection against 
dripping or splashing liquids. Rugged cast iron 
frames protect against rough handling and cor- 
rosion, 


Wagner Type DP Motors provide double protection that means longer life— 
more versatility of application. Rugged cast iron frames and endplates are 
highly resistant to corrosion. Dripproof enclosures are so well designed that 
these motors can handle many applications that formerly required splashproof 
motors. These motors pack ample power into little space, are light in weight 


and are easy to maintain. 


SLEEVE BEARING MODELS AVAILABLE. The entire line of ratings is 
available with ball ‘bearing construction, or with steel-backed, babbitt-lined 
sleeve bearings of high load carrying capacity that provide quieter operation. 

Let a Wagner Sales Engineer show you how these motors can be applied to 
your needs. Call the nearest branch office or write for Wagner Bulletin MU-223. 


Branches and Distributors in All Principal Cities 


Wagner Electric Corporation 


6360 Plymouth Ave. 


COOLING RUNNING—Specially designed baf- 
fles, which protect the stator windings, direct a 
cooling stream of air through the motor to effec- 
tively cool the motor—add to motor life. 


* St. Louis 14, Missouri 


CAN BE RE-LUBRICATED — Originol factory 
lubrication will lost for years in normal service 
—but grease plugs are provided to permit 
re-lubrication that adds years to motor life 
under severe conditions. 
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"When you design for quality 
the Ste ic important” —ALBERT R. COLEMAN—DIRECTOR OF ENGINEERING 


“Steel quality is all important to the designer,” says Albert Coleman, Director of Engineering at 
Whirlpool’s Clyde, Ohio plant, “‘and we’ve found we can trust Sharon to deliver what they promise.” 
Sharon engineers know the importance of working in close coordination with engineers like Mr. 
Coleman to thoroughly understand the application and then make certain the steel supplied will do 
the job for which it was intended. 
Better appliances depend on steel. Leading appliance makers, like Whirlpool, have learned they can 
depend on quality steels—consistently —from the mills of the Sharon Steel Corporation, Sharon, Pa. 


<<>> SHARON C.-clg STEEL 





MATERIALS-HANDLING NEWS 


NEW AND UNUSUAL APPLICATIONS OF BASSICK CASTERS THAT MIGHT BE ADAPTED TO YOUR HANDLING PROBLEMS 


Jantzen tries “new kind” of caster... . 
eliminates 98% of wheel replacements 


Maintenance and materials handling men 
at Jantzen, Inc., manufacturers of beach 
and sportswear in Portland, Oregon, 
have solved a handling problem common 
to many concerns with buildings spread 
out over a sizeable area. 

They did it by putting Bassick Float- 
ing Hub casters on transport trucks 
towed in trains of two to six units by 
power trucks for inter-building service. 

Almost immediately, trucks equipped 
with Floating Hub casters stopped show- 


ing up on maintenance and replacement 
records. After five years of continuous 
service only 3 out of more than 160 
Floating Hub casters have had to be re- 
placed. Standard caster previously used 
had. required replacement after 6 to 8 
months. 

Truck trains move at up to 15 mph 
over rough asphalt roadways, With 
Bassick Floating Hub casters, however, 
casters last longer, and wear and tear on 
trucks and roadways is greatly lessened. 


Floating Hub casters on power-pulled trucks got trial run 5 years ago... are still going strong at 
Jantzen, Inc. Life of caster used previously: 6-8 months. 





Case Hardened Casters 


At Bassick 6 heat treating furnaces, other 
modern equipment, housed in a special de- 
partment, handle approximately 5,000,000 
pounds of heat treated work per year. Ball 
races and other parts of Bassick casters are 
case hardened to increase life under heavy 
loads, prevent wear in ball bearings. One 
more reason Bassick casters roll longer. 





Another 
Caster for 
Minimum 
Maintenance 


Bassick Grooved wheel casters operating on 
inverted angle iron tracks require minimum 
maintenance provide maximum efficiency. 
Wherever materials must move often over 
same route, consider an inexpensive track 
set up and Bassick Grooved Wheel casters. 
Grooved Wheel casters operate both on and 
off tracks—provide positive control of loads. 


THE 

BASSICK COMPANY 
BRIDGEPORT 5, CONN. 
IN CANADA; 
BELLEVILLE, ONT. 





Behind this dramatic product, Jantzen beach- 


wear, is an almost equally dramatic story of 
materials handling: caster replacement cut 98%. 





Fragile Product—No! 
Shock Absorbing Caster—Yes! 


2 


Many companies 
handling materials 
which are not del- 
icate, fragile nor 
breakable are turn- 
ing to Bassick 
Floating Hub cas- 
ters. Why? Shock 
absorbing construction equips these casters 
for extremely rough service in power pulled 
applications. As a result, maintenance and 
replacement of casters, trucks, floors or 
roadways is drastically reduced. 


L- 








STEWART-WARNER CORPORATION 


Where to Call 


A local Bassick distributor is able and will- 
ing to help you. Call him in when you need 
casters and wheels. 


Bassick 


A DIVISION OF 


& 
q 
( » 
=@ 
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When you buy Motor Starters —— 


YOU PAY FOR OVERLOAD PROTECTION 





Heat-responsive element 
(solder pot) provides accu- 
rate response to overload, yet 
prevents nuisance tripping. 


ie gs 


Only ONE-PIECE Overioad Relays can give 100% 
Protection Only with ONE-PIECE construction 
can you know you've installed the heater correct- 
ly. Only with ONE-PIECE construction can you 
know the heater is exactly centered, or properly 
positioned, so that it performs according to its 
rating. Only with ONE-PIECE construction can 
you know your starters will not operate without 
the thermal units properly installed. Only with 
ONE-PIECE construction can you know your 
motors have full protection. 


. 


Heat-producing element is an 
integral part of overload unit. It's 
permanently joined to solder 
pot, can’t become misaligned. 


Only Square D has ONE-PIECE Construction 
ONE-PIECE construction eliminates any possi- 
bility of heater misalignment. Square D melting 
alloy thermal overload relays can be installed 
only one way. They are tamper-proof. They are 
factory-assembled, are individually calibrated 
and tested. Repeated tripping will not affect 
their accuracy. 


Insist on Square D starters with 
melting alloy thermal overload relays 





LET US PROVE IT! 


Let your Square D Field Engineer 
show you 1 howone-piececon- 
struction is accomplished and how 
easy it is to mismatch separate 
heaters and solder pots— 2 an en- 
durance tester to prove that over- 
load units can be reset repeatedly 
without damage while the solder 
is liquid— 3 a tripping time tester 
to compare various types of melting 
alloy units and to prove that trip- 
ping time won't change after re- 
peated operation. 


Write for Bulletin SM-275 for the complete story on Square D starters with ONE-PIECE thermal 
overload relays. Address Square D Company, 4041 N. Richards St., Milwaukee 12, Wisconsin 


SQUARE 


COMPANY 


D 
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Look for this..: 
on SOLDER END Valves, too 


... make sure of long, reliable service 


Rain VENT 


Solder Ends . . . Socket Ends . . . Screwed Ends 
.. . Flanged Ends. Whatever the lines call for, 
you can have the known assurance of quality . 
and economy for which the Jenkins Diamond 
trade-mark stands. ASK your Jenkins Distrib- 
utor, or write us for Folder 198-A about 
Jenkins Solder End Valves — Globes, Gates 
and Checks — that cover all your needs. 
Jenkins Bros., 100 Park Ave., New York 17. 


JENKINS VALVES @ 22: 
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™"" HOT WATER RADIANT HEAT SYSTEM 
Copy of this layout No. 13 will be sent on request 
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